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Only the Nesco Oil Cook 
Stove has the Patented 
ROCKWEAVE WICK , Lf 
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Uses only kerosene—No priming—Makes and 
burns its own gas—A clean blue gas flame that 
contacts with and spreads under cooking uten- 
sil— The ideal flame 


The Stove That Satisfies Customers 


Wherever sold, the Nesco Oil Cook Are you getting your share ot oil 
Stove is creating good will for cook stove sales? 

dealers and building business for Write to us for full information 
them by giving satisfactory serv- and prices. Also ask about our 
ice to their customers. attractive Dealer Helps. 


NESCO 


OIL COOK STOVE 


NATIONAL ENAMELING & STAMPING CO., Inc., 912 St. Paul Ave., MILWAUKEE, WIS. 
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Two times eight 


“N° ... not fruit cup with 
coffee. No, not Spanish 
Cream with cocoa, nor straw- 
berries and cream with tea.”’ 
All these appealed to Andria 
as suitable combinations on 
her luncheon menu for Tuesday. 
But she couldn't serve them! 
Because there were to be eight 
at the party—eight who would 
require two teaspoons each! 
Again had lack of silverware 
interfered with Andria’s plan- 
ning of a meal. Again would 
she have to serve the same kind 
of luncheon to the same guests! 





DOES LACK OF SILVERWARE OFTEN INCONVENIENCE YOU? 


Does the planning of a party find your silver service inadequate so that 
guests are numbered by forks and menus handicapped by teaspoons? 
Possibly so . . . you have persuaded yourself to do without enough silver- 
ware because you fear the trouble and expense of buying it. 


But you need hesitate no longer. “'1847 Rogers Bros.’’ is so reasonable in 
price that you can acquire a complete table service at small expense. Yet 
it is so durable that it may be passed on to your children’s children. And 
it comes in every kind of piece you need for correct and gracious entertaining. 
There are salad forks, bouillon spoons, ice cream forks, iced tea spoons and 
serving pieces, each a fine example of the designer's art. And, on a later 
occasion, you can add to your silverware conveniently, for leading dealers 
everywhere carry 1847 Rogers Bros. Silverplate. 

Send for booklet H.A.. Eriquette, Entertaining and Good Sense. It is full of 
suggestions for successful entertaining. It is free. Write for your copy today. 
INTERNATIONAL SiLvER Co., Dept. E, Meriden, Conn. 
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Anniversary Berry Bowl, 
Sugar and Cream 





“1847 Rogers Bros.” makesit pos- | 
sible to match the patterns of 
knives, forks and spoons with 
decorative and practical pieces 


like these. 








~— 1847 ROGERS BROS. 


NEW YORK 
CHICAGO 
SAN FRANCISCO 





issue of Saturday Evening Post. 


SILVERPLATE 


GP QUALITY s.+ ARTISTRY 4D 






‘ 


= INTERNATIONAL SILVER CO. 33] 


your own customers. Other advertisements in this series appear in leading publications. 





CANADA. 
INTERNATIONAL Sitver ComMPaNy 
or Canapa, Limitep 
HAMILTON, ONTARIO 


“Two times eight” is a problem that is faced by many women who will be impressed by this advertisement in the May 30th 
Many of these women who will be influenced to add to their silverplate are or should be 





sainstil 
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There is a difference in tools. And there’s a sub- 
stantial market for these two V & B thoroughbreds! ; 


V & B Vanadium Hammers are made from special 
formula Vanadium steel and are of the finest work- 
manship. V & B Unbreakable Planes are drop 
forged—not cast—and stand the falls that would 
break an ordinary plane. Two tools that will stir 
at a nice profit! 








up new business 


MANUFACTURING COMPANY 





(nHWAakers Of Fire ‘Toots 
2114 Carroll Ave.~ ~ Chicago, Hl U.S.A. 
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“SAND’S LEVELS TELL THE TRUTH” 








This Display Will Bring Them Into Your Store 


Sands national advertising appearing in the April and May 
periodicals features the Special Sand’s Level Assortment Display 


shown above. 
A t ts: , - ' ' 
The Assortmen Pee This advertising will act as a timely reminder to thousands of 
level users and they will look for the 





Resale ; 
Prices 
on Ww roe and’ ine Best Sell 
o. I-! ason ood Level, >». ae 
1 No EA Mason Wood tel, ss”. 800 Saand’s Assortment of Nine Best Sellers 
1 Ne. 7-A Mason Wood Level, 48”.. 5.75 . P " - 
» She. GPF Cais Bend Kant 26"... Ode in the show window of their favorite hardware store. 
1 No. 678 Carp. Wood Level, 24”... 1.25 Act now! Reap the benefit from this advertising. Make your 
1 No. 118 Carp. Wood Level, 24”... 2.25 store window: SHOW—TALK and SELL Sand's popular levels. 
1 No. 18 Aluminum Level, 18”...... 4.75 The building season is the time to increase your level sales. 
1 No. 24 Aluminum Level, 24”...... 5.50 . . P ‘ 7 
lle _ This Special Assortment contains the Nine Proven Best Sell- 
1 No. 30 Aluminum Level, 30”°...... 6.50 4 r A fn 
yan ing Levels in the big Sand’s line. 
Total Selling Price ............-33.85 These fine levels come to you in an Attractive Display Box 
Rieliens: Gc uwindadindsnnscds 21.95 with an attention compelling poster 48 inches high in six striking 
-~ colors, and another poster cut into three panels, a window card, 
Margin of Profit Over 35%...... 11.90 retail price list and also practical suggestions for a window trim that 


will do the business. 


The cost for all these is less than the regular price to the dealer 


Write or Wire if bought separately. 
In fact, so low, that we are obliged to limit each dealer to 


Your Jobber Today! two Assortments. 


Don't delay—write or wire your Jobber today! 


SANDS LEVEL & TOOL CO. 


8629-37 Gratiot Ave. Detroit, Michigan 
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ATKIN Ss 














Memphis 





Take time by the forelock and place 
order now for an assortment of Atkins 
Silver Steel Saws and benefit by the 
big demand created through the huge 
national building program. 


Remember, we make “A Perfect Saw 
for Every Purpose,’ which includes 
Hand, Rip and Panel Saws, AAA Non- 
Breakable Hack Saw Blades, Power 
Hack Saw Blades, Hack Saw Frames, 











THE FINEST ON EARTH 


IS YOUR STOCK OF ATKINS SAWS COMPLETE 
ENOUGH FOR SPRING AND SUMMER TRADE? 


Coping Saws, Compass Saws, Metal 
Cutting Saws and Plumbers’ Saws. 


Send for Dealers’ Bulletin No. 24 which 
illustrates and describes our complete 
plans for cooperating with hardware 
dealers. 


Ask for Atkins Catalog No. 19, the big- 
gest and best catalog ever issued by a 
saw manufacturer. 


Modern Manufacturing Methods Make Atkins Saws the Leaders 


Established 1857 


Machine Knife Factory: 
Lancaster, N. Y. 


Home Office and Factory: 
Indianapolis, Ind. 


me ©. ATKINS & COMPAN Y 


The Silver Steel Saw People 


Canadian Factory: 


Hamilton, 


BRANCH HOUSES: 


Minneapolis Portland 
New Orleans San Francisco 
New York Seattle 


Paris, France 


Vancouver, B. C. 
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KESTER METAL MENDER 


10 cans acid-core pix mut 4 mee eac h to the carton 
100 “ans to ci 
a 





KESTER Rosin-Core SOLDER 


1, 5 and 10 Ib. spools 18 inch sticks in 5 Ib.boxes 








KESTER RADIO SOLDER 


10 cans rosin-core, about Ib. each tothe carton 
cans to case 
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| KESTER Acid-Core SOLDER \ 


1 Ib. cartons—1, 5 and 10 Ib. spools 
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“with KESTER SOLDER 
Let Me Set You Right!” 


HERE is a difference between Kester 

Metal Mender and Kester Radio Solder. It’s 
about the same difference as a buck saw anda 
hack saw. Both are saws sure enough, and both 
are solders. But the difference is this: 


“Kester Metal Menderor Acid-Core Sol- 


der has a chemical flux scientifically prepared for 
general soldering on old or new work. Parts do 
not have to be tinned for successful use. It works 
equally well on all metals except aluminum. 


“And Kester Radio Solder has a natural 
flux (rosin) which is a pine tree product. This 
flux has no chemicals and positively no corro- 
sive agents and is, therefore, the only flux radio 
engineers recommend. It will not spatter or 
fume and will make joints of low dielectric loss. 


“This flux is mild in its action and is 
suited best for delicate work where parts are 
already tinned. 


“To use Kester Radio Solder in place of 
the Metal Mender, would be like trying to cut 
firewood with a hack saw, and—vice-versa.” 


Moral: Use ’em both for the purpose they’re intended. 
Manufactured by the 


CHICAGO SOLDER COMPANY 
4205 Wrightwood Ave. CHICAGO, ILL. 


Direct Factory Representatives 

DAVIES-ELY CO. LOUIS J. ZIESEL CO. THE FAUCETTE-HUSTON CO. 
New York City San Francisco Chattanooga 

Boston, Mass. California Tenn. 
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The American Hardware Trade 
serving the American Public, 
should push the sale and use of 
Brass and Bronze Builders’ 
Hardware. + 
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WE Builders Locks 




















The new Yale Builders Hardware 
Booklet with your name and address 
imprinted will undoubtedly impress 
people with the fact that your store is 
the headquarters for better hardware. 

Size 3% x 6, it can be mailed out con- 

veniently in your regular business en- 





velopes. 





LEAN cut. Popular. Moderately priced. A de- 
sign that attracts the eye and brings the business. 

This Yale Athenian Design, one of the latest and 
best selling in the Yale line, is a leader. 

All of the pieces are wrought brass or steel with the 
exception of the sectional front door handle which is 
cast brass. 

Dealers can stock the Yale Athenian—including the 
entrance door handle with cylinder lock, front door sets 
with either cylinder or bit key lock and inside door set— 
with full assurance that it wili prove a favorite. 

Selling builders’ hardware is a good substantial busi- 
ness and with a few well selected designs such as the 
Yale Athenian and other popular Yale designs, dealers 
are in a position to handle profitably most of the trade 
in their territory. 


The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S. A. Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 


Padlocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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THE SWIVEL AcTION 


OF THE HANDLE ALLOWS ITS 
USE AT MANY DIFFERENT 














AN INNOVATION IN SOCKET WRENCHES 


The new feature —the swivel action of the handle — makes it one of the most useful 
wrenches we have ever brought out because it can be used in many different positions 
and on many different cars. 
Two Stock Numbers: 

No. 774—5," Hex.—will reach Fourth Connecting Rod on Fords with crank shaft 

in any position. 

No. 775—,*,” Sq.—will reach Front Main Bearing and Center Main Bearing on 

Fords without taking the motor out. 


Ask your Jobber or write us for catalog No. 502 





— 






. 4 
he original,and Ic te Besive manu 


, Us of All Steel, Socket Weenches, ~ in the World 
475 SHREWSBURY ST., 


WORCESTER, MASS., U.S.A. 
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SIMONDS 


Blue Ribbon 
HAN D SAWS 


Possessing the quality which makes them the 
best Hand Saws made, and backed by na- 
tional advertising, Simonds Blue Ribbon Saws 
offer dealers an opportunity for greater profit 
and quick turnover. These are the Hand 
Saws that carpenters and home-makers now 
demand. Write for the Simonds selling prop- 


osition. 





Simonds Saw and Steel Company 
FITCHBURG, MASS. 


Established 1832 


BOSTON, MASS. LOCKPORT, N. Y. PORTLAND, ORE. MONTREAL, QUE. 
CHICAGO, ILL. MEMPHIS, TENN. SAN FRANCISCO, CAL. VANCOUVER, B. C. 


es Caller eaey LONDON, ENGLAND SEATTLE, WASH. TORONTO, ONT. 
NEW ORLEANS, LA. ST. JOHN, N. B. 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI, 
WESTERN DEPOT 


225 WEST RANDOLPH ST., CHICAGO, ILL. 
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It’s like meeting an old friend 
tosee “D. Maydole” ona hammer 


There’s a genuine affection for tools that have proved 
their mettle throughout the years. And few tools have 
built up finer traditions than the Maydole Hammer. 


It has a background of more than eighty years devoted 
exclusively to perfecting the finest hammers that human 
skill and experience can produce. 


This has real sales significance for you. It means that 
Maydole Hammers are easier to sell. And the fact that 
you sell them is a definite business asset. 


Sell them the hammer they all know and trust—the May- 
dole Hammer. 


Write for Catalog 23 “C.” 


THE DAVID MAYDOLE HAMMER CO. 


New York 


Norwich 








VE dole ON 


Hammer. 








7868a 





“Old friends 


are best’’ 











Why Maydole Hammers 
Are the Best That 
Can Be Made 


Maydole Hammers have a perfect 

“hang” that the experienced ham- 

mer user can tell with his eyes 

shut. Heads are press-forged of 

finest steel, tempered separately at 

each end for the work it has to do. 

Handles are of clear, second-growth 
hickory, air dried for years. They 

need no “patent” wedge to keep 

them tight—they’re made tight. 
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THE MESSAGE OF 


BADGER TIRES 


For the Jobber who some- 
time has distributed Auto- 
motive Tires, but for various 
reasons has discontinued— 





Or, who now is carrying 
tires, but thoroughly dissat- 
isfied with the results he is 
obtaining — 


Or, who, perhaps, never 
has handled tires, but feels 
that he should do so— 


BADGER bears a message +» 
of real possibilities—possibil- 
ities which inspire confi- 
dence, create good-will, build 


SLVLELLLLLLLELLLELSLLLILeLcsesysee 
SBDBDDSRARBEASEAASZASSESRSSAASASAASS 








permanent, profitable busi- 86s 
ness. = 
From Factory to Jobber— 2 


Jobber to Dealer—Dealer to K6 
User, BADGER reflects these Xf 


possibilities and proves them 





by record of actual achieve- ‘ 

ment. . 

Inquiries solicited from ac- z 

credited Jobbers with sub- 46 

stantial Dealer trade. 2 

ns 

THE BADGER RUBBER WORKS & 
MILWAUKEE, WISCONSIN, U. S. A. = 
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Champion 


Screw Drivers 





Are extraordinarily good. 


They are severely 


tested after rigid It is 
inspection. | hey not so far 
are worthy to another 
of their ICE SKATE 


name. season. We men- 

tion ice skates fre- 
quently because you should 
not forget them. We make them 


every working day in the year. 





Y) 





& 
HARDWARE COMPAN 


4 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 
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Pioneer—the line 
that sets the 






If you were to ask what single 







pace in word best described the Chil- 
styles dren’s Vehicles in the ‘‘Pioneer”’ 
features line, we would unhesitatingly 
and say “Quality is the word.” 


It means that Gendron Vehicles 
feature the newest and latest de- 
velopments—are designed by a 
firm of 53 years’ standing—are 
built and finished by men of long 
experience working with the 
most modern appliances. 


a 
















Gendron Juvenile Vehicles are 
built for children to fit children 
to be used by children and to 
please the children. With this 
policy behind the “‘Pioneer Line” 
you, as a dealer, cannot go wrong 
in stocking and selling this famous 
line. 












We lead 


in Autos 






Under the quality “Pioneer Line” there is a 
complete assortment of sizes and styles 
built in Juvenile Automobiles, All Steel 
Racers, Coasters, Express Wagons, Veloci- 
pedes, Scooters, Tot Bikes, Hand Cars, 
Toy Barrows and Doll Carriages, Strollers 
and Sulkies. Practically every demand 
and requirement in Juvenile Vehicles may 
be supplied from the ‘‘Pioneer Line.” 




























Hand Cars 






THE GENDRON WHEEL CO. 



















Scooters ae ame 
Tot Bikes we 
V elocipedes 

Etc. 





“Pioneer Line” 





5 





the quali g 
for Childrens Vehicles 1S 
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Capacity 


Over 500 
Plain and Ornamental Hundreds of Hardware Dealers 5,000,000 Feet 
Are Making 


From One Hundred to Several Thousand Dollars Annually 


Selling Stewart’s Iron Fence and 
Miscellaneous Iron and Wire Work 


Why Don’t You Get Your Share of This Business? 
The Opportunity Is Yours—aAll It Requires Is Effort—Push and Perseverance 


LOOK! For New Residences For Hospital Grounds OPPOR- 
' Country Estates Water Works — Reservoirs TUNITIES 
Here are a Property Line Divisions Insane Asylum Grounds lik h 
Back Yards — Church Property Institutions (All kinds) ike these 
few places Residences of Farmers Factories — Base Ball Parks thi 
wher iron School Houses — Cemeteries Railroad Property — Bridge Approaches are within 
e vO Cemetery Lot Enclosures Monument Enclosures your Trade 
Family Burial Grounds Fair Ground Enclosures—Athletic Fields . 
fen y 
_ ” Court Houses Retaining Walls Territory “ 
is sold Jail Yards — Parks Colleges and Universities Sell Them 


pw TO REPLACE ALL THE OLD WOOD FENCE NOW IN YOUR TOWN—WHICH YOU CAN DO. 


When you think of the many places where iron fence is used, is it any Wonder that we are re- 
ceiving more and more orders year after year? And a large per cent of these orders are being 
sent in by Hardware Dealers, because their customers are the very people who buy iron fence. 
You can sell your customers fence for their homes and in many cases other Iron and Wire Work 
that will bring you a good profit. Make the sale of Stewart’s Fence and products an active 
Department of your Hardware business—it will pay you. Our products are all sold from cata- 
logue and consequently you make this additional profit without investing a dollar in stock. 


Write us today for dealer’s proposition. 


WE ALSO MANUFACTURE CHAINLINK WIRE FENCE FOR 


Factories, Schools, Playgrounds, Hospitals, Golf Courses, Tennis Courts, Reservoirs, Cemeteries, Estates, 
Back Yards, Divisions, Athletic Fields and for all Properties requiring FENCE PROTECTION. 





Tae STEWART Iron Works of 


i, Rede) -i-Tel-7-\ @ 68) 


- CINCINNATI, OHio. U.S.A. " 
The World’s Greatest Iron Fence Builders 
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Hartford 


ARTFORD TIRES have been favorably —the Line 


known to the motoring public for over a 
quarter of a century. of 








This is the basic reason why they have also 
been a long-time favorite with the hardware Least 


trade. 


For Hartford Tires are an established brand. 
There is no introductory work to do when 
you sell them. There is no resistance, such as 
‘hat against a new and untried brand. 


Resistance 


Hartford quality built this widespread public 
preference. This quality comes at a price that 
is fair. Fair to the motorist. Fair and profit- 
able to the dealer. 





Economical distribution makes the Hartford 
price possible. The leading Hardware jobbers 
throughout the country handle the Hartford 
line. Thus Hartford Tires are easy to stock. 


The dealer who features the Hartford line 
this year is equipped to meet the needs of every 
car owner. His line is complete. It includes: 





Hartford Balloon Cords. 


Hartford Balloon-Type Cords for present 
rims. 


Hartford Cords in regular sizes, and the 
30 x 3% “H”’ Tread Clincher Cord. 


Write for a list of Hartford Tire jobbers— 
there is One in your vicinity. 


HARTFORD RUBBER WORKS COMPANY 
1790 Broadway New York City 


f 
Te 
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CORDS 


























HARTFORD BALLOON 
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It tells where you stand each day. A profit 
and loss statement can be made in an hour 
or so any time of the month. 


It watches credit. Every day you know 
what every customer Owes you. 

It provides the figures you need for your 
income tax report. 


It speeds up collections. Customers’ state- 
ments are always in the mail on the first. 






Let us show you how thousands of Hard- 


ware dealers use this plan. Phone our , iain iia 

local office or write for booklet, “A Simpli- ; eae eee ? 

fied Accounting Plan for Your Business.”’ | «,Please send me the folder, “A ! 
' Simplified Accounting Plan for | 


' > 
+ Your Business.’’ 
' 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHIGAN 





a OF .4 61 On OF F-0  O k C oy, 9, & Oe FO 9) OO CR On a On ee ON oe 


ADDING - BOOKKEEPING 
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“WICKWIRE” FENCING AND NETTING 
(ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and. Attractive 











W. W. POULTRY FENCE 
The New Form of Mesh 
aoe hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 
out longer at the expense of width as is generally the case with the ordinary forms of mesh. 


W. W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 


expansion problem. 
WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One 


H*S eight spaces of one and one-eighth inch mesh at the bottom, graduating — one and one- 
half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and aah as well as a protection to them against prowling 
animals. Woven and galvanized on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp we to crack the galvanizing. 


HEX NETTINGS 
The Perfect Formed Mesh 


N the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the highest grade. 


WICKWIRE BROTHERS, CORTLAND, NEW YORK <$ 
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N ACTUAL demonstration of a household appliance is conceded to be 
the best way to sell it. And most any oil stove prospect can be won over 
to a Lorain Burner Stove by the following demonstration which is as | 

simple as the Lorain Burner itself. | 





Keep one Lorain Burner Oil Cook Stove in a convenient location for demon- 
stration purposes. Have oil in the glass tank, also a kettle containing water 
setting over one of the burners. When the customer has been taken to the 
stove, light the burner under the kettle, explaining each of the four simple 
operations of starting—Raising the Chimney, Turning up the Wick, Light- 
ing the Wick, Lowering the Chimney. 


Then, demonstrate the extreme simplicity of the construction of the Lorain 
Burner and explain its several unique and patented features by taking one of 
the Burners apart. 


Lift off the chimney and show the prospect the sturdiness. and fine finish of 
the casing with its two combustion tubes. Explain how the tapered perforates 
prevent boil-overs from reaching the Wick. Show the prospect the indestruct- 
ible Inner Combustion Tube, made of Vesuvius Metal and guaranteed not to 
burn out for ten years. 
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Demonstrate how the Patented Wick-Stop automatically stops the Wick at 
the correct burning-point and how the burner is then ready for continuous 
work—no further adjustments being required. 


Unscrew the Removable Head to show how quickly and easily the Wick is 
made accessible. Show the wide clearance between the outer wall of the 
Oil-Chamber and the Wick-Sleeve, which together with the corrugated inner 
wall prevents wick-sticking. 


Finally, remove the Lorain Wick and show the customer that, although it has 
the smallest diameter of any Wick used in an Oil Cook Stove, never the less, it 
generates intense heat and gives more burning-hours. Tell her why the Lorain 
Wick seldom requires cleaning or replacement. During your sales-talk the 
water in the kettle will begin to boil proving your statements regarding the 
remarkable efficiency of the Lorain Burner. 


Your demonstration of the Lorain High Speed Oil Burner is over. The customer 
can see the fine finish of the stove and judge for herself the quality of mater- 
ials and workmanship. This is the final and ‘“‘surefire’’ step in the sale of Lorain 
Burner Oil Cook Stoves. 


Showing the Seven Principal Parts of the Lorain Burner 
which can be Easily Taken Apart in Less than One Minute: 








Oil-Chamber, assembled 
with wick-Raising Device 
and Chimney - Raising 
Device. 


Lorain Wick, assembled 
with Wick-Sleeve. 


Removable Head. 












4. Patented Wick-Stop. 


Inner Combustion Tube 
(Indestructible). 


Outer Combustion ‘Tube 


Chimney Casing. 








Stove. 
things to do to boost your sales. 


Ist. 


2nd. 


3rd. 
4th. 


5th. 


\ N the top of the back-shelf of the stove shown in the 


picture on page two of this insert is a Display Card 
which accompanies each Lorain Burner Oil .Cook 


Always display stoves with 
shelves. 

Be sure Red and Blue Self- 
selling Label is bolted on 
shelf -back. 

Always have oil in one dis- 
play stove. 

Always have tea-kettle con- 
taining water standing on 
stove. 

When demonstrating stove 
always light burner and 
place kettle over flame. 
Throughout stove selling 
season keep one burner con- 
tinually lighted during bus- 
iness hours. This always 
attracts attention. 

Read carefully the Direc- 
tion Book which accom- 
panies each stove, and make 
sure that a copy of same is 
delivered with each stove. 
Display the attached card 
in the window, or on your 
demonstrator stove. 





GUARANTEE 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 


Look 


AMERICAN STOVE 


9th. 


Attached to this card is a sheet which tells thirteen 
Here they are: 


Have a nice assortment of 
various models displayed on 
the floor so that customers 
must pass them. 

Be sure to give the stoves 
at least two window dis- 
plays of a week each during 
the peak of the buying 
season. We furnish litho- 
édraphed window-trim free 
of charge. 

When you mail out state- 
ments circular letters, etc. 
include a Lorain Burner 
Envelope Stuffer, furnished 
free. 

Always have several copies 
of Lorain folders lying on 
the demonstrator stove so 
that customers can _ take 
them home to read. 
During the peak of the buy- 
ing-season run a few ad- 
vertisements in your local 
newspaper. We furnish mats 
or electros free of charge. 


Many famous makes of Oil Cook 

Stoves are now equipped with 

Lorain High Speed Oil Burners 

including: 

Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 

Clark Jewel —George M. Clark & 
Co. Div., Chicago, III. 

Dangler —Dangler Stove Co. Div., 
Cleveland, O. 

Direct Action —National Stove Co. 
Div., Lorain, O. 

New Process—New Process Stove 
Co. Div., Cleveland, O. 


1925 


COMPANY 


ST. LOUIS, MO. 
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Reg. U. S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 





DOMES of SILENCE 


A Fast Steady Seller 
Highly Profitable— 


Just display the carton 


MADE IN SIX SIZES: 


$2 in., 14 in., °4 in. 34 in., 4% in. and 1-)% in. 


Two Styles of Packing 


Straight Sizes Assortment 
Packed '4 gross sets of any Packed 4 gross sets 4 in., 
one size. %in., 34 in., % in. sieaiaealh 







Your nearest jobber carries a complete line 
Apply the largest size possible 






DOMES of SILENCE Division 


Henry W. Peabody & Co. 
A? Seate Sereet.. New York Cay 





She Perfect Furniture footwear 


», DOMES of SILENCE , 


JGetter than Casters’ 
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Out of the 
Ordinary Class 















To make a product that is better and to sell it at a price that 
— makes it irresistible to the user, is the task A-P has set for itself. 
llow well we have succeeded is best demonstrated by our con- 
stantly increasing business and our rapidly increasing circle of 
boosters. 


il | We can't fully describe the merits, design, workmanship and 
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finish of A-P garage door hangers and hardware. On competitive 
jobs we frequently ask buyers to make comparisons with actual 
samples. In mest instances they select A-P because the high 
quality is apparent, the efficiency demonstrated and the price 
lower than they expect to pay. 








Here we show only two styles—there 
are many others. Let us tell you all 
about them. Write for free catalog. 


























Allith-Prouty Company 


Danville, Illinois 


se¢ 


*“Eleven-Eighty 


Manufacturers of 


Door Hangers, Fire Door Hardware, Rolling 
Ladders, Garage Door Hardware, Overhead 
Carriers, Spring Hinges 


Representative Jobbers Distribute A-P Products 





THE RIGHT HANGER FOR EVERY DOOR 
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HE fact that most builders select 
their best man for hanging doors | 


should be reason enough to make 
hinges an important purchase to the 











prospective owner — if he knew about 
it. McKinney advertising is telling 
the story to millions. 
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MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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All for ¥OU 


Twenty-sixth Annual Retail Congress 


June 22-26 


~yeXT month the leading factors in the retail 
‘is hardware business of the United States will 
meet in Philadelphia. 


They will meet for YOU. 


The retailer's job; ethics of buying; installment 
selling; chain store methods; and other important 
trade problems will be discussed—and all for YOU. 


The officers, directors, state delegates and mem- 
bers, who appreciate the annual N. R. H. A. congress, 
will be there. They will offer their best for the better- 


ment of American Hardware Stores. 





: Speakers worth hearing, with instructive mes- 
sages, will be there. Manufacturers and jobbers have 
been invited to attend and participate in the discus- 
sions. 


How will you utilize the thoughts and efforts 
and the valuable fund of practical information to be 
derived from the twenty-sixth annual congress of the 


N. R. H. A. 


You may not be able to attend personally, but 
whether you attend or not, read and study the re- 
ports of your convention in your trade papers. They 
are reporting this—all for YOU. 
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Favors Governmental Regulation 
of Distribution 
HAVE been in the hardware business 
| for 25 years and a jobbers’ salesman for 
18 years. 

After reading the various comments in 
the HarpwarE AGE regarding competition 
in the hardware business in the dHferent 
channels of distribution, we wonder what 
our objective will be. 

Mr. Bales article in the HArpWARE AGE 
of April 23 was particularly interesting. 

Mr. Bales contention is that unless the 
hardware trade wakes up, the consuming 
public will take hold of the distribution of 
hardware and will eliminate the jobber, 
traveling salesmen and retailer. Who is 
the consuming public? As far as I can see 
we all are the consumers. ‘The only dif- 
ference I can see between the consumer who 
buys hardware from us, and ourselves, is 
that we are making a study of other con- 
sumers’ wants for hardware while they are 
making a study of other lines of business 
to satisfy our wants. 

Therefore we in the hardware business 
have already taken possession of the busi- 
ness and Lord knows we have made an 
awful mess of it. 

Suppose we eliminate the jobber and the 
salesmen and the retailer; what then? It 
would be either total demoralization in busi- 
ness, or a natural reaction for sounder 
methods through the present channels of 
distribution, from the manufacturer to the 
jobber, from the jobber to the retailer, and 
from the retailer to the consumer. Each 
one is a necessary link in the chain for the 
proper handling of merchandise. 

Has anybody ever thought of strengthen- 
ing our present method of distribution. 
What moral right have factories to quote 
the same price to the different classes of 
the trade. Why not each branch cleave to 
the line, where his interests are. Why 
should business be allowed to overlap? Why 
should hardware be sold in drug stores, sta- 
tionery stores, grocery stores and what not / 

In Kurope I understand the Govern- 
ments regulate some of their business con- 


Our Readers’ Forum 


ditions. Americans as a rule don’t like too 
much government in business. Neverthe- 
less it seems that it is the only solution of 
our problems, to have the government es- 
tablish and regulate the proper kind of dis- 
tribution channels, and allow them to func- 
tion unmolested by demoralizing compe- 
tition. This condition would develop whole- 
some competition, through all branches of 
the trade. It would develop friendly rivalry 
for practical development of our business, 
and gain the confidence of the consuming 
public for our products. 

The trouble with business today is lack 
of confidence. The whole market today is 
undermined by demoralizing competition. 
There is no basis of value for many articles 
in the hardware line today. Here in New 
York on our famous East Side, some dealers 
can sell goods cheaper than the Jobber can 
buy them. What’s the answer? Go tell 
your troubles to Uncle Sam. 

(Signed) S. H. JOHNSON 


Hardware Boosters 





How to Unglorify the ‘‘ Glorified 
Peddler’’ 


Editor’s Note—T hus letter was sent to us 
by a hardware merchant, and was written 
by a friend of his, a well known merchan- 
diser in another line of business. 
At the hardware man’s request we are 
including it in our Readers’ Forum. 
OW [have read all the material which 
N you sent to me taken from the Harp- 
WARE AGE on the question of the 
“glorified peddler’—the little fellow who 
has taken millions from your customers and 
millions from the retailers. 

There is no need to get exercised about 
what has happened—that’s history. ‘The 
hard cold fact is that today several thou- 
sand brush salesmen will ask twenty times 
several thousand women who need brushes 
to buy brushes. 

These salesmen all start from scratch 
early this morning, with a line of merchan- 
dise, determined to sell all of it that they 
can sell to all the women they can see. They 
cnow that their final score at the end of the 
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day will depend upon just three things 
which they themselves control: 

1—The right mental attitude. ‘The 
woman needs the brushes (the salesman 
knows that). She knows she needs them 
(the salesman knows that too). He knows 
also that she wants them and will buy them. 
He therefore is right mentally as he starts 
out to ring the bells to expose the goods and 
to ask women to buy. 

2—-He understands that the more calls 
he makes the more often he will have a 
chance to expose the goods and ask some 
woman who needs the brushes, wants the 
brushes, and will buy the brushes to buy his 
brushes. Knowing this he keeps everlast- 
ingly at it and because he sees enough 
people, asks enough people to buy what he 
has to sell for the very good reason that they 
need and want the brushes, he sells enough 
to net a return that satisfies him. 

The first factor then is the right mental 
attitude—the second a realization that the 
brushes won’t be sold unless he sells them 
and that he can’t expect to sell them unless 
he asks people to buy. ‘The more he asks, 
the more he sells. 

3—He is enthusiastic. 'The enthusiasm 
with which he approaches the sale is a big 
factor. He believes so thoroughly in the 
quality of his brushes that no woman on 
earth can tell him that the prices are high 
compared to other brushes. She can’t tell 
a single reason that he’ll accept as a reason 
as to why she will not buy. He knows that 
unless she buys today—the only reason for 
not buying (what she needs and wants) is 
the one she hever mentions—his inability to 
sell her. 

Now you know why the Peddlers sell 
$20,000,000 in brushes a year. 

When you stop to consider that the 
peddler must travel mile after mile in all 
kinds of weather, must carry a grip, must 
ring the bell, only to interrupt the woman 
who is busy with her housework, when she 
is in no humor to see anyone and a thousand 
miles away from any thought of buying 
anything, the fact is, he is some salesman 
when under such discouragement he can 
keep going on and on and in a single vear 
sell his share of $20,000,000 worth of 
brushes. 

Then think how simple it is by contrast 
for you, the hardware dealer, to sell a com- 





parable line of brushes at comparable prices 
to these same women in your store when 
they are in the mood to buy, when you know 
they need the brushes, want the brushes, and 
will buy the brushes, if you simply ask them. 

When you hardware dealers once get 
right mentally, when you once realize that 
if the brushes are to be sold, you must sell 
them, when you once have the same confi- 
dence in the quality of your brushes that the 
peddler has in his, and when you realize, as 
he does, that the only reason in the world 
why he sells more than you do is that he is © 
a better salesman — He sells — You want 
people to buy. 

When you once see the way out and go 
after the brush business, the volume of 
brushes that you will sell to the women of 
America in a single year will make the $20.- 
000,000 volume of peddled brushes look like 
small change. | 

The peddler looks at your show window 
and says, “Boy! Oh, Boy! If only I had 
that how I would sell brushes in this town.” 

He then enters your store and watches 
the women come in and go out never once 
asked to buy brushes when he knows that 
they will in most every instance buy at least 
two brushes when’ they are asked to buy— 
then he looks at you and thinks—*Pretty 
soft if he only knew how to go about it.” 

He then receives his monthly statement 
from you each month, but it never contains 
a folder or a booklet on the best line of 
brushes in America that you have in your 
store for sale. 

To be real frank with you, the “glorified 
peddler” has the low-down on himself and 
on you. He knows why he is successful and 
that you made his success possible. He 
knows what he could do and would do were 
he in your place and, because he would do 
the things which you do not do, he would 
be successful. He would sell brushes to the 
same people he now sells them to under 
more favorable selling conditions in less 
time, at less selling cost, and before the 
peddler had a chance to ring the doorbell 
to interrupt your customer. 

It will be very interesting to watch the 
outcome. Personally I am sure you can 
increase your brush sales 1000 per cent if 
you stop worrying about the peddler and go 
after the business. Ask people to buy. Dis- 
play the goods. Decorate your window— 
Do some advertising. 
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Mr. Heckel Discusses Advantages 
of Plan 


6< AM glad to contribute a few words to your 
open forum discussion of the Partial Pay- 
ment Plan for financing painting contracts. 

“What strikes me most forcibly in all the ad- 
verse discussion of the subject thus far is its post 
mortem character. It resembles the protests of 
Democrats after a Republican president has been 
elected—it is, in general, a protest against the 
whole scheme of installment selling which, for 
good or ill, is firmly embedded in our commercial 
system. One may, in theory, agree with every- 
thing that has been said against the system; but 
discussion of it, for present practical purposes, is 
purely academic. 

“Most economists distinguish sharply between 
those goods which are proper for purchase on de- 
ferred payment and those which are not. Any- 
one will readily see the difference between the pur- 
chase of permanent conveniences of necessity and 
luxuries or unessentials. One must have shelter, 
therefore the purchase of houses on deferred pay- 
ment has always been regarded as an evidence of 
good citizenship and an incentive to thrift. The 
preservation and conservation of that same prop- 
erty by the only available means—the use of paint 
and varnish—should be, it would seem, equally 
commendable. 

“The purchase of exactly the same thing may be 
commendable or condemnable, according to cir- 
cumstances. An automobile, for example, if 
profitably used for business purposes, is one 
thing; an automobile used chiefly for pleasure is 
another. Machinery or tools used in the produc- 
tion of wealth are in a different category from a 
diamond, a set of furs, a radio or a pianola. 

“It should be understood that the paint trade 
did not invent the plan; it adopted it reluctantly, 
after long deliberation, only when it saw the 
standing property of the United States deteriorat- 
ing for the lack of proper protection at the rate 
of something like a billion and a half dollars 
annually, largely because the manufacturers of 
luxury goods had made purchase so easy and con- 
venient that there was nothing left for the really 
necessary paint and varnish. The average person 
who can buy a diamond or a ‘Jazzanola’ at ‘ten 
dollars per’ finds it hard to persevere in saving 
enough to paint when paint is needed. 

“Of course it is not good economy that the wage 
earners of the country should have their wages 
mortgaged to the limit for months ahead; but 
what are we going to do about it? Specifically, 
what should the paint trade have done about it? 
Seek the cyclone cellar and wait till the clouds 
rolled by—or actively compete for this money with 
their products which are, after all, a real invest- 
ment that return dividends to the investor? 


What Our Readers Say of the 


In Favor of the Plan 








“T note that some of your correspondents would 
rather sell on sixty days’ time. So would anyone 
else if his capital is sufficient. Others have pointed 
out the fact that it is cheaper to borrow from the 
bank at 6 per cent. That is obvious and the man 
who buys anything on the installment plan when 
he can borrow from the bank and pay cash is a 
poor financier. Painters have said they would 
rather ‘carry’ their customers themselves for eight 
or ten months. That also is preferable, but all 
good painters are not capitalists. 

“Confronting ail these arguments and theories, 
however, stands the fact that the consumption of 
paint, for preservation alone, is not 25 per cent 
of what it should be; that our resources are being 
unnecessarily depleted by an annual preventable 
destruction estimated at over one and a half bil- 
lion dollars, a very large proportion of which 
could be saved by systematic painting. 

“To people whose money comes to them in mod- 
erate periodical installments and who neither have 
nor can acquire the thrift psychology—there are 
plenty such—this installment plan is a boon. It 
costs them, naturally, more than self-denying 
thrift would cost them; but if it leads them to in- 


vest in a necessity such as the preservation of their 


property, instead of wasting in superfluous lux- 
uries, it is cheap at almost any price. 
“(Signed) G. B. HECKEL, Trustee, 
“Save-the-Surface Campaign, 
“Philadelphia, Pa.” 





Deferred Payments Help Sales 


66 E do not discourage the installment 
V \) plan of paint selling; in fact a large part 
of our trade is on deferred payments. It 
often happens a man is a buyer if you will extend 
the terms of payment, but he is not if you do not. 
Under these conditions, you will lose a sale if you 
did not give him time to pay. 
“(Signed) WILLIAM B. SHANNAHAN, 
“Shannahan & Wrightson Hardware Co., 
“Easton, Md.” 





Should Sell More Paint 


66 FE are of the opinion that the Time Pay- 
W\ ment Paint Plan is a good one. It gives 
us a chance to sell more paint and since 
the prospects are thoroughly investigated as to 
financial ability, we feel ho one takes very much 
of a chance, and yet it gives the customer a chance 
to improve his property and spread the expense 
over a period of months. 
“We are heartily in favor of it and are pushing 
it as hard as we can. 
“(Signed) E. K. Ort1Iz, INC., 
“Mamaroneck, N. Y.” 
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Partial Payment Paint Plan 


In Opposition to the Plan 


Installment Plan Overworked 


66 HE Paint Plan has been offered to us this 
spring for trying to help us finance and 
promote the sale of paint to the property 

owners, but we cannot see anything in the plan 
that will be of material benefit to us. Most prop- 
erty owners can well afford to finance their own 
painting operation either by going direct to their 
bank.and borrowing the money at 6 per cent and 
pay monthly to the bank, or we will take their 
note with interest at 6 per cent and use the note 
in our local bank, thus giving us the use of the 
money to buy more paint. 

“We sell a good many articles on the install- 
ment plan and finance every one of them at our 
local bank, who is very glad to get these small 
loans, and we have found that it works out very 
satisfactorily. 

“As a matter of fact we do believe the install- 
ment plan has been overworked in practically 
every line, especially the automobile, so that the 
working man has his wages mortgaged for months 
and sometimes a year or two in advance, and 
mga disaster befall him someone has got to 
ose. 

“We are not interested in helping to promote 
the financing corporations that are springing up 
all over the country. Certainly there must be a 
good profit in loaning money on installment pur- 
chases or they would not flourish as they do. 

“On the other hand, were we to tie up to the 
financing corporations on our installment paper 
we would be worse off than we would were we to 
carry the accounts on our books without any se- 
curity, for if the customer did not make his in- 
stallment we would have to, which would put the 
account right back where it started without a 
contract. 

“We are dead against installment financing cor- 
porations of every description and we want them 
all to know it. | 

“(Signed) DIETRICH HARDWARE Co., 
“Salamanca, N. Y.” 





Collection a Serious Problem 


66 HE Partial Payment Paint Plan does not 
appeal to me and I will not use it unless 
I am compelled to on account of competi- 
tion. 

“T have been through the mill on partial pay- 
ment plan on washing machines and electric 
sweepers and the only one that made any money 
on my sales was the manufacturer. If any dealer 
thinks that he can sell fifty jobs on a ten months’ 
installment basis and collect his payments on 
time, all he needs to do is try it. Then there is 
to be taken into consideration the sales expense 
and the collection expense. 

“T can picture various kinds of trouble in sell- 


ing paint on the installment plan, not so much on 
account of the fault of the dealer. But just 
imagine the numbers of inexperienced home own- 
ers that paint their own homes and many times 
apply the paint under wrong conditions and blame 
the paint. And then your payments are always 
held up until you repaint the house for them.”’ 
“(Signed) C. M. FELT, 
“Huntington, N. Y.”’ 





Plan Impracticable 


66 E have given the Partial Payment Paint 
Plan considerable thought but haven’t 
found it practical. 

“It is very hard to get painters to go out and 
get the job, then send the name of the owner in 
to the finance company. Figuring the job, then 
adding the finance company’s percentage (they 
claim only 9 per cent—we are sure it will run up 
very much greater) is hard to do. ‘ 

“The payment plan is being overdone and we 
personally do not favor it for paint. It might 
do in a few instances, but that would not make it 
satisfactory business for the investment company, 
they would have to have volume. 

“(Signed) J. S. OGDEN, 
“Ogden Hardware Co., 
“Ashland, Ky.” 





Finance Company Only Gainer 


66 THINK that painting a house on the install- 
ment plan is the worst proposition I have 
heard of in some time from the standpoint 

of all concerned except the finance company, who 

is the only gainer by the transaction. 
“(Signed) S. W. CORNELL, 
“Brooklyn, N. Y.” 





Liberal Discounts Better 


¢¢ 9 N compliance with your request for our opin- 
ion on the Installment Plan, as applied to 
the paint problem, we wish to advise that 
we oppose the plan. 

“First—Because we believe it entirely contrary 
to the principles of economy. 

“Second—Any home owner. who would pass 
muster with the finance company could easily get 
local credit at lower costs. 

“To check the over-expansion of credit, we en- 
courage cash sales by liberal discounts. 

“Unless some method is brought about to check 
the present over-expansion of easy, though cost- 
ly, credits, through finance companies, we fear 
grave consequences will follow. 

“(Signed) THE HERBERT HEARN HDWE. Co., 
“Cambridge, Md.” 
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Here Comes the Bride 


By Charles P. Catlin 


ITH the June bride comes an opportunity 
for hardware merchants everywhere to in- 
crease their sales on many profitable items 
they now have in stock: 
Wedding Gifts for the bride of today. 
Anniversary Gifts for the bride of yesterday. 
The Hope Chest Gifts for the bride of the 
future. 
Feature and attractively displayed electrical 
appliances, silverware in gift boxes, nickel-plated 
ware, aluminum ware, carving sets, oven glass- 


Mr. and Mrs. Hardware Merchant 


request the honor of your presence at 





Use a picture of a Bride 
and Groom 


ware, iced tea sets, vacuum bottles, flashlights. 
Select the goods of this character you have in 
stock. Make an attractive display on your aisle 
center table, as well as an attention-getting, 
trade-pulling window display. Use eye-catching 





Gifts of utmost usefulness, combined with beauty. 
“Gifts of Utility — Hardware. 


display cards. Then, you will wed your store to 
good business. 
Thousands of wedding invitations are now in 


the mails, announcing: 
Here Comes the Bride 


Most of the manufacturers who make the goods 
you sell have sales helps for free distribution to 
dealers. I suggest your writing direct to the 
various manufacturers, requesting them to fur- 
nish you with store and window placards that 








Wedding Anniversary 
Gift - - - Sales - - - Period 


Here you will find a very attractive variety of prac- 
tical gifts for Weddings and Anniversaries; for the 


their store during the 


June Wedding 


and 


Hope Chest, too. 


(Stcre Name’ 





ee 


will help you to sell more of their products as 
June wedding gifts. 


Have a sign made of your own to read some- 


thing like one on opposite page. 


Don’t think that just because there are only a 
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few weddings announced for June in your local- 
ity, it will not pay you to go to the trouble and 
small expense necessary to making a satisfactory 
display of gifts for June Weddings. Let me 
remind you of the probability of your townspeople 
receiving invitations and announcements for out- 
of-town weddings. I have before me now three 
such invitations, one from Washington, D. C., the 
other two from Minneapolis. Cupid does not 
confine his operations to one town. He’s on the 
job everywhere. Every wedding invitation is 
implicitly a suggestion to buy wedding gifts. 





June Wedding 


| and 
Wedding 
Anniversary Gifts 








| 
| 
| 





Looked at from one viewpoint, it is an advertise- 
ment of wedding gifts. 

Do not overlook the wedding anniversary gift 
business. Gifts that endure—gifts that give last- 
ing satisfaction—are appreciated most highly. 
Wedding Anniversary Gifts: 


When and what to give: 


First year Paper 

Fifth year ' Woodenware 
Tenth year Tinware 
Fifteenth year Glassware 
Twentieth year Chinaware 
Twenty-fifth year Silverware 


In addition to the possibilities for increased 
business on gift items, there is a still greater 
opportunity for you to build a bigger and better 
business. Newlyweds, new couples, mean new 
homes. New homes mean new and complete out- 
fits for the home—kitchen utensils, rolling pins, 


stoves, refrigerators, laundry equipment such as 
electric washers, etc.; vacuum cleaners and in 
many instances builders’ hardware, furnaces and 
paints, etc. 

In these days of keen competition every hard- 
ware merchant should be on the job. It’s only a 
step or two from the church aisle to the center 
aisle of your store—and you can easily help the 
newlyweds take this step forward in the right 
direction—the setting up of their own home. 

Watch the papers for wedding announcements 
and within a few days after the ceremony is per- 
formed, write a letter to dear Mr. and Mrs. New- 
lywed extending your hearty congratulations. 
Tell them you hope their only troubles will be 
“Little ones.” Invite them to come into your store 
—suggesting they give you an opportunity to 
meet them personally and serve them. Call atten- 
tion to some of the outstanding features in the 
various lines you have in stock that will prove to 
be of special interest to Newlyweds just starting 
housekeeping and desirous of purchasing modern 
household equipment, labor-saving devices, etc. 
Make Mr. and Mrs. Newlywed feel at home in 
your store and they will help you keep home 
money at home by buying from you the home 
supplies you stock. 

Now many merchants are doing a big volume 
of business during the spring months on goods of 
this class. They make a special feature of them 
in April as Easter gifts—in May, Mothers’ Day, 
as gifts for mother—in June as wedding and 
anniversary gifts. 

The townspeople have learned where to buy to 
best advantage goods of this character for their 
own personal use. The timely displays featuring 
them as gifts get in attention-securing licks. 
Window advertising is especially valuable. Mer- 
chandise the merchandise in which you have in- 
vested your money. Merchandise it in a system- 
atic way. Then you will be sure of turning dull 
days into profits. Gift sales are usually cash 
sales. 

Follow these suggestions—and your cash regis- 
ter will keep in happy tune with the Wedding 


March. 








A Window Display 


That Sold Brooms 


IRKENMEIR & KUHN CO., 

Newark, N. J., found this exclu- 

sive broom window display a 
good sales stimulator for this active 
spring hardware line. A broom dis- 
play is easily made, and while electric 
cleaners will be used about the house 
a broom is still very essential for 
sweeping the sidewalk and the cellar 
floor. 
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q - 2c Less per Item Helps Sell 
Electrical Goods 


Progressive Merchandising Methods and Unique Display Make 
Electrical Goods a Real ‘“‘Live Wire’ Line for A. Lubash @ 


Nat. Lubash, gen- 
eral manager 


'T4 AKE 2 cents less on each item and in- 
crease its salability,” says Nat Lubash, 
in explaining how he sells from $15,000 

to $18,000 worth of electrical goods every year. 

Nat, as you probably know, is general manager of 

the hardware firm of A. M. Lubash & Son, Rich- 

mond Hill, N. Y. In fact, he is the “& Son,” as 
we have said before. 

To help make the business profitable, Nat is as- 
sisted by four store salesmen, one driver-sales- 
man (note the driver-salesman), four windows 
and a store measuring 40 ft. wide and 65 ft. deep. 
The store is a good sized one. The four windows 
have new displays each week. George Lubash, a 
brother and the assistant manager, pushes the 
electrical sales. He also helps make each win- 
dow display better than the previous trim. The 
windows, by the way, are 8 ft. wide and 6 ft. deep. 
The store has two doors. As you enter the left- 
hand entrance you are brought face to face with 
an unusual display arrangement for electrical 
goods. 

Three ample booth-like sections, built in steps, 
set off these labor and time savers to advantage. 
The electrical items are displayed against a dark 
plush background. But Nat, of course is an 
experimenter and does not stick to the black un- 
conditionally. He has also tried lavender and 
crépe paper combinations. 

The window display shown here has a neat 
pleated crépe paper background, orange in color, 
and very pleasing to the eye. This particular 
window is reserved at all times for the display of 
electrical appliances. 

The 2 cents less mentioned in the lead is not a 
new idea, in merchandising, yet it seems a mighty 
effective plan. If an item is priced to sell at $5, 
Nat lists it at $4.98. There is an undeniable ap- 
peal to the $4.98 price which is lacking altogether 
in the quotation of $5 flat. 

The Lubash mailing list has 5000 names and 
each family on the list receives a monthly letter, 
which is frequently devoted to selling facts on 
some electrical item. Advertising stuffers are al- 
ways included with bills. Nat is a liberal and 
wise investor in local newspaper advertising 
space. He is keen on department displays and fol- 
lows up every sales lead. 


Son, of Richmond Hill, N. Y. 


Last summer Mr. Lubash installed a private 
phone which was not listed in the book. He hired 
a bright sales girl who devoted her time exclusive- 
ly to selling via the telephone. This girl made a 
week’s drive on an item. Her method was to 
phone in the name of service. She would inquire 
if some major purchase was giving satisfactory 
service. Upon being told, yes, she mentioned the 
convenience of, let’s say, an electric iron, or a 
toaster, or, perhaps, a new dishpan. Upon in- 
quiry we learn that both the phone and the girl 
paid their own way at a good profit to the store. 

We referred to the driver-salesman. He is just 
that, for he brings in the majority of good leads’ 
for washers and vacuum cleaners. He even sells 
quite a few, makes home demonstrations and closes 
the deal. This man is also qualified to make sim- 





Annual Sales Price Range 
$155.00 

$3.98 to $7.98 
1.98 to 6.98 
2.98 to 5.98 
3.98 to 10.98 
standard prices 
4.98 to 14.98 
2.98 to 10.98 
3.98 to 8.98 
2.98 to 5.98 
37.00 and 48.00 
0.79 to 4.98 
standard prices 
3.98 to 7.98 


Toasters 

Percolators 

Bulbs 

Vibrators 

Hot Plates 

Desk Lamps 

Lamp fixtures for vases. 
Cleaners 

Flashlights : 

Flashlight batteries ..... 
Heaters 











ple repairs or adjustments, consequently he is a 
real service and sales factor in the organization. 

Nat has found home demonstration sells the 
largest number of washers and cleaners. One of 
the boys will wash the family’s clothes under the 
normal home conditions. Nat’s figures show that 
90 per cent of all demonstrations means sales 
within 30 days—with a little follow up, of course. 

The more important repairs and adjustments 
are handled by one of the sales force, who hap- 
pens to be a practical electrician. This man in- 
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stalls bells, fixes lights, makes up an extension 
cord or does any mechanical service that may be 
desired. Charges are based on time and material 
used. Frequently this service man brings in sales, 
on which he is paid an extra commission. The 
driver, too, gets a commission on all extra sales 
which he may make or aid. Whenever possible 
one of the staff is out following up mail or phone 
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AT LUBASH has 

found the above dis- 
play fixture an_ effective 
means of boosting electrical 
goods sales. Three of these 
fixtures are used, giving a 
booth-like effect. The items 
are displayed against a dark 
velvet plush background. To 
the right is shown one of 
Lubash’s window displays. 











inquiries. Many leads are obtained at the store. 
There is usually a washer in motion in the win- 
dow and on the sales floor. The washer is filled 
with soap suds and the effect is very interesting. 

One appliance sale leads to another in the Lu- 
bash store. Nat finds many places where a man 
may make the second sale in the electrical de- 
partment. For example, the man who buys a 
plug needs extension wire and probably a socket. 
He should have an extra plug for emergency use. 





The investment is small and such sales are easily 
made. They count up in a year. When a person 
asks for fuses Nat sells them a box of 12. 
Whenever the driver, service man or salesman 
sees an empty socket in a home or office he endeav- 
ors to sell the necessary lamp. His method is to 
call attention to the gap and offers delivery on the 
proper size. Such sales are not hard to make. 














Nat tells us the store picks up considerable trade 
in this manner. 

Lubash sells about 300 flashlights every year. 
On 200 sales he is able to sell an additional set of 
dry cells and an extra bulb. He talks convenience 
and explains that a dry cell may expire at a time 
and place when and where replacements are not 
available. Always keep an extra set of batteries, 
he tells them, and the really cautious people agree 
and purchase the extra set. 








Factors Making for Good Business 


lst. The production of enough commodities to 
supply the need and demand and not much more 
than enough. 
2nd. An efficient system of transportation to move these 
commodities quickly to where they are needed. 
3rd. A stable unit of value with which to measure the 
exchange of one kind of commodity for another. 


( OOD business depends on a few things, viz.: 


4th. A flexible medium of exchange (money) to meet 
the varying needs of commerce. 

Sth. A fair balance between the valuation of the ser- 
vices of one group of producers as against other groups. 

6th. An economical system of distribution so that com- 
modities will flow from producer to consumer at minimum 
cost without waste. 

7th. Confidence.—The B & T Spokesman. 
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It Can’t Be Done with the 





Present Generation 


You'll Enjoy This Article. It Gives You a Real Picture of Modern Life vs. That 
of a Few Years Back. It’s Good—and It’s True. 


By Bud Thuma 








DITOR’S NOTE: A short time ago we 
received a letter from the Hconomy 
Hardware & Electric Co., Cincinnati, 

Ohio, containing the article printed herewith. 
We so heartily concur with our correspon- 
dent as to the worth of this article that we 
are passing it on to our readers. You will 
find it not only humorous and entertaining, 
but full of food for thought. 








HEN I started on this subject, “Inspiring 
W spirit of cooperation in minds of the em- 

ployees, and how it can be accomplished,” | 
was reminded of a story that they tell about 
Edison, the inventor. 

It appears that they had great difficulty in 
securing the proper material for making some 
part of the phonograph. After making fully one 
thousand experiments, none of which were suc- 
cessful, his assistant became discouraged and 
said: Think what a waste of time and effort— 
we have made one thousand failures.” Edison 
replied: ‘You are mistaken, we have not wasted 
time nor effort, and we have made no failures. 
On the contrary we now know one thousand 
things which will not work.” 

I feel that this illustration is apropos, because 


Reprinted from Retail Druggist 


we have made many experiments trying to get 
better cooperation among our employees, and more 
efficient service from them, and the sum total 
of the result is that we have only added to our 
knowledge of the things which will not work. 

I feel that I am prepared to write on this sub- 
ject only from a sort of negative knowledge. 
Speaking “pro” and “con,” I am strong on the 
con and weak on the pro. 

This problem is a general one, and not confined 
to the drug trade by any means. There seems to 
be a disposition on the part of everybody to see 
how much they can get for the least possible effort 
they can give. 

This condition is a product of the very modern 
times—in fact, only in the present young genera- 
tion. The business world has tried all sorts of 
things to overcome this, but with varying success 
only. This condition has brought on a new in- 
dustry or profession—that of the efficiency ex- 
pert, and the business psychologist. These theor- 
ists felt sure that they could solve the problem in 
a short time, and they offered all sorts of schemes, 
everything from bonus to bunkum, most of which 
just turned out to be pure bunk. 

As a sample of the bunk: A young man called 
on me not long ago, and offered as a solution for 
this problem a lot of mottos, which I was sup- 
posed to include in the pay envelopes and to tack 
up around our building. He guaranteed that it 
would make our people forget their lunch hour, 
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and that they would wake up in the middle of the 
night in their eagerness to get back on the job. 

The time of our business psychologists is now 
taken up in trying to discover why this condition 
exists. We know it does exist. We know we can’t, 
or at least have not been able to improve it, and 
now we want to know the why of it. After we 
find out why, then perhaps we will do what we 
should have done years and years ago, and that is, 
to realize and recognize that a new era is upon 
us, and that the problem is not so much as to 
how we can change this condition—that is, how 
we can get more work out of our men—as it is, 
how can we adjust ourselves to this new condition. 

This change in the minds of our young people 
has been a most logical one. This is the age of 
invention. A generation or two ago everything 
we did was done laboriously. All the inventive 
genius of the past generation or more, have bent 
every effort toward labor saving machines. The 
endeavor has been to see how much could be pro- 
duced by the fewest possible persons. There used 
to be a virtue in great labor, but the last genera- 
tion has been taught that the greater virtue comes 
in producing the maximum with the minimum 
effort. 

The first labor saving machines brought forth 
a storm of protest. Men thought it would take 
their jobs. In the pre-labor saving machine days, 
a man’s job was vital to him. Wages were small. 
He had to work today if he ate tomorrow. His 
wage, even if his job was steady, only brought 
barest necessities. He had nothing left for the 
education of his sons, and so they followed the 
footsteps of the father. . If dad was a blacksmith, 
then son was a blacksmith. If he worked in a 
mill, his son did also. 

This produced a condition of castes. The 
father did not expect his son to rise above him. 
The son’s greatest ambition was to become just 





There was a time when sonny walked in dad’s footsteps 


as good a carpenter, or plasterer, or bookkeeper 
or order clerk as was his father. 

In consequence of this continuous stream of 
young men coming along, trained to handle the 
tools of their elders, there was no labor shortage. 
Supply and demand, then as always, controlled the 
price, and with many men for each job, wages 


were low. The man with a job held it and made 
no complaint about pay, long hours or over-work. 
Modern machinery changed all this. There was 
no room for son in dad’s guild. In fact, dad’s 
guild was all busted to hell. That which once 
required the time and skill of the highest trained 
mechanic, now needed only an assembler. A 
screw here, a bolt there, and the job was done. 
Dad was disgusted. Darned if he would let his 
son become an assembler. He had to get another 
job. But what? All industry was in a turmoil. 
A new invention and the process of manufacture 
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Nowadays mother borrows a smoke from daughter 





which had obtained for a thousand years, was 
changed in a day. 

These inventions changed things quickly. They 
were products of exceptional minds. Minds 
thousands of years in advance of those of other 
contemporaries. 

Is it any wonder that the minds of the unedu- 
cated masses could not adjust themselves quickly 
to the changes thrust upon them? 

A revolution was taking place in the vocations 
and the working and living conditions of man. 
Man could only meet it by an‘evolution of mind. 
A slow process. Each single mind was worried. 
Misery loves company. They counseled together. 
They protested en masse and learned that in 
“union there is strength.” 

This evolution progressed into education, and 
with mass education came desire. Desire for 
better living conditions, for the education of their 
children, for the possession of property and things 
which make for the happiness of lives. 

The job was not the most important thing. 
Work was no longer the greatest virtue. The 
thing most to be desired was “the pursuit of hap- 
piness.” 

While this change was taking place in man’s 
vocation, the home too was changing, for inven- 
tion did not shun the home. Home is where 
character is made. As home changes, character 
changes. 
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In other days there were no short cuts to labor 
in the home. ‘Man works from sun to sun—a 
woman’s work is never done,” is an old adage, 
not a modern one. 

Measured by today’s standard, mother did a 
full day’s work before breakfast. Mother set an 
example of the dignity of labor. To think other- 
wise was an insult to her. 

You remember mother’s daily duties. Early 
rising was the order of the day. We took it asa 
matter of course. It came from necessity. It 
took father an hour or two to get to work, and 
breakfast was the family function. 

Mother was usually the first one up. She built 
the fire in the kitchen stove, baked the biscuits, 
fried the ham she herself had cured, fried eggs 
from hens she herself had raised, baked golden 
brown wheat cakes from batter her hands had 
made with loving care, ground and brewed the 
coffee which she had roasted, set the table, 





A motto in the pay envelope means nothing to the modern employee 


gathered her family around it, and saw that they 
were all properly started for the day, so far 
as nourishment was concerned. 

Saw father off to work with a full dinner pail 
which she had prepared, while the family broke 
their fast. Sewed a button on Jimmie’s coat, 
darned a hole in Mary’s stocking which she had 
overlooked the night before, and after the usual 
admonition to mind their teacher, to keep clean, 
to be a little gentleman and a little lady, sent them 
off to school. Then perhaps had a bite of break- 
fast for herself. 

From then on until dinner, mother’s time was 
taken in the usual scullery duties incident to 
meals, cleaning, mending and perhaps the making 
of jellies and jams. 

Dinner over and then mother really started to 
work. There were fruit and vegetables to be 
canned, the baking to be done, bread, cookies, 
cakes and pies. Gosh! it only takes the slightest 
flight of memory and I can smell them now. 

Cleaning, washing, working, working, working. 
Occasionally mother might find time for a few 


minutes of much needed rest in the old family 
rocking chair, but usually she worked right on 
through to the evening meal. 

Supper. Why we hardly know what that means 
nowadays, but before the days of the delicates- 
sen, it was the real magnet of the home. The one 
meal where the whole family met as if fh council. 
Father told of the happenings of the day. The 
children aired their troubles. It was a meal not 
to be hurried through. The day’s work was done, 
done for everyone but mother. Things were 
talked over thoughtfully. The children’s ambi- 
tions proded, and advice given for their conduct. 
In probably no other function of the home was 
the influence of the parent more complete than 
at this evening meal—supper. 

Supper over, they gathered in the living room. 
For father the paper. Lessons for the children, 
and mother—dear old mother’s hands were never 
idle. With work basket in her lap, she is darn- 
ing, knitting or mending. 

With lessons over, mother probably gathered 
her brood around the old melodeon for a little 
song service. You remember the old songs and 
the sentiment of them? “Ben Bolt,” the modest 
and timid “Sweet Alice,” “‘Annie Laurie,” “Whose 
face was the fairest that e’er the sun shone on, 
and whose promise was never to be forgotten,”’ 
“Maryland, my Maryland,” “No blush is on thy 
cheek,” “Tho’ brave yet you were ever meek,” 
“Better the shot, the blade, the bow] than cruci- 
fixion of the soul,” “Abide with me,” “Onward, 
Christian Soldiers,” and then like a benediction 
“Home Sweet Home.” 

Bed. Lights out. Quiet. A sound in the night, 
a creak on the stairs. It’s mother creeping quietly 
to the kitchen to set the bread for tomorrow’s 
baking. 

A boy from such a home did not shirk. He 
was taught by example from infancy, not only the 
dignity of labor, but the respect of it. He was 
taught that there is “no excellency without great 
labor,” and that through excellency comes ad- 
vancement, success and self respect. 

Remember: That thing which makes the boy 
willing to do more than his duty is not learned in 
the office, shop or factory. It is a product of the 
home. Of parental influence and example. 

There is no question but that the generations 
past were willing and did work harder than the 
present. We are inclined to idealize them for 
this apparent virtue. But, was it a virtue? Did 
they work so hard and so willingly because of 
the love of it, or because of sheer necessity ? 

We are creatures of circumstance, and none 
the less so because we make the circumstance. 
Inventive genius has provided the circumstance, 
and we allow our lives to ooze into the mold it 
has made. ' 

We are made of the same material as our fore- 
fathers. Under the same conditions we would 
conduct ourselves equally as well. Had they the 
same conveniences we have, they would have con- 
ducted themselves no better. 

The point I am trying to make is that not so 








(Continued on page 68) 

















May 21, 1925 


HARDWARE AGE 





39 














You Can’t Sell toa 
Rural Route Number 


If you want to make selling easier you must do everything you 
possibly can to personalize each piece of direct-mailadvertis- 


number and rural route makes it 

mighty easy for the postman to 
deliver. But who are you working for, 
the postman, or for yourself? We want 
to do everything we can to help the 
poor postal employees, for they need 
all the help they can get. But if you 
want to help them, don’t send out any 
mail at all. Why give them the extra 
trouble of sticking a piece of paper in 
the mail box? You would then be 
helping the rural carriers and helping 
yourself as well by saving what you 
paid the printer and the money you 
paid for stamps or the postal permit. 
Such advertising is an absolute waste 
of money and an insult to the intelli 
gence of those who receive it. 


Addressed to Anybody 


Bill Jones, Sam Smith, Tom Jenkins 
or whoever lives at that number would 
find your piece of paper stuck in the 
mail box, and he got it simply because 
he happened to be living at that num- 
ber. The biggest piece of foolishness 
and the most repelling kind of so-called 
advertising any firm could possibly do. 
although many merchants are errone- 
ously following this plan. As a matter 
of fact, I have heard some of them 
boast about the plan, thinking that it 
was a clever idea. Listen, friends, you 
are not fooling anyone but yourself, 
for you are paying for it in sales that 
you didn’t make. 


‘: piece of mail bearing only the 


Value of a Name 


In all our advertising, and especially 
in direct-mail advertising, we must do 
everything we can to personalize our 
message, for it is next to a personal 
call and when you address a person, or 
want to get his attention, you must first 
pronounce his name. His attention is 
then attracted and he is ready to listen 
to what you have to say. On the other 
hand, suppose you went out to 221 
Rural Route No. 2, walked up to the 


ing you send out. 


By Mark McGhee 


house and to the first person you saw, 
you would say, “221 Rural Route No. 
2, I want you to come to my store and 
let me show you why it will be to your 
advantage to trade with me.” Can you 
not see the absurdity of the whole 
thing? 
Too Much Trouble 

One fellow said that it was too much 
trouble to keep the list up to date. That 
omitting the name, using only the 
Rural Route Number, made it very 
much easier. Of course it does. Farms 
never move, but people do. It takes 
time, patience and money to keep a 
mailing list up to date, but if it didn’t 
pay, do you think for one moment that 
all of the progressive stores and mail- 
order houses would do it? Can you 
imagine Sears-Roebuck sending a letter 
addressed to 221 Rural Route No. 2 
without the name of the person? No, 
most emphatically not! And if you 
doubt their success, just look up their 
record and see what their increased 
business amounted to last year. 


Help the Postman 


Sure, by all means do everything you 
can to help the postal employees, but 
you are not helping them, you are help- 
ing your competitor and hurting your- 
self every time you send out a piece of 
direct-mail matter which does not bear 
the correct name of the person you 
want your message to reach. If you are 
not doing this, by all means rectify the 
matter at once by obtaining the name 
of every person on the Rural Route, 
so that hereafter, whenever you send 
out direct-mail matter, have the name 
appear correctly and legibly spelled, 
followed by the number and Rural 
Route. Then, and not until then, can 
you hope to obtain good results from 
your advertising. 


Easy to Do 


Your postmaster will gladly cooper- 
ate with you in order to perfect your 


list. Recent postal laws permit a cer- 
tain charge to be made by the post- 
master for checking up a mailing list. 
The rate for such a service is very low. 
You can also arrange with the rural 
mail carriers to supply you with the 
names of those on their routes. a to 
do this you, of course, will have to ap- 
proach the carrier while off duty. So 
you see, with all these advantages, 
there is no excuse for any merchant 
not having a thorough, up to date mail- 
ing list. 

Whatever you do, remember that to 
obtain the greatest possible results 
from all of your advertising you must 
do everything possible to personalize it 
by the use of the customer’s name. A 
letter bearing the name of the person 
who is to receive it, even though the 
letter is sent out under a _ one-cent 
stamp, will produce far greater results 
than the same letter will produce if the 
name is omitted and only the number 
and Rural Route appear, even though 
the letter is sent out under a two-cent 
stamp. 

Why should anyone pay attention to 
a letter, a circular or any other piece 
of mail which does not bear his name, 
when you, by omitting the name, virtu- 
ally say to him:.“‘Don’t pay any atten- 
tion to this piece of mail—it is not in- 
tended for you. Can’t you see it is not 
addressed to you? We didn’t think your 
name was worth while, so we didn’t 
bother about it, and don’t you pay any 
attention to anything we send you 
through the mail.” 


Make a Test 


If you doubt this in the least, make 
a test. We have no fear of what the 
results will be, as we have seen it tried 
too often. But if you should decide to 
make such a test, be prepared for the 
greatest shock of your life, for the re- 
sults in increased sales, direct and in- 
direct, will surprise you. Watch for 
the next article. 
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Here is what happens to the 
article costing 60c. to 


sell for $1.00 


‘eer 


COST OF 
ARTICLE 











Suppose an article costs you 
60c and is to sell for $1. First 
you want to add 2Ic for selling 
cost, making your article cost 
8lc. If it stays on the shelf a 
month, there’s 4c more added 
cost. And if it stays for six 
months, the cost totals $1.05. 











POINT WHERE PROFIT 
TAKES| WINGS 








214 3 
COST TO SELL 


How Do You Figure Cost 


of Doing Business? 


HERE is one thing everyone 

in electrical production or dis- 

tribution must comprehend, if 
he is going to make a success. 

And that is: “We are all begin- 
ners.” 

None of us know more about elec- 
tricity than Thomas A. Edison, and 
he admits he doesn’t know it all. 
In fact, he has claimed that he too 
is only beginning to learn. 

So let’s make up our minds indi- 
vidually and collectively to seek 
constantly after better and more 
economical ways of getting our ap- 
pliances across the chasm of indiffer- 





The wide awake, up and going, 
electric appliance merchant has 
more of promise within his grasp 
today than ever the floweriest 
circular of California banana oil 
farms or Florida orange crops 
could make. 





ence and into the hands of Andy 
Customer and his wife. 
The retailer of appliances, after 
all, is the final and most important 
Reprinted from CONTACT 


By E. P. McLean 


link in the chain of distribution. He 
has already learned much. But with 
electricity or retailing, it’s almost 
like beginning over again every day. 


Retailer Contract With Public 


The retailer makes the contact 
with the public. 

He tunes in. 

It is his job to bear the brunt of 
attack. 

He must know what is the right 
thing for a certain purpose. And 
when the job of selection gets too 
big for him, he must, in turn, depend 
on the concerns he deals with to keep 
him posted or back him up. 

The right kind of dealer, with the 
right kind of policy, good goods, and 
an efficient way of getting the pub- 
lic to know all about this, cannot help 
but build for himself a wonderful 
future in the next five or ten years. 

The electric appliance business has 
barely started. Huh! Why? Just 
one example: There are close to 
19,000,000 automobiles in this coun- 
try. And there are only 8,000,000 
home telephones. Goodness knows 
everyone with a phone doesn’t iron 
or curl electrically—YET!! 


Merchandising is the biggest job 
the country has to solve. It must be 
done efficiently if it is to be done 
profitably. And every waste, or 
semblance of waste in merchandis- 
ing must be kicked out. Most of us 
are in business for just three things. 
The first is profit. The second is 
profit and the third and most im- 
portant is PROFIT. 

Profit is the difference between 
the margin allowed and the cost of 
doing business. It is the life blood 
of the business. Entering into the 
details of cost of doing business, we 
must consider there are two distinct 
classes of expense—carrying ex- 








Bear this fact in mind because 
it is important: Your selling cost 
is invested right along with the 
purchase cost of the item. By 
figuring in this way, you will 
avoid many treacherous pitfalls. 


Under 





pense and selling expense. 
carrying expense we have: 
Rent 
Heat and light 
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Insurance 

Interest 

Depreciation 

General expense 

Into this carrying expense enters 
the element of time, technically 
known as turnover, a much abused, 
misused, misrepresented and misun- 
derstood term. 

The wise crackers of Spain said 
the same thing to Columbus back in 
1492. And they had more reason to 
back up their unbelief than this re- 
tailer had. 

Turnover is an economic law. 
Such laws are discovered, not made. 
“Selling Expense” is the same, no 
matter when you sell. Therefore, 
selling cost should be added to the 
cost of your merchandise the day it 
is unpacked—and moreover that 
cost stays on until the articles are 
sold. 

Selling expense includes: 

Salaries and wages 
Delivery 

Advertising 

Bad debts 

Display material 

Part of general expenues 

Bear this fact in mind because it 
is important: Your selling cost is in- 
vested right along with the purchase 
cost of the item. By figuring in this 
way, you will avoid many treacher- 
ous pitfalls. 

Your carrying cost is different be- 
cause it starts out at practically 
nothing the first day. But, like the 
dollar at compound interest for a 
thousand years, it counts up to un- 
believably great sums. You prob- 
ably know this story if you are a 
Pittsburgher, but if not, well, listen 
anyway. Thesstory at least indi- 
cates that while a dollar at work may 
collect gold dust, a dollar’s worth of 
merchandise collects only shelf dust. 
Here’s the story, and it’s true. 

The councilmen of Pittsburgh at 
one time decided to donate a dollar 
to the city. This dollar to be placed 
at compound interest for a thousand 
years and the sum then to be given 
back to the city. With great ado, 
the councilmen marched down to the 
Dollar Savings Bank to make the de- 
posit. Much to their surprise, how- 
ever, the conditions were refused by 
the bankers. 

“Why not?” exclaimed the coun- 
cilmen, “it’s a perfectly good dol- 
lar?” 

“True enough,” responded the 
wily banker, “but do any of you 
have an idea how much that dollar 


at compound interest would be 
worth at the end of a _ thousand 
years?” 


“We do not,” they replied, “but 
we hoped it would be a sizable sum.” 





| 
ROFITS are the life blood 
of business. 

| But contrary as it may 
seem, those men who concern 
| themselves so much about big 
| gross margins do not seem to 
| get the big NET profits. 

Margin is important but it 
is not everything. 

The element of time enters 
into the “cost of doing busi- 
ness” far more than is gener- 
ally appreciated. 

And “Cost of doing busi- 
ness” is the jinx of Net Profit. 

It is for this reason that we 
believe every retailer should 
find a means of knowing ex- 
actly what his store is doing 
while it is doing it. 

Observation won't do it. 
Figures will. 

Did it ever seem strange to 
you that a bank would lend 
vast sums of money on the 
strength of a few typewritten 
pages—and without so much 
as a peep at the plant and 
property of the borrower? 

That is, because banks don’t 
theorize or guess. They know. 
A glance at a statement re- 
veals more to a banker than 
a seven-day inspection of a 
plant. 











“It would, indeed,” agreed the 
banker. “One of our accountants 
figured this out and the sum would 








Make race tracks on your 
shelves. Play the game of Dis- 
play, not hide-and-seek. Make 
yours a Sales room, not a store 
room. Every dead item on your 
shelves is just so much burden 
on the live items. The live items 
absorb the cost so that you feel 
the burden of slow-moving stock 
in only a general way. But it is 
there, nevertheless. 








be hundreds of times greater than 
all the gold and silver in the world 
today.” 

So you see that even at 4 per cent 
a dollar may become a respectable 


amount. It is turnover, compound 
interest that does it. 

Now getting back to our original 
line of thought. Let us say that a 
dollar’s worth of merchandise lays 
on your shelf for a year, when ac- 
cording to the average in your store, 


it should have turned over four 
times, or once for every three 
months. 


For example, let us assume that 
the total of your carrying expenses 
amount to 12 per cent on a basis of 
four turnovers a year. That would 
mean 12 per cent for three months 
or 4 per cent for one month. As- 
suming that your selling cost is 21 
per cent, let us see what is happen- 
ing to the net profit of the one dol- 
lar article that stays on the shelf 
for a year. 

To begin with, the article costs 
you 60 cents and is to sell for $1. 
All right, now first we add 21 cents 
for selling cost. 

Good enough, now every month 
that article lays on your shelf it 
adds 4 cents to your cost. Not much, 
only 14 cent a day, but take it at the 
six months’ stage and you find your 
article has cost you: 


Article cost 
Selling cost 
Six months at 4 cents each .24 


Total cost 


and at the end of twelve months 
your shelf frozen article has cost 
you, and this doesn’t mean maybe, 
it has actually cost you $1.29. And 
that is figured without compound- 
ing the interest. 

Now then, how much less chance 
do you have of selling that article 
at the end of the year than you did 
at the beginning? 

Make race tracks on your shelves. 
Play the game of display, not hide- 
and-seek. Make yours a salesroom, 
not a storeroom. Every dead item 
on your shelves it just so much bur- 
den on the live items. The live items 
absorb the cost so that you feel the 
burden of slow-moving stock in 
only a general way. But it is there, 
nevertheless. 

You don’t want that article. 
Somebody does. Give it the chance 
to sell itself. Put it in the window 
in a prominent show case space. 
Keep moving it around from time to 
time. Never let it stay frozen to 
one spot long enough that you, your 
clerks or your customers get used 
to seeing it there. 
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HESITATE to write any more about my cor- 
respondence. One of my good retail hard- 
ware friends, one of those critics who is good 
for the soul and keeps us with our feet firmly on 
the earth, writes that he is tired of reading about 
my personal correspondence. Then he proceeds, 
in the most thorough manner, to take up certain 
points in this correspondence item by item. Now, 
with a smile and a twinkle of the eye, I must say 
that when I read his letter of criticism, I could 
not help but think—‘“If he does not like my arti- 
cles, why does he read them?” I myself must con- 
fess that I find the advertisements in THE HARD- 
WARE AGE far more interesting! 
* * * * 


However, I appreciate his criticism. I think 
our critics, even when they are unkind, do us a 
world of good. Sometimes I think in the United 
States today there is entirely too much of this 
“After you, my dear Alvhonse,” stuff. We have 
too many diplomats. There is too much of “If you 
will tickle me, I will tickle you.”” What we need 
is to get down to tacks, and I have always found 
the road to real facts strewn with a good deal of 
rather pointed criticism. 

* * * * 


Take our newspapers, for instance. I am not as 
old as Methuselah, but I can remember editorials 
written by such men as Horace Greeley, Dana, 
Halstead, etc. These men in their editorials said 
something. They also had such a clear method 
of expressing themselves that no one reading 
their editorials was left in doubt as to just ex- 
actly what they meant. I do not remember any 
of this “If I may be permitted to remark” stuff 
ever having been written by this class of editors. 
They did not ask to be permitted and they did not 
wait. They said it—and took the consequences! 

* * * * 


This retail critic takes exception to my inform- 
ing the world that I had just read “THE LIFE 
OF JOHN MARSHALL.” =4He writes me— 
“What is surprising or interesting about that? 
Other men have also read ‘The LIFE OF JOHN 
MARSHALL.’” After reading his letter, I al- 
most felt crushed! I was almost sorry I ever 
referred to John Marshall. I am willing, though, 
to bet a $10 bill that this man himself has never 
read “THE LIFE OF JOHN MARSHALL.” I 
can tell that by the literary form in which he ex- 
presses himself in his letter. A student of John 
Marshall would not have used the expressions my 
friend does! 

a + * * 

This letter reminds me of a story I heard re- 
cently in St. Louis. A very good, but old-fash- 
ioned, traveling salesman was in the house. While 


More Correspondence 


By Saunders Norvell 














he was there a dealer in his territory wrote an 
extremely critical letter about him to the presi- 
dent. The president handed this letter to the 
salesman. The salesman blew up and wanted 
somebody’s gore. ‘“‘Let me answer that letter,” 
he said to the president. “Certainly,” said the 
president, “‘but I wish you to write a nice, pleas- 
ant, gentle letter in reply.” ‘I sure will!” said 
the salesman. ‘“However,” said the president, 
“before your answer goes, I wish to read it over.” 
A little later the salesman handed the president 
his composition addressed to the dealer in his 
territory. ‘How do you like that letter?” asked 
the salesman. “Splendid,” said the president, 
“but there are two ‘s’s’ in ‘ass’; only one ‘Yr’ 
in ‘liar’ and only one ‘f’ in ‘thief.’ I think, if you 
will correct these small errors in spelling, your 


letter will just fit the case.” 
* * * * 


So, nevertheless, and notwithstanding my critic, 
I will forthwith write some more about my corre- 
spondence! This very interesting letter comes 
from North Dakota. Whenever I see the name 
of North Dakota I think of radical experiments 
in new forms of socialism and financing. It’s 
funny, too, when you come to think of it, that a 
State like North Dakota should develop into the 
Moscow of the United States. In the old days 
when Ole Olson and our other salesmen from 
North Dakota came to spend the Christmas holi- 
days with us, our Southern salesmen were always 
interested in their long, heavy fur overcoats and 
fur caps. The very name of North Dakota used 
to make me shiver, but notwithstanding all the 
funny things that happen on top of the ground 
in North Dakota, the saving grace in the State is 
that regardless of these things, the wheat quietly, 
without noise, germinates under the ground, 
works night and day, finally breaks through the 
surface, grows under the snow, ripens in the sum- 
mer sun and then feeds these “new thought” 
statesmen and orators who plan to smash the 
plutocrats and make this country a real democ- 
racy! 

* * * * 

Years ago I was very familiar with the name 
of an exceedingly solid and substantial retail 
hardware firm in North Dakota. Their orders 
came regularly. They bought in good quantities. 
They did not make us break a lot of boxes and 
send them fractions of a dozen. Not only that, 
but their payments were also prompt. This ac- 
count was one of those satisfactory accounts that 
always give one a pleasant feeling when he sees 
the letterhead. When they had occasion to make 
a claim they did not start out and write as if they 
were addressing Ali Baba and his Forty Thieves. 
Their letters did not suggest in advance that they 
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expected their claim to be turned down. They 
made only fair claims; they simply stated the 
facts and wrote as if, as a matter of course, they 
expected pomp credits, — they received. 
* 
I had not tote, of this ‘ii for many years, 
but the other day when I opened my mail there 


was a neatly typewritten letter on the same old 


letterhead. As I sat at my desk and held this let- 
ter in my hand, it took me back many years. I 
remembered our salesman who had sold them 
goods. I have not heard from him for years. I 
wonder if he is still living. I still remember his 
fur coat and how he looked and what he had to 
say in our salemen’s meetings. I remembered 
much of my correspondence with the head of this 
concern. I remembered meeting him and the 
chats we had had so many years ago. Then I 
read the letter and I was interested to note it 
was written by the son of our old customer and 


the oa of the founder of the business. 
ok *K * 


At first I ‘Gente I would give only extracts 
from this letter, but on second consideration I 
am going to reproduce the letter in full because 
I am sure exactly the same problem that confronts 
this young man is being considered by many other 
retail hardware merchants in the country. 

I am also giving my reply in full, of course 


omitting all names. 
* * * * 


“IT am a young man, just entering the hardware 
business with my father, who has been at it all his 
life, and he is now a middle-aged man. Before him 
my grandfather started the business in this location, 
and we have been established under our firm name 
since 1883. This is quite a record in this part of the 
country. 

“The information I wish is on the subject of store 
arrangement. My father very broadmindedly ad- 
mits that he isn’t as young as he used to be and that 
perhaps he is somewhat backward in not wanting 
this change. On the other hand, I admit freely that 
I have had little or no experience to back my ideas, 
but feel that the HARDWARE AGE and other trade 
journals would not consistently harp on the subject 
unless it contained some real merit. 

“My father, Mr. , has often spoken of you 
to me, and Isbelieve that you knew him in years 
gone by, though you doubtless have forgotten him 
by now. He has always. held you up to me as a 
typical ‘Hardware Man,’ and encouraged me to read 
‘Forty Years of Hardware,’ which I did with genuine 
pleasure and interest. When you were connected 
with Simmons Hardware Co., we bought considerable 
of our goods from your firm. My father had little 
‘book learning’ beyond the grades, while he has 
given me the advantages of a university education. 
So he and I are separated in our opinions by several 
factors, although we haven’t resorted to words. He 
has given his consent to this change, but I feel 
somewhat hesitant about doing it, without a little 
moral backing, such as you could give. 

“Our business is not ‘peculiar’ from all other rural 
district hardware stores. We estimate that farm 
trade constitutes from 70 to 80 per cent of our entire 
volume. We have very little trade in mechanics’ 
tools and but a fair trade in builders’ hardware. 
Our volume is in agricultural tools, cordage, paint, 
stoves, kitchen equipment, and cutlery. We sell but 
little electrical hardware, but we do dominate the 
local market in electric washing machines. In the 
last two years I believe that we have sold at least 
80 per cent of those sold in town. 

“Now, then, my father’s idea is that sample doors, 





display tables, sampled show cases, etc., belong to 
the store in a town of 100,000 population; that our 
farm trade would not feel at home in an up-to-date 
store. That these innovations are just for the class 
of hardware which we do not handle in a large 
degree. 

“My contention is that as times change, so must 
business methods. Woman is the buying factor to 
please, and the store must be at least neat and clean 
before any kind of ‘bargains’ will compel her patron- 
age. I believe that we can increase our tool and 
builders’ hardware trade by this change, without 
losing our farm trade. Our store now is a mess, and 
it takes a year to break in a new clerk so that he 
knows where things are. I feel that, situated in a 
town of 10,000 people, we should have more city 
trade. That we can get that class of trade is shown 
by our determined effort and success in corraling the 
washing machine market. We sell a fine machine, 
but we have pushed it hard and are not quitting 
when things seem in our favor. 

“Now, Mr. Norvell, it is not my idea to put $12,000 
to $15,000 in fixtures of solid mahogany and quarter 
sawed oak. I do not believe that that would pay, 
when you consider the amount of money tied up. 
But I feel that everything should be arranged and 
that an expenditure of less than $3,000 would not 
only be justified but a darn good investment. 

“Our old fixtures have served us well for forty 
years. They have certainly paid for themselves, 
and a change is in order in fairness to ourselves, to 
our customers, to the town as a whole. 

“No doubt I am imposing on your good nature, 
but I think that your opinion is the one we want, 
and I shall very highly appreciate any answer that 
you care to make. Your ‘Forty Years of Hardware’ 
was interesting to me in that I may never see times 
such as you experienced, yet those experiences are 
just as valuable today as they were then.” 

* * * * 


Here is my reply: 

“Your letter received, and it is a real pleasure for 
me to read it. 

“I certainly remember the firm of very 
well indeed. If anybody had asked me the name of 
a hardware house in I would have immedi- 
ately given this name. You see, I remember the 
names of hardware stores in various towns all over 











this country. I just can’t forget them. I suppose 
I will die that way! 
“T also remember your father, Mr. I hope 


you will give him my kindest regards. 

“Now, my dear young man, while I fully appre- 
ciate the spirit in which you write, you place me in 
a rather difficult position. In order to answer your 
letter intelligently, I would have to size up your 
town, take a peep into the stores of your competi- 
tors and then also watch, for two or three days, the 
character of trade that buy from you. 

“Personally, I am a great believer in order. It 
irritates and makes me nervous to see a disorderly 
desk, a disorderly room or a disorderly store. I do 
not believe that people can think straight among 
disorderly surroundings. At least, I know I can’t. 

“At the same time, my dear young friend, I must 
admit I have known whole families to grow rich out 
of disorderly stores. Some of the best customers I 
have ever had—dealers who made money and paid 
their bills promptly—ran regular junk shops. 

“On the other hand, I have known concerns who 
were prosperous until they got the ‘system’ bug. 
They fixed up their stores. They installed glass 
cases and mirrors everywhere. They shone like 
brand new Grand Rapids furniture. The inside of 
these stores looked like a Pullman car of the vintage 
of 1886. Then, strange to say, these very fancy 
stores stopped making money. 

“I believe in progress, and I believe in neatness 
and order. However, in a town the size of -, 
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Sold 300 Radios First Year 


Policy of “‘Cash Only” Enables H. Rehburg, Cleveland, to Develop a 
Money-Matking Radio Department 


N one year the retail hardware store of H. 
Rehburg, 3040 West Twenty-fifth Street, 
Cleveland, Ohio, has sold 300 radio sets. The 

radio department is just one year old but has 
proved a very interesting, successful and profit- 
able venture. 

The Rehburg boys, who operate the store, are 
not timid merchants or the onslaught of the de- 
partment stores and music houses in the radio 
field might have scared them out of the game be- 
fore they got into it. “It’s a wise man who prof- 
its by the other fellow’s mistakes” might have 
been said of the store’s policy as it has tried to 
avoid some of the pitfalls in which some of the 
competitors in the radio field have fallen. The 
Rehburgs are highly pleased with the success of 
their radio department which they attribute large- 
ly to the sales methods followed, most of which 
might be summed up as follows: 

“Sets are sold only for cash and are not ex- 
changeable. Free installment service is not offered 
or given. Stocks are well regulated and an exces- 
sive stock of one type is never a serious problem 
with this store.” 

The Rehburg store handles three makes of ra- 
dio sets ranging in price from $29.50 to $225. Its 
stock consists of about twenty.sets of not more 
than three of any one number during the buying 
season, and the stock is kept up by the purchase 
of two or three sets at a time. However, when 
the spring lull came on the stock was worked down 
to two or three sets. Consequently the store will 
not have a lot of obsolete sets on its hands, but 


can stock up with the latest models when the de- 
mand starts up again in the fall. 


Sell for Cash 


The store’s success in selling radio equipment 
proves that a hardware merchant can sell sets for 
cash and compete with stores that sell on the in- 
stallment plan. If a set is only partly paid for, 
the buyer is more likely to complain if he has some 
trouble or he may ask the seller to recharge a 
rundown battery or the buyer may see a set that 
he may think is better or possibly a later model, 
and if his own set is not paid for, he is more in- 
clined to want to exchange his set. The Rehburg 
store has taken back only one set in a year and 
that was taken back in exchange for a higher 
priced one. 

Charge for Installation 


The radio sets are sold over the counter like 
other merchandise. Demonstrations are limited 
to the store where the different models are con- 
nected up with an aerial. If the buyer insists on 
having his radio installed and an aerial erected, 
he is charged for the actual time required for this 
work. With this method of selling a lot of free 
service by an expensive service department is 
eliminated and the work of the store’s service de- 
partment is very light. 

Salesmanship is an important factor in the suc- 
cess of the radio department. The radio sales are 
in charge of Gus Rehburg, one of the two Reh- 
burg boys, who is a radio fan and well informed. 
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Advertising Is Both a Science 
and a Profession 


Secretary Hoover Bestows Praise and Appeals for High 
Ethical Standards—Trade Board Opposes 


WASHINGTON, May 18, 1925. 
HE tremendous economic impor- 
tance of advertising, the amazing 
. progress that has developed the 
designing and placing of advertising 
into a_ scientific profession and the 
splendid advance recently. made toward 
high ethical standards constitute the 
high-lights in one of the most extra- 
ordinary public addresses ever de- 
livered by that extraordinary man, 
Herbert Hoover, Secretary of Com- 
merce. While Mr. Hoover addressed 
himself to the Associated Advertising 
Clubs of the World at its convention 
at Houston, Tex., during the past week, 
his message is really directed to all 
the leaders of commerce and industry 
throughout the country. 


Blazes Way for Progress 


There was a time, the Secretary said, 
when advertising “had about the same 
economic and moral status as the 
barker outside the circus tent.” Today 
it blazes the way for the economic 
progress of the country which -without 
its dynamic force would be _ heavily 
handicapped. 

“No matter how fine an addition to 
human comfort or pleasure a given 
article or service may be,” said the 
Secretary, “unless there is a diffusion 
of knowledge and information with 
respect to it it will not itself become 
quickly accepted and incorporated into 
our standards of living. Our standards 
of living are much higher today than 
they would have been were it not for 
the part played bysadvertising. 

“One profound economic effect of 
advertising is ofttimes overlooked—its 
influence upon production. The gen- 
eral knowledge and rapid distribution 
of an article, which can only be accom- 
plished through advertising, creates 
large production, and thus lowers costs 
and prices. Modern advertising is the 
handmaiden of mass production. 

“There is still another phase of ad- 
vertising that has always interested 
me, and that is the impulse advertising 














has given to the distribution of news, | 


information, good cheer and educa- 
tional material to our people. 

nae eng were it not for the vast 
extension of national advertising, we 
should never have had the fine develop- 
ment of our periodical magazines, and 
were it not for the growth of local 
newspaper advertising, our publishers 
would not be able to produce the great 
journals which are of such incalculable 
value. 


Advertising Is Economical Form of 
Distribution 


“The notion that advertising in its | 


broad sense is an economic waste has 


Price Decline Guarantees 


By W. L. Crounse 


been long since abandoned. It is an 
economical form of distribution. But 
there are some economic wastes which 
can be eliminated by the advertising 
managers. One of these you are al- 
ready attacking through your develop- 
ment of research activities. You have 
already gone a long way in this direc- 
tion. 

“It is not too much to say that from 
all the many inventions and the multi- 
tude of ideas that are poured forth 
daily in the preparation of advertising 
there is emerging a science and a pro- 
fession. It is becoming a science in its 
search for method and a profession in 
its skill of management.” 

Secretary Hoover stressed with great 
emphasis the necessity for the adoption 
of the highest ethical standards by all 
those engaged in advertising their pro- 
ducts or in placing advertising before 
the public. “The milestone which will 
mark the passage from a trade to a 
profession is the establishment of 
group ethics,” said he. “The group 
characteristic of law and medicine and 
engineering is not alone the training 
of skill required, it is the elevated code 
of relations with fellow men, the in- 
corporation of responsibility to the 
community into the daily task, the in- 
sistence upon a high sense of service 
given, that marks their distinction. 


Growth in Public Confidence 


“The use of the slogan ‘truth in ad- 
vertising’ and the vigilance agencies 
which you have set up to protect the 
consumer are themselves the finest 
proof that this business is evolving to- 
ward highly ethical standards. And 
just so far as those ethical principles 
are embodied in practice, just that far 
will the public grow in confidence in 
advertising and just that far have you 
progressed into a profession.” 

Thoughtful business men everywhere 
will echo the appeal made by Secretary 
Hoover to end the demands so fre- 
quently made upon the Federal Govern- 
ment for legislative panaceas for all 
ills. In this connection he said: 

“We are confronted with the daily 


demand to extend government in order 


to cure some abuse or other. The arm 
of government is a poor cure for abuse, 
for it becomes at once a restraint of 
liberty. The safeguard against the 
invasion of government into the lives 
and liberties of our people is that we 
shall cure abuse outside the govern- 
ment. 


Regulation No Panacea for Ills 


“The war drove us to great central- 
ization of government and to great 




















government. The continuance of this 
mobilization of all effort would have 
destroyed the initiative of our people 
and destroyed the very impulses to 
progress. But from it came the illu- 
sion that most human ills could be 
cured by governmental regulation. 

“We need to have the public mind 
turned off of the National Government 
as the remedy for all ills. We need 
to get Washington off of the front 
page at least part of the time. If we 
ean decentralize thought onto state 
and municipal government, and above 
all to such efforts as yours to cure 
abuses from within, we shall auto- 
matically stop the growth of Federal 
encroachment.” 


Simplified Practice Makes Great Strides 


A comprehensive broadening of the 
work of the Division of Simplified 
Practice is the outstanding feature 
of a report upon the activities of 
the division during the first quarter 
of 1925 which has just been made by 
Chief Roy M. Hudson. The scope of 
the division’s work promises to be still 
further extended with every prospect 
for valuable results. 

One of the most interesting develop- 
ments of the past quarter has been the 
investigation having for its object the 
reduction of commercial forms includ- 
ing inquiry, purchase order and in- 
voice forms which have been cut down 
from thousands of varieties to three. 
Just how broad this impact on com- 
merce is regarded by experts may be 
gathered from the declaration of the 
National Association of Purchasing 
Agents that as the result of the pro- 
posed changes savings of more than 
$15,000,000 annually are possible in 
misunderstandings, clerical help and 
other wastes to the business houses of 
the country. 

During the quarter, eight surveys 
were begun and eleven preliminary con- 
ferences were held, at which the manu- 
facturing groups arrived at tentative 
simplification plans. These conferences 


included the following subjects: dining 


| 


‘ear chinaware, 


sash door and mill- 
work, sheet metal ware, bright wire 
goods, copper and brass products, tool 
steel, containers for bolts, nuts and 


rivets and woven webbing. 


Division Working on Many Items 


Active projects upon which the divi- 
sion is at work includes some fifty-five 
items, among which seven have to do 
with the automotive industry and eight 


of which have to do with lumber or the 


dependence upon the action of central | 


(Continued on page 74) 
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“Glorified Peddler” Discussed ‘ 
by Panhandle Dealers 


O. C. Watson Elected President of Panhandle Hardware and 


Implement Association 


attended the _ sixteenth 


BOUT 100 dealers and almost as many traveling men 
N and 


annual convention of the Panhandle Hardware and 
Implement Association at Amarillo, Tex., on May 4, 5 


and 6. 


The peddler situation came in for a very extended dis- 
cussion, the result of which was an agreement on the 
part of those present to notify the secretary’s office 
whenever a peddler came into his territory, giving details 
of what he was selling as well as the plan upon which 


he worked. 


The secretary’s office would 


immediately 


disseminate this information to all its members with the 
result that they would get busy on the line that the 


peddler was selling. 


The question box was used at every 
session and, as usual, was one of the 
most popular features of the program. 
Some of the questions taken up were 
given considerable thought and _ solu- 
tions worked out for them. One of 
particular interest had to do with vari- 
ous advertising schemes. There was a 
large number of confessions on the 
part of those present telling just how 
they had been “stung.” All the dif- 
ferent types of their schemes were 
aired, with the result that considerable 
good was done, because those present 
got an opportunity to see just how all 
these various schemes worked. One 
that drew forth more discussion than 
any other was the school curtain ad- 
vertising. It seems that there are per- 
sons going through the country who 
paint curtains for schools and finance 
it by soliciting advertisements of 
dealers in nearby towns. They usually 
collect for these advertisements in the 
neighborhood of $300 per curtain and 
give the school a very inferior curtain, 
one which probably could be purchased 
in the neighborhood of $50 or $75. 
Those dealers present felt that they 























would be glad to donate something to | 


the purchase of this curtain without 
having their advertisement on it, and 
in this way the school would get a bet- 
ter curtain at less money. The con- 
vention advocated the giving of con- 
siderable publicity to this scheme in 
order that the people interested may 
see its disadvantages and curb it more 
or less. The best solutions to all these 
advertising schemes, as was pointed 
out, is to have a secret advertising 
committee in the local Chamber of 
Commerce or Retail Merchants’ Asso- 
ciation which passes on all advertising 
schemes and must receive their ap- 
proval before the dealers will consider 








them. This solution is working very 
satisfactorily in many of the towns in 
the State. 

Price cutting on implements was 
discussed and it was felt that if the 
manufacturers would establish a retail 
price with a dealer’s discount it would 
help solve this trouble. 

The question of increased fire losses 
each year was discussed by D. D. Fox 
of Dallas, who called attention to the 
fact that if these losses were not cut 
down by the use of preventive meas- 
ures as well as general education on 
this subject, rates would have to be 
increased. 

The advantages that each member 
of the Association derives from being 
affiliated with the National Retail 
Hardware Association was called to 
the attention of the convention by Vice- 
President O. C. Watson of Clarendon 
in a very fine address. His talk was 
supplemented by Rivers’ Peterson, 
editor of the Hardware Retailer. 

The need of having seasonal displays 
in the show window of farm imple- 
ments was discussed by A. T. Jackson, 
vice-president of Emerson-Branting- 
ham Company, Rockford, IIl. 


The Convention voted to hold their | 


next meeting at Amarillo. The follow- 
ing officers were elected: O. C. Watson, 
Clarendon, president; L. E. Thompson, 
Hedley, vice-president; C. L. Thomp- 
son, Canyon, secretary-treasurer. Di- 
rectors: E. W. Pipkin, Amarillo; J. R. 
Fox, Dalhart; J. T. Crawford, Pampa; 
R. Sherrod, Lubbock; W. F. Witt, 
Roswell, N. M. 


Installment Plan 


A resolution opposing the install- 
ment plan for painting as developed 
and promoted by the Save and Surface 


Campaign was opposed as uneconomi- | 


evils now existing can best be handled 
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_C.L. Thompson, 
Secretary-treasurer 


cal and detrimental to the interest of 
the retailer of paint, “because it 
places an additional burden upon dis- 
tribution costs by taxing the property 
owner with an interest rate of 22% 
per cent or more for the so-called 
“easy payment” plan. 

Other resolutions were adopted as 
follows: 

Text Books 


“Having noticed with a marked de- 
gree of interest the progress which 
our national association has made in 
correcting the erroneous teaching in 
mathematical problems used in text 
books in the public schools, which in 
many cases not only fails to differenti- 
ate between margin and profit, but 
creates a misconception of sound legit- 
imate business principles, we desire to 
go on record as endeavoring all that 
our national association has done and 
pledge them our unstinted cooperation 
in entirely eliminating this evil from 
our educational system.” 


Name and Serial Numbers 


“Believing it would be of great value 
to both the retail dealers and the con- 
sumer to have the name of the manu- 
facturer and serial number indelibly 
stamped or molded in some casting on 
each implement sent out, 

“BE IT RESOLVED that we indorse 
the action of the National Federation 
in their efforts to have this carried out 
by the manufacturers.” 


The Indorsement National Assistant of 
National Council 


“Believing the problems of retailers 
in all lines to be similar, and believing 
further that by working together many 


by a National organization in which 
all lines of retail business are repre- 
sented, 

“BE IT RESOLVED that the Pan- 
handle Hardware and Implement As- 
sociation.go on record as indorsing the 
organization of the National Council.”’ 


List Prices and Discounts on Imple- 
ments 


“Feeling there would be a mutual 
benefit derived by all interested in the 
handling and sale of implements, we 
wish to have placed on record our rec- 
ommendations of the system of pricing 
implements by the manufacturers by 
lists and discounts instead of the sys- 
tem now being used.” 
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Enameled Percolator Has At- 
tractive Features 


An all-enameled Percolator that is 
said to meet the recommendations of 
the Coffee Roasters’ Association has 
been added to the well known line of 
the Vollrath Co., Sheboygan, Wis. 

Dealers will no doubt recognize the 
many good points that must attract the 
housewife who enjoys having well de- 
signed equipment. The main feature 
is the all-over-enameled inset or coffee 





basket—the coffee in brewing cannot 
come in contact with bare metal which 
is frequently the cause of destroying 
the real coffee flavor. 

It is claimed that the percolator, 
seamless without rivets and covered 
with purest enamel, is easily kept clean, 
as the smooth, glossy surface does not 
absorb residues nor odors. Spout and 
handle are gas welded; fused to the 
percolator body. The glass top is re- 
movable. Three sizes: 4, 6 and 9 cups. 





Approved and Improved 
Mail Box 


Dealers and jobbers will be glad to 
offer a mail box that has been designed 
to conform to the Post Office require- 
ments by the Chism Mail Box Co., Cin- 
cinnati, Ohio, with the idea of adequacy 
and safety. 

It is constructed to be installed in 
groups or batteries of from three to 
twelve. One master lock made in the 
blacksmithing shops of the Post Office 


ES 





Dept. controls the front of the entire 
group. This is planned with the idea 
of the mail man carrying the master 
key which releases the entire front of 
all the boxes at once for insertion of 
mail and is relocked by simply closing. 

The master locks being government 
property, are issued to local postmas- 
ters which would give to apartment 
house mail government protection and 
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| prevent the box being crowded with 


hand bills and such matter. 

The holder has key for small door 
which is unusually large to permit the 
easy removal of mail. 





Home Yard Gymnasium 


With a view to furnishing a reliable 
outfit to enable children to enjoy real 
outdoor gymnasium exercise the Go- 
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Boy Corp., 624 Caxton Building, Cleve- 
land, Ohio, has placed a well planned 
outfit on the market. 

This should prove a good seller, for 
every normal boy and girl loves circus 
stunts and swinging. 

Great care is said to have been exer- 
cised in the development of the item. 
First, to have a reserve of strength in 
all of the parts that would beyond a 
shade of doubt eliminate any possibility 
of accident through breakage. The 
weakest part has a supporting strength 
to carry 650 lb.; other parts range up- 
ward to 2100 lb. carrying strength. 

The set consists of swing, trapeze 
bar, flying rings and all necessary fit- 
tings with detailed instructions to 
erect. 

Fittings are equipped with fitted 
bearings which are swivel jointed; the 
best outdoor hemp rope fitted with ad- 
justable clamps; bar and swing seat of 
hardwood; aluminum flying rings and 
finished in black enamel. Packed one 
in a carton. Sold at moderate price. 





Armstrong All Steel Stillson 
Pipe Wrench 


An all steel Stillson wrench that is 
said to be remarkably well balanced, 
as the result of correct design and ac- 
curate proportions, is being offered the 
trade by the Armstrong Brothers Tool 
Co., 317-357 North Francisco Avenue, 
Chicago. 

It is frameless with no nut housing, 
and a handle designed to be strongest 
at the point of greatest strain. 





The patented “ball and socket” nut 
is said to give increased flexibility and 


greater strength, especially under 
heavy side strain which is taken up by 
two solid forged steel lugs reinforced 
or tied together by the recessed nut. 

The spring action is built to insure 
proper gripping position to the mov- 
able jaw and to impart tension. 
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Self-Heating Gasoline Iron 


An iron constructed to generate its 
own heat has recently been put on the 
market by the Coleman Lamp Co., Wi- 
chita, Kan. 

It has three main parts, consisting 
of a conveniently double pointed base, 
heavily nickeled and highly polished, 
with a lid made in two sections, sep- 
arated by an asbestos pad, which pre- 
vents tarnishing and penetration of 
heat to the blue handle, and a burner 
which is attached to a % pint tank 





from which gasoline flows through a 
one-piece feed pipe and generator to the 
control valve which governs the fame 
spreading burner, which extends across 
the full length of the iron. 

The iron is said to give an even heat 
and to be practical for all ironing pur- 
poses, irrespective of materials. 

Individual parts may be purchased 
separately if desired. 





New Dolly Truck Saves Time 
and Labor 


Economy of time, labor and mer- 
chandise is said to be the mission of 
the Marion Tool Works, Inc., Marion, 
Ind., in offering their New Marion 
Dolly Truck to the trade. 

The design is the result of 15 years 
experience in handling large paper 
rolls. The trucks are said to have 
great efficiency and to save time in 
moving crates, barrels, packages, or 
whatever heavy load from plant to 
plant and shipments from receiving 
platforms to warehouse. It is claimed 





that the saving in man power alone 
soon pays for itself, as one man can 
handle heavy loads because the wheels 
lock sideways, so the truck “stays put” 
while being loaded, and won’t drawl 
or creep away. It is claimed one man 
pushed a 2-ton load over a concrete 
floor single-handed. 

They are constructed of solid metal 
throughout, with roller bearing wheels 
that permit of easy tilting and guiding. 
Built light, yet sturdy and low to the 
floor, with no sharp edges that might 
damage merchandise. Holes are pro- 
vided for attaching special skids, plat- 
forms or bodies that the user might 
wish. 

Sizes 24 in. and 32 in. 
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Mysteries of Magic and Accounting 


Enjoyed by Brooklyn Hardware Dealers 


ASSING four cards from one member’s pocket into the inside 

pocket of Al Cornell, fooling Matt Ludlow with another card trick, 
and kidding Russ Atkinson and Fred Horn with the help of a ventrilo- 
quist’s dummy, were some of the highlights of entertainment enjoyed 
by 76 members and guests at the regular monthly meeting of the 
Brooklyn Hardware Dealers’ Association, held May 14 at the John- 
These mysterious arts were demon- 
strated by Professor Jim Burroughs, who for 32 years was a lock 
salesman for Wilson, Bohannon Corp. of Brooklyn. 


stone Building, Brooklyn, N. Y. 


is now a professional entertainer and a good one. 


Equally as mysterious and interest- | 
of all those present. 


ing was a discourse on retail store ac- 
counting offered by L. S. Raymond, 
newly appointed field secretary of the 
New York State Retail Hardware As- 
sociation. Mr. Raymond used charts 
to illustrate the importance of complete 
and accurate business records, and 
drove home the importance of remem- 
bering that margin is not all profit. 


R. J. Atkinson, director of the 
N. R. H. A., said he had been with Mr. 
Raymond all day and that he was 


very much impressed with the fact that 
bookkeeping does not start with the 
bookkeeper, but must start with each 
sale. Mr. Atkinson also commented on 
the fallacy of school text books which 
leads pupils to believe that margin is 
profit. 

H. A. Cornell, chairman of the enter- 
tainment committee, conducted the en- 


| visitors: 





tertainment features to the enjoyment 
Expressions of 
enjoyment were made by the following 
Matthias Ludlow, Newark, 
N. J., past president of the N. R. H. A., 
and also of the North Jersey Hardware 
& Supply Association; William F. 
Littell, Jr., secretary of the Metropoli- 
tan Hardware Association and of the 
Jersey organization; H. Tilson, 
secretary of the Manhattan and Bronx 
Association, and Edward F. Ferguson, 
first vice-president of the Manhattan 
and Bronx. Mr. Ludlow and Mr. Tilson 
invited the Brooklyn dealers to attend 
the outings and meetings of their 
respective hardware associations. 

Six new members were announced. 
These were: A. H. Schacht, Fazio 
Bros., A. W. Dow, Edward J. Sweeney, 
Kress & Sanger and Waxman & Glad- 
stein. 





Westinghouse Lamp Co. 
Elects New Officers 


At a meeting of the Board of Di- 
rectors of the Westinghouse Lamp Co., 





T. G. Whaling, 


vice-president 


held at their headquarters at 150 
Broadway, the following officers were 
elected: E. M. Herr, president of the 
Westinghouse Electric & Manufactur- 
ing Co., was reelected president of the 





Walter Carey, 
vice-president 








Westinghouse Lamp Company; Walter 
Cary was elected first vice-president; 
T. G. Whaling was elected a vice-presi- 
dent; L. A. Osborne and C. A. Terry 
were reelected as vice-presidents, and 
James C. Bennett and T. J. [lling were 





A. E. Allen, 
general manager 


reelected secretary and treasurer re- 
spectively. Mr. Cary, who was elected 
first vice-president, was formerly a 
vice-president and Mr. Whaling was 
elected a vice-president. 


The Professor 






To succeed Mr. Whaling, Arthur E. 


Allen, formerly manager New York 
District Sales Office of the Westing- 
house Electric & Mfg. Co., has been 
appointed general manager of the lamp 
company. 

Mr. Cary and Mr. Whaling have been 
with the Westinghouse Lamp Company 
since 1904 and 1906 respectively, both 
having been previously associated with 
the Milwaukee Electric Co. in the 
manufacture of dynamos and motors, 
Ar. Cary as president and Mr. Whaling 
as secretary and treasurer. Both are 
natives of Milwaukee, Mr. Cary 
having been born in that city in 1871 
and Mr. Whaling in 1878. Mr. Cary is 
a Harvard man, class of 1893, while 
Mr. Whaling attended Yale University 
(Sheffield), class of 1900. Shortly 
after coming with the Westinghouse 
Lamp Company, Mr. Cary became its 
vice-president and general manager, 
and later also a vice-president of the 
Westinghouse Electric & Mfg. Co. Mr. 
Whaling started with the lamp com- 
pany as assistant to manager, and has 
held the successive positions of sales 
manager, assistant general manager, 
general manager and vice-president. 

Arthur E. Allen also has a long rec- 
ord of progress with the Westinghouse 
organization. Mr. Allen, who is a na- 
tive of Toronto, Canada, entered the 
employ of the Westinghouse Electric & 
Mfg. Co. at the Newark works in 1902, 
subsequently being placed in charge of 
the test department. Later he became 
manager of the supply department of 
the New York sales office, then execu- 
tive assistant to the manager, then 
manager New York distrist sales office, 
and now general manager of the West- 
inghouse Lamp Company. 


Hercules Uses Handy Con- 


tainer for Wood Turpentine 


Dealers will be interested in know- 








ing that Hercules steam-distilled wood 
turpentine is now being distributed in 
5 gal. and 1 gal. cans by the Hercules 
Powder Co., Wilmington, Del. 

These new cans may easily be recog- 
nized by their distinctive orange and 
black lithographed sides, upon which 
the Hercules guarantee is reproduced 
in a permanent and pleasing manner. 
The cans are packed in wooden ship- 
ping boxes containing two of the five, 
or ten of the one-gallon containers. 
They weigh 86 and 89 Ibs. each. and 
handle and stack very conveniently. 


F. C. Horak Purchases 


Mlarnik & Weidner Store 


Mlarnik & Weidner, Dodge, Neb., 
have disposed of their hardware stock 
to F. C. Horak, who will take posses- 
sion about July 1, 1925. Mr. Horak 
was formerly in the hardware business 


_and is quoted as saying that he is very 
_glad to be back in the business. 











May 21, 1925 


HARDWARE AGE 





49 














OF THE TRADE 











A. EK. Duncan Honored by 
Stanley Works for 45 
Years’ Service 


A. E. Duncan, New York manager, 
Stanley Works, New Britain, Conn., 
was recently honored with a banquet 
at the Shuttle Meadow Country Club, 
New Britain, at which time Clarence 
Bennett, president of the Stanley 
Works, presented a gold watch to Mr. 





A. E. Duncan 


Duncan in recognition of his 45 years’ 
faithful service to that company. 

Mr. Duncan went with the company 
in 1880, starting as an office boy. He 
worked up through the various depart- 


ments, and for several years was a 
traveling salesman, covering the met- 
ropolitan district, Pennsylvania, Mary- 
land, Delaware and New Jersey. 

In 1906 Mr. Duncan became man- 
ager of the New York office located 
at 100 Lafayette Street. 


W. McD. McAllister Dies 


William McDonald McAllister, presi- 
dent, Covington Hardware & Furniture 


Co., Inc., Covington, Va., died recently. 


He was born Jan. 15, 1871, and was first 
employed as a boy in railroad —— 

n 
1893 he established the hardware firm 
of McAllister & Rinehart at Coving- 
A year and a half later he be- 
came sole proprietor of the business 
which has enjoyed 32 years of pros- 
He was also first vice-presi- 
dent of the Covington National Bank, 


tion work in western Kentucky. 
ton. 


perity. 
vice-president of A. A. McAllister & 


Sons Co., Inc.; president of the Cov- 
ington Grocery Co., Inc.; president of 


McAllister & Bell, Inc., and was a large 
real estate owner. 

The late Mr. McAllister was very 
active in civic works and Rotarian ac- 
tivities. He is survived by one son, 
two daughters and five brothers. Two 
of the brothers will continue the busi- 
ness, these being Hugh M. McAllister, 
who is now president and treasurer, 


and Julian R. McAllister, vice-presi- | 


dent, secretary and manager. 


Hardware Association. 
of the Jersey organization. 


Mayer Co. 


The minutes of the previous meeting 
were read by Horace Mollyneux, who 
acted as secretary, due to the unavoid- 
able absence of Wm. F. Littell, Jr. 
Matthias Ludlow proposed a resolution 
of sympathy due to the death of past 
president W. L. Cregar. 

The meeting was held at Colonia 
through the courtesy of I. T. Madsden, 
president of the Perth Amboy Hard- 
ware Co., who, on behalf of members 
in southern Jersey, made it possible 
for the organization to meet at the 





New Plant—June 1 


Hoeft & Co., Inc., Chicago, Ill., manu- 
facturers of Moe’s line of poultry sup- 
plies, will complete moving machinery 
and equipment to a new factory in 
North Chicago on or about June 1. The 
new plant is modern in every respect, 
has many improved facilities and ample 


pany will discontinue its Los Angeles 
branch, and all transactions will be 
handled through the main office and 
factory at North Chicago, Ill. 

The following officers remain un- 
changed: A. R. Hoeft, president and 
general manager; A. B. Moe, vice- 
president and sales manager, and H. 
O. Obermann, secretary and treasurer. 





Pittsburgh Supply Co. Moves 


The Pittsburgh Supply Co., mill, 
mine and contractors’ supplies, has re- 
moved from Ross and Water Streets to 
larger quarters at 435-437 Water 
Street, Pittsburgh. 





Alfred Field, Distributor for 
Zip Knife Sharpener; Texas 
Agents Appointed Also 


Alfred Field & Co., Inc., 93 Cham- 
bers Street, New York City, will rep- 
resent the Phillips-Laffitte Co., Phila- 
delphia, in the distribution of Zip knife 








sharpeners throughout the metropoli- 
i'tan district and New York State. 


Hoeft & Co. Will Occupy | 





space for future expansion. The com- 








| 


Jersey Dealers See Themselves as 
Others See Them in Film 


N interesting diversion in association meeting routine was afforded 

39 members of the North Jersey Hardware & Supply Association 
when they met at the Colonia Country Club, Colonia, N. J., on May 
12. The diversion was a film supplied and exhibited by W. Glenn 
Pearce, field secretary of the Pennsylvania and Atlantic Seaboard 
The film pictured several stores of members 
Those pictures were Ludlow & Squier, 
Arthur Manser, F. W. Mollyneux, Morris Miller, Birkenmeir & Kuhn, 
Kirby Stack Hardware Co., John A. Winters, and Benjamin A. 


Colonia Club, of which he is a member. 

A Birkenmeier, with the very 
necessary and able assistance of 
Morris Miller, played 18 holes of golf, 
Mr. Birkenmeier did the playing, while 
Mr. Miller found the holes and acted 
as a bodyguard extraordinary. 

At the close of the meeting it was 
announced that the Jersey outing 
would be held at Maplewood, N. J., on 
June 17. 

President Arthur Manser 
mit, N. J. presided. 


of Sum- 


Texas distributors for the Zip knife 
sharpener are Ebeling-Thornton Co., 
425 First National Bank Bldg., Hous- 
ton, Tex., and the Eberling-Dial Co., 
431 Gunter Building, San Antonio, 
Tex., for the Southern trade. 





Roeper Crane & Hoist Works 
Now Incorporated Firm 


The business conducted prior to Oc- 
tober, 1915, as the Reading Crane & 
Hoist Works, Reading, Pa., and from 
that date until July 1, 1924, as the 
Roeper Crane & Hoist Works, Read- 
ing, Pa., has been incorporated, and 
now operates as the Roeper Crane & 
Hoist Works, Inc., 1730 North Tenth 
Street, Reading, Pa. The company re- 
quests that its new name and address 
be used in all correspondence. 


Hersh Hardware Now 
Occupies Much Larger Store 


F, Hersh Hardware Co., Lumber and 
Hamilton Streets, Allentown, Pa., has 
recently enlarged its store, and now 
has what is said to be one of the finest 
and fully equipped hardware stores in 
the East. Officers of the company are: 
Arnold R. Lewis, president, and W. N. 
Eberhard, secretary and _ treasurer. 
The store is well departmentized with 
very successful sections .devoted to 
radio, sporting goods, auto accessories, 
builders’ hardware, etc. 

The firm was organized in 1856 by 
the late Franklin Hersh, Aaron E. 
Mosser and Henry D. Hersh. The store 
now has 51,000 sq. ft. for sales pur- 


poses. 
i 
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Sherwood Skinner Talks to Nutmeggers— 
Charles Bradley Does Few Jig Steps 


Le recounting of thrilling and interesting experiences in the 
Naval Submarine Service during the war, by Sherwood Skinner, 
was found very interesting by 35 members of the Nutmeggers who 
attended the monthly meeting held May 13, at the Shuttle Meadow 
Country Club, New Britain, Conn. Mr. Skinner is assistant general 
superintendent of Landers, Frary & Clark, New Britain, Conn., and 
a brother of Robert Skinner, secretary of the Skinner Chuck Co., 
New Britain, and a vice-president of the Nutmeggers. 


Jack Tracy, Russell & Erwin Mfg. 
Co., reported as chairman of the enter- 
tainment committee, and outlined a 
tentative program for a September 
outing which would be a sheep bake 
held at Haddam, Conn., on Sept. 16. 

Harry Sullivan, A. G. Spalding & 
Son, a new member, gave a few bari- 
tone solos. Mr. Sullivan sings regu- 
larly from radio broadcasting station 





Linford C. White, 
secretary, 
Nutmeggers 


WHN in New York City. He was ac- 
companied on the piano by Raphel 
Dorflinger who later played some popu- 
lar music to which Charles Bradley 














did some very interesting and intricate 
jig steps. President Leon Schwartz, 
Patterson-Sargent Co., presided. Mr. 





Leon O. Schwartz, 
president, 
Nutmeggers 


Schwartz commented very favorably 
on several articles which appeared re- 
cently in HARDWARE AGE, and ex- 
pressed the appreciation of the organi- 
zation to HARDWARE AGE for these 
articles, and for the publication of 
news items relative to the activities 
of the Nutmeggers. 

It was announced that the next meet- 
ing will be held June 10 at the Hotel 
Burritt, New Britain. 


/ 





Kirsch Mfg. Co. Plans 
Pacific Coast Plant 


The Kirsch Mfg. Co., Sturgis, Mich., 
is preparing to lease a plant for the 
manufacture of drapery hardware in 
Emeryville, Cal., which is in the San 
Francisco Bay district. The Kirsch 
Mfg. Co., according to the Oakland 
Chamber of Commerce, will carry an 
extensive stock of its products for dis- 
tribution in Western markets at its 
Emeryville plant. 

The Kirsch Mfg. Co. is a national 
organization capitalized at $1,000,000, 
with an annual output of about $3,- 
000,000. It has plants at St. Louis, 
Chicago and Woodstock, Ontario, Can- 
ada, in addition to its home plant. 

The officers of the company are: C. 
W. Kirsch, president and general man- 
ager; E. H. Rider, vice-president; D. 
W. Hoxie, treasurer; F. R. Buck, sec- 
retary. D. L. Ford is local represen- 


tative in San Francisco. 








Threadwell Tool Co. Pur- 
chases the Wells Corp. 


The Threadwell Tool Company, of 
Greenfield, Mass., a Massachusetts 
corporation, has purchased the plants, 
machinery and patents of The Wells 
Corporation, and will continue the 
manufacture of taps, dies, screw plates 
and small tools. The new company 
will centralize all of its manufacturing 
at Greenfield and will maintain sales 
offices and adequate stocks throughout 
the country. 

The Wells Corporation was formed 
in 1923 and was a consolidation of sev- 
eral old and well-known companies. 
Threading equipment and small tools 
of high quality, and in many cases of 
patented design, were manufactured. 
Early in 1924 The Wells Corporation 
placed its affairs in the hands of a 
receiver. 

The directors of the new company 
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the firm of Winthrop & Stimpson, in- 
ternationally known lawyers; Col. 
Francis L. Robbins, Jr., capitalist of 
New York City; Lawrence M. Bain- 
bridge, of the firm of Bainbridge & 
Ryan, bankers, of New York City; 
Charles A. Ruberl, formerly of the 
National City Bank; Charles H. Keith, 
Otto Kolstad and W. S. Keith. 

The officers of the new company are 
Charles H. Keith, chairman of the 
board; Otto Kolstad, president, and 
W. S. Keith, treasurer. 

Charles H. Keith is president of the 
New England Box Company, vice-pres- 
ident and director of the Franklin 
County Trust Company, secretary of 
the Rogers, Lunt & Bowlen Company, 
director of the Lamson & Goodnow 
Manufacturing Company and of the 
Boston Mutual Life Insurance Com- 


pany. 

Mr. Kolstad is well known to the 
hardware and plumbing trade and is . 
treasurer of the C. F. Church Manu- 
facturing Company of Holyoke, Mass. 
He is also an officer and director of 
several other corporations. He is re- 
garded as a very successful manufac- 
turer and sales executive, and brings 
to the new company a fund of expe- 
rience that will be invaluable. 

W. S. Keith has been identified with 
the New England Box Company as sec- 
retary. He is a financial executive of 
marked ability and wide experience. 
Mr. Keith will devote his entire time 
to The Threadwell Tool Company. He 
is a graduate of Williams College and 
during the late war was an officer in 
the Air Service. 

The manufacturing organization 
which was responsible for the develop- 
ment of The Wells Corporation’s prod- 
ucts will remain unchanged, and is in 
the hands of men who have long been 
identified with the manufacture of high 
grade tools. Louis E. Peck is manager 
and Herbert J. Smith superintendent. 

Mr. Peck has been engaged in the 
manufacture of machinery and tools 
for many years and has developed and 
patented many new tools and machines. 
He is a member of the American Soci- 
ety of Mechanical Engineers. 

Mr. Smith has had exceptional ex- 
perience in the manufacture of thread- 
ing tools, having been superintendent 
for two well-known manufacturers be- 
fore taking his present position. Mr. 











are the following: George Roberts, of 


Smith is also a member of the Ameri- 
can Society of Mechanical Engineers. 

The new company will also continue 
the manufacture of cutlery. This de- 
partment will be conducted under the 
name “Nichols Brothers,’ a trade mark 
that has been associated with cutlery 
for more than forty years. This de- 
partment will continue under the su- 
pervision of A. B. Anderson. 

The sales policy will be one of close 
cooperation with the jobbers and re- 
tailers and the standards of high qual- 
ity will be adhered to rigidly, it is an- 
nounced. 


F. W. Pratt Now Sales Mana- 
ger Goodell-Pratt Co. 


Francis W. Pratt has been ap- 
pointed sales manager of the Goodell- 
Pratt Co., Greenfield, Mass. He has 
been with the company since 1915, and 
succeeds Oscar W. Bardwell, who has 
recently associated himself as general 
manager of W. M. Potter & Sons, 
Greenfield. 
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General Market News 





Hardware Prices Firm— 
Sales Are Increasing— 
Collections Improving 


ARDWARE prices are essentially firm in the important 


market and distributing centers. 


The few price 


changes reported are relatively unimportant and are 
actually adjustments in certain numbers. 
Sales appear to be improving very steadily with both the 
wholesaler and retailer of general hardware and specialties. 
Spring goods have been very active. Staple lines are selling 


in a moderate way. 


Stocks on seasonable items are not 


very heavy, but up to the present there has been no serious 


shortage. 


Collections are improving slowly in most sections. Fac- 
tory shipments are reported very satisfactory. 





Few Price Changes Made 
in Chicago Market 


There are very few price changes 
noted in the Chicago hardware market. 
Linseed oil advanced 2 cents per gal- 
lon and turpentine advanced 11 cents 
per gallon. 

Dealers are centering their efforts 
on the movement of spring merchan- 
dise, sales of which have slowed down, 
due to cold weather. It is expected 
that with a few warm days business 
will pick up. 


1925 Sales Holding Up 
in Cincinnati 


Hardware jobbers in Cincinnati state 
that their sales have been holding up 
to a satisfactory level during the past 
two weeks. SeVeral of the larger con- 
cerns report that their volume of busi- 
ness this year is about 5 to 10 per cent 
— of the corresponding period in 
1924, 

Many seasonable items have been 
moving a little more slowly than deal- 
ers had anticipated because of the ab- 
normally cold weather that has pre- 
vailed to date. The extensive building 
operations now under way in Cincin- 
nati are reflected in increasing sales 
of hardware dealers. 

Retailers are still buying only suffi- 
cient stock to tide them over present 
demands. Large retailers report that 
their cash sales are slightly behind 
1924, but their installment business is 
about on a par with last year. 








Steel Shovels Advanced 
in New England 


Possibly the most important price 
change made in the New England job- 
bing hardware field the past week was 
an advance of 25c. a doz. on steel shov- 
els. The extra charge for beveled chisels 





also has been raised 25c. the doz. 
Otherwise, price changes are mainly on 
the downside, although in practically 
each instance they are of semi-im- 
portance. Hemp and marlin twine 
have been cut about 10 per cent, win- 
dow weights $2 a ton, while some num- 
bers of Vaughan & Bushnell chisels, 
crate openers, staple pullers, punches, 
gas and burner pliers and carpenters’ 
pincers have been reduced slightly, and 
that company’s drop forged planes have 
reduced somewhat. The market for 
cotton duck is easier, but not so in a 
jobbing way. 


Hardware Movement Steady 
in Pittsburgh 


The movement of hardware in the 
Pittsburgh district is steady, but not 
pressingly active. Price changes are 
few. The leading maker of shovels 
has issued a new price list in which 
present prices are largely reaffirmed. 
Shovel prices for some time have been 
subject to some shading, and that is 
the case at present. A sharp advance 
is noted in turpentine, which now com- 
mands the same price as linseed oil. 
Collections are only fair, the continued 
depression in the coal industry and the 
fact that the steel industry is off con- 
siderably in point of activity from the 
fore part of the year being factors. 





Sales Increasing—Collections 
Good in Twin Cities Area 


Trade in the Twin City territory 
shows gains in the past few weeks. 
Spring work in all lines is well under 
way, and building shows a very good 
increase. This is not confined to any 
district, but is general over the entire 
Northwest. However, collections from 
the rural districts are better than they 
are in the larger centers. Better con- 
ditions in this respect will be felt in 
the next 60 days, it is believed. 





Sales for 1925 Double Those 
of 1924, Says Chaffin 


Sales for the period of Jan. 1 to 
May 13, 1925, have been about double 
the sales for the same period of 1924, 
according to a report from the Ameri- 
can Bolt & Screw Case Co., Dayton, 
Ohio. The report is made by G. W. 
Chaffin, proprietor, and _ refers, of 
course, to the sales record on the com- 
pany’s products which are revolving 
cases for bolts, screws, tools, plumb- 
ers’ supplies, ete. 


New York Prices Firm; 
Collections Improving 


Better business in the hardware 
trade -hhas come with the improvement 
in weather’ conditions. Prices on 
staple lines and seasonal goods are 
very firm. Demand for steel goods, 
garden hose, hose accessories and lawn 
mowers is very satisfactory and job- 
bers report a good reorder business 
in these spring lines. 

Collections continue to improve. 


Trade Movements Found 
Conflicting 


Despite the conflicting movements in 
business, there is rather better feeling, 
on the whole, and more disposition to 
stress the favorable aspects, Dun’s Re- 
view says. 

“The good points do not obscure the 
unsatisfactory phases, but the improved 
sentiment is supported by various con- 
structive factors and by strong statis- 
tical exhibits,” the survey continues. 
“Largest April merchandise exports in 
five years give new proof of the growth 
of this country’s foreign commerce 
and of the economic recovery in Eu- 
rope, bank clearings and building per- 
mits have set new high records, and 
railroad freight traffic is still of excep- 
tional magnitude. It is made clear by 
these and other comparisons that cur- 
rent transactions are of immense vol- 
ume in the aggregate, and progress 
this year, if falling short of the most 
optimistic expectation, has been sub- 
stantial and of a wholesome character. 

“There is a solid basis for further 
gains and operations in certain lines, 
notably the automobile trade, which 
have recently risen sharply, but read- 
justments have been under way in some 
industries where there was an over- 
production during the first quarter. A 
progressive decrease in iron and steel 
output and a restriction of cotton goods 
manufacture are prominent among the 
evidences of reaction from the expan- 
sion of earlier months, while competi- 
tion for orders has increased and profit 
margins have been narrowed by de- 
clining prices.” 
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Cheerful Outlook in Pittsburgh Market— 


Prices Firm on Practically All Lines 


(Pittsburgh office of HARDWARE AGé) 

ARDWARE business in this district meets the hopes 
H and expectations of few of those engaged in the 
business, but there is no one doing so poorly as to 

The truth is that there is a good, 
steady day-to-day business, with retailers making pur- 
chases closely in keeping with their known requirements. 
This sort of demand has the saving grace of being a 
healthy one, seeing that it means no additions to stocks 
and that when there is an increase in consumption it is 
quickly reflected in the demand upon jobbers and in turn 


call the market quiet. 


upon manufacturers. 


Prices are holding with remarkable steadiness seeing 
that the trend of prices of so many base and raw mate- 
rials is downward. Beginning with coal, which is selling 


AUTOMOBILE ACCESSORIES.—tThe | 


report of the trade still is of slow 
business. Sales drives are on in a 
number of the items, but despite that 
the jobbers still complain that busi- 
is not what it should be at this 


ness 
time of the year. 

Prices from jobbers’ stock, f.o.b. 
Pittsburgh, follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
49, 5sc.; lots of 50 to 99, 55c.; lots of 
100 to 200, 57e.: lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 
42c.; lots of 100 to 200, 39c.; lots of 
300 or more, 3ic. 

Motor Meters. -— Standard makes, 


lots of less than 10, 25 per cent off 


list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 


Horns.—Spartons, single lots, 33% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners.—Trico uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, $3.75 
e 


ach. 
Pumps.—Anthony line, $2.20 each. 
BOLTS, NUTS AND RIVETS.—The 
most favorable condition in these lines 
is that stocks in second and third hands 
are light. There are no big demands 
and since few regard the possibility 
of higher prices as imminent, there is 
no disposition to buy beyond actual 
needs. Jobbers feel that prices are too 
high and instead of buying in large 
lots are buying very sparingly. 
We quote out of jobbers’ stocks as 
follows: 
Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
per cent off list: tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.25c. off list; c.p.c. 
and t. blank or tapped, 3.35c. off list; 
rivets, small wagon and tinners’, 60 
per cent off list. 


OIL STOVES.—The market here is not 
very active in this line, natural gas 
still being cheap so far as home in- 
stallations are concerned, while the de- 
mand for summer home and camp in- 
stallations has not yet developed in 
volume. 


Jobbers quote retailers, f.o.b. Pitts- 
burgh, a discount of 30 and 5 per 


cent on these prices: 
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tively weak. 


possibly less. 


LIST PRICES 
Oil Cook Stoves 


oo, eee. BS. « ccwcceseces $9.50 
INO. BEB BS BOUPMOTB. « c cccccvcces 17.35 
No. 213 3 Burmers..........---. 223.0 
UO. BEG & BOUBMORGD. 2. cccccccccer O08 
No. 215 5 Burners............. 39.50 
No. 1102 High Shelf Only...... 0.25 
No. 1103 High Shelf Only...... 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only...... 9.75 
Rockweave wicks, 25c. each. 
Ovens 
No. 05 1 Burner Solid Door....$2.10 
No 5 1 Burner Glass Door.... 2.25 
No. 010 1 Burner Solid Door.... 4.15 
No. 101 Burner Glass Door.... 4.40 
No. 020 2 Burners Solid Door... 5.15 
No. 20 2 Burners Glass Door... 5.40 
No. 030 2 Burners Solid Door... 5.40 
No. 30 2 Burners Glass Door... 5.70 
Nesco water heaters, list price $45. 
Kamp cook stoves, No. 3, $4.65; No. 
4, $7.15; No. 7, $6; No. 10, $9.75. 
PAINTING MATERIALS.—A ss sharp 


advance in turpentine has been the fea- 
ture and there is now the unusual sit- 


uation of that material and linseed oil 
selling at the same price. 


The price of 
lead is subject to some shading. Busi- 
ness is fairly good, but it does not come 


_up to that at this time last year, nor to 


the expectations of a short time ago. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ilb. 
lots, 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.18 per gal. in barrel lots: 
———s oil, $1.18 per gal. in barrel 
ots. 


SHOVELS.—The Ames Shovel & Tool 
Co. has issued a new price list which 
largely reaffirms present prices. Quo- 
tations of all companies are without 


change, but as for some time past, 
competition for business is sharp and 


one company is not letting its custom- 
ers go to another producer on the score 


of price. 


_MILL, MINE AND FACTORY SUP- 


_PLIES.—tThis trade reports that there 


is considerable room for improvement 
in business. The trouble is not lack of 
orders, but the fact that they run so 
small that it takes a good many of 
them to create volume. Prices to re- 
tailers follow: 


Pipe Wrenches.—Walworth, 65 per 
cent off list; Trimo, 65 per cent off 
list. 














at and in not a few instances below costs, we find the pig 
iron market not only here but throughout the country 
weak under pressure of producers to find sales. 
steel market is steady rather than strong as a general 
proposition and in sheets and cold-rolled strips it is posi- 
There is no longer any doubt that steel 
production over the first three months of the year was 
very much in excess of actual requirements and in the 
correction of that condition, the industry, which during 
the first quarter averaged better than 90 per cent of 
capacity operation, now is down to about 70 per cent and 
In explanation for a continued report of 
only fair collections in the hardware trade, the slowing 
down in the steel industry and the continued depression 
in the coal industry are factors that cannot be overlooked. 


The 


Fittings.—Cast iron, screw, 36 per 
cent off piece list; flange, 47 per cent 
off list; malleable, lb., list plus 4 per 
cent; standard iron body gate valves, 
o5>06CUand)«€©655—hCG—per: cent off piece list; 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off list. 


Rope.— First grade long fiber 
manila, 28c. per Ib. 

Belting.—No. 1 leather, 45 per 
cent off list; No. 1 rubber, 50 per 


cent off list. 
Twist Drills.—Carbon, 60 per cent 


off list; high speed, 45 per cent off 
list. 

iles.—High grade, 50 per cent off 
list 


Screws.—Wood screws, 72 and 5 
per cent off list; milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks. — Carbon 
picks and mattocks, 45 per cent off 
list. 


Hacksaw Blades.—Best grade, 5) 
per cent off list. 

STEEL AND IRON PIPE.—Demands 
upon jobbers here are steady enough, 
but evidently not large enough, since 
there is much shading of the regular 
jobbing prices. The report from other 
distributing centers indicates close ob- 
servance of quotations. 

Prices out of jobbers’ stocks, f.o.b. 


Pittsburgh, follow: 
Standard Steel Pipe 


Black Galvanized 
Net € 

Size Per 100 Ft. Per 100 Ft. 
PE. canweeseees $3.41 $4.90 
4% -in coe ceecececcee 3.36 4.98 
Dn, sceceeunves 3.36 4.98 
Dh cecoseussoes 4.34 5.61 
%4 -in Seseseeneees 5.41 6.90 
Pe 7.65 9.86 
i. ¢é0sctveses 10.35 13.34 
i «svsbeces ee 12.38 15.95 
I 16.65 21.46 
OT Er 26.33 33.93 
i 34.43 44.37 
Dn crcwesone ve 44.16 56.12 
D> Gikewieaaewh eat 52.32 66.49 
Dk ¢eseumbeeen 60.96 77.47 
er 71.04 90.28 
a er 92.16 117.19 

Wrought Iron Pipe 

Black Galvanized 
Net Net 

Size Per 100 Ft. Per 100 Ft. 
4 -in $7.20 $9.00 
Pn: seecssssenad 7.20 9.00 
nh: ss0ekeue ews 7.40 9.26 
ee ree 9.32 11.50 
I ike asa tite va ic lvbieie 13.43 16.66 
hs: Siscnnees ee 18.17 22.54 
er 21.73 26.95 
a ae sang td i ta to 0h 0 31.82 38.48 
DA. 6¢bedenenes 48.56 58.50 
3a 61.97 74.97 
ith n~on pee 74.52 90.16 
a 88.29 106.82 
NS. hg eee oe bie 102.90 124.46 
tars ced les ala acai tat 119.90 145.04 
Dh s6ikk<teeeuae 155.50 188.16 
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Ce 


Business Good in Cineinnati Territory— 


Sales Ahead of Last Year’s 


(Cincinnati office of HARDWARE AGE) 

ARDWARE jobbers in Cincinnati state that their 
sales have been holding up to a satisfactory level 
Several of the larger 
concerns report that their volume of business this year is 
running between 5 and 10 per cent ahead of the corre- 
sponding period in 1924. Sales of jobbers have fallen off 
somewhat, but this is due to the fact that retailers are 
well stocked to meet present needs and are confining their 
Shipments by jobbers 


during the past two weeks. 


purchases largely to fill-in orders. 
are satisfactory. 


Many seasonable items have been moving a little more 
slowly than dealers had anticipated because of the abnor- 
mally cold weather that has prevailed to date. 


AUTOMOBILE ACCESSORIES.— 
Business has been holding up fairly 
well. Several large jobbers declare 
that their sales have averaged about 
10 per cent increase over the corre- 
sponding period in 1924. Favorable 
weather is expected to bring out a 
heavy demand. An advance of about 5 
per cent in the price of tires and about 
10 per cent in the price of tubes has 
been recorded. Dealers are buying 
cautiously and are careful not to over- 
stock their shelves. 


We quote from Cincinnati jobbers’ 
stocks: 

Luggage Carriers.—$1 each; 90c. in 
lots of 24. 

Seat Covers.—Ford coupe, $4.50 a 
set; Ford sedan, ; Chevrolet coupe, 
$5. 90: coach, $9.9 

Tires. —Beaver an 30x3, ~ $5. +f 
30x3%, $6; Beaver cord, 30x3%, $7.8 
Badger cord, 30x3 %, $10: Aindaed 
eee 830x314, $1.30: extra heavy, 


Jacks.—Ajax, No. 9, $1.05 each, 95c. 
each in lots of 10; No. 10, 85c. each, 
75e. in lots of 10; No. 50, $3 each, 
$2.70 in lots of 10; No. 60, $2.50 each, 
$2.25 in lots of 10. 

BASEBALL GOODS.—Jobbers report 
that dealers are calling for heavy 
stocks and a satisfactory volume of 
shipments has been going north to re- 
tailers in Cincinnati, territory. Interest 
in amateur baseball is at a high point 
here and this is aiding sales of goods. 
Prices remain unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Baseballs.—Official League, $15 per 
dozen net; Special League, $12; Offi- 
cial Practice, $7.80; Junior Official 
League, $10; New York Club, $4; 
League Junior, $2; Boy’s Practice, 80c. 

Bats.—No. 40K, $21 per. doz. net; 


40TS, $16.20; 40CW, $16.20: No. 20, 
$12: No. 16, $10.80; No. 13, $7.20; PG, 
5.40; No , $4; No 

aseman’s Mitts. —No. 145, $3.95 


Ba 
each; No. 131, $3; No. 123, $1. 95; No. 


110, 83c. 

Catchers’ Mitts.—No. 234, $6 each; 

No. 226, $4.90; No. 210, $4.60; No. 188, 

$2.67; No. 186, $1.95; No. 185, $1.33; 

No. 182, 84c. : x 
Fielders’ Gloves.—No. DW. $4.35 

each: No. 95c.: No. 44, $2.33; No. 
$2: No. 20, $1. 50; No. 14, 67c. 


34, $2: 
BOLTS AND NUTS.—Shipments to 
dealers continue at a fair rate. Some 
of the jobbers have shaded prices in 
this territory to obtain business. Most 
retailers are well covered as far as 
wants in the immediate future are con- 


cerned. 
We 


quote from Cincinnati jobbers’ 














cream freezers, 


Retailers 


stock: Machine bolts, large, 50, 10 
and 5 off; small, 50, 10, 10 and 5 off; 
carriage bolts, large, 50 and 5 off; 
small, 50, 10 and 5 off; stove bolts, 
75 and 5 off; semi-finished nuts, *- 
in. and smaller, 75 off; larger sizes, 
65 off. 


BUILDERS’ 


HARDWARE. — Jobbers | 


have been doing a fairly good business | 


in the past two weeks. 
tions have been going forward on an 


Building opera- | 


extensive scale and demand for build- | 


ers’ 
considerably. Prices have not changed, 


hardware is beginning to improve | 


although sash weights are expected to. 


come down shortly from $2.15 to $2. 
A steady gain in sales is anticipated 
during the next two months. 

We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10, 10 andd off. 

Hasps.—Common hinges, 
safety hasps, 3-in., 95c. single 
doz.; i $1.25; 6-in., $1.75. 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3% 
20c. per pair net; 4 x 4, 28c. In less 
than case lots, 31% x 314, 22c.; 4 x 4, 
30c. 

EAVES TROUGH AND CONDUCTOR 
PIPE.— Business is fairly good, al- 
though it is not as brisk as some job- 
bers had looked forward to. Prices are 
firm with no changes made in the last 
two weeks. 


We quote 


70 off; 
per 


from Cincinnati jobbers’ 


stocks: 28-gage, 5-in. eaves trough, 
$5.50 per 100 ft.; 28-gage, 3-in. cor- 
rugated conductor pipe, $5.75 per 100 


el- 
3-in. 
$1.51 


conductor 
29-gaxge, 
elbows, 


3-in. corrugated 
2.16 per doz.; 
conductor 


ft.; 

bows, 

corrugated 

per doz. 
GALVANIZED WARE.—Retailers are 
carrying considerable stock and they 
report good sales. Jobbers state that 
their orders have been normal. There 
has been no change in prices. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., 
$3 per doz.; 16-qt., $3.60 per doz.: 
galvanized tubs, No. 1, $6.80 per doz. 


GARDEN HOSE.—Sales have not been 
as satisfactory as jobbers had ex- 
pected. Many retailers carried stocks 
over from last year and this cut into 
the jobbers’ business for the present 
season. Orders, however, have in 
many instances been larger than they 
were last year. Prices are steady. 


We from Cincinnati jobbers’ 


quote 
stocks: braided garden hose, 


Double 








feel that, with a few weeks of warm weather, they will 
experience a_ healthy 
products as lawn mowers, garden hose, hammocks, ice 
ete. 
that are under way at present are already being reflected 
in increasing sales by hardware dealers. 

Retailers have not departed from their cautious policy 
of purchasing only sufficient stock to tide them over 
present demands. 
that their orders are splendid as far as volume is con- 
cerned, but the individual orders are for small amounts. 
Large retailers report that their cash sales are slightly 
behind 1924, but their installment business is about on a 


par with last year. 


increase in their trade on such 


The extensive building operations 


Jobbers, in many instances, are finding 


_ length, %-in., 8%c. ft.; %-in., 

ates %-in., 10%4c. ft.; in 50-ft. 
ie ngs, , “in. Sibe. ft.; 5s-in., 934¢. 
ft. %-in., 103 ye. ft. 


GARDEN T OOLS.— Good shipments 
have been made to retailers who have 
experienced encouraging business this 
spring. Demand for rakes and hoes 
continues to be rather heavy. 

We quote from Cincinnati jobbers’ 


stocks: 

Hoes.—6%-in. planter’s hoe, $7.40 
doz.; regular socket hoe, first grade, 
$8.85 doz. 

Rakes. — Cronk’s 14-tooth, $8.50 
doz.; cheaper, 14-tooth, $4.75 doz.; 
best steel, 14-tooth, $8.50 doz. 

Spading Forks. = Cheaper, $9.60 
doz.; medium, $15.25 doz.: best, $18 
doz. 

Hay Forks.—Best grade, _ 6-ft., 
$13.50; second grade, 6-ft., $12.25 doz. 


GLASS.—A gratifying increase in the 
sale of glass has been made in the last 
ten days. Jobbers have had good calls 
from dealers and shipments have been 
large. No change in quotations. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
three brackets, 87 per cent discount; 
double strength A, 85 per cent dis- 
count; double strength B, 87 per cent 
discount, 

HANDLES (Agricultural). — Steady 
demand from rural districts still con- 
tinues. Prices remain unchanged. Fill- 
in orders have been taken in the past 
ten days by local jobbers. 


We quote from Cincinnati jobbers’ 


stocks: 5%-ft. hay fork, $3.20 doz.; 
6-ft., $4.20; 514-ft. bent, $3.80: 6-ft., 
ee $4.80; 1%- cotton hoe, $2.30 doz.; 


] -planter’ s hoe, $3 doz. 
HAMMERS AND HATCHETS.—Sales 
are holding up to a satisfactory level. 
Retailers report that their business is 
about normal and shipments of jobbers 
have been in good quantities. Quota- 
tions are the same. 


We quote from Cincinnati 
stocks: Hatchets, No. a 
doz.; hammers, No. 81, $10.50 
Rov Seout, $11 doz. 


HAMMOCKS.—tThe cool weather that 
has prevailed almost continuously dur- 
ing the past two weeks has retarded 
the sale of hammocks. Dealers are be- 
ginning to ask for fair-sized shipments, 
however, and business should be favor- 
able within a few weeks. Prices have 
not been affected. 
We 
stock: 
makes, 


jobbers’ 
$11.20 
doz.; 


jobbers’ 


quote from Cincinnati 
Standard 


(‘otton Hammocks, 
$15 to $54 




















a4 


business. 


jobbing trade is still light. 
stable. 


We quote from Cincinnati jobbers’ 


stocks: 
ae Mountain, l- “oF * $4.85 list; 2- 
6. 


$5.65 list; 3- -at., 5 list; -at., 
$8 25 list; 6-qt., $10.45 list: 8-qt., 
$13.50 list: 10-at., $18 list; 12-qt., 
21.55 list; 15-qt., $25.60 list; 20-qt., 
33.20 list; 25-at., $42.60 list; Arctic, 
1-qt., $4 list: 2-qt., $4.60 list; 3-qt., 
$5.55 list; 4-qt., $6.80 list; 6-qt., $8.60 
list; 8-qt., $11. 10 list. All the above 


less 50 per cent discount. 


LAWN MOWERS.—Sales are increas- 


ing slowly, but are behind the total vol- 
ume that jobbers had expected. Re- 
tailers have adequate stocks to cover 
present needs. No change has been 
made in prices. 

We quote from Cincinnati jobbers 
stocks: Common mowers, 14-in., 
$5.15 each; cheaper grade ball-bear- 
ing, $7.25 each; medium grade ball- 
bearing, $8 each: best grade ball- 
bearing, 14-in., $11: 16-in., $11.50. 

NAILS.—While sales have held up 
fairly well, prices have shown weak- 
ness and there has been a reduction in 
quotations on both common wire nails 
and cement coated nails. Jobbers, in 
many instances, have _ considerable 
stock in their warehouses. 


We quote from Cincinnati jobbers’ 
stocks: 
keg; 
keg. 


Common wire nails, $3.15 per 


cement coated nails, $2.65 per 





tory of the Twin Cities as they were a week ago. 

with the exception that the country districts show 
added improvement in trade and other activities. 
the local wholesale houses reported that collections are 
coming in much better from the country than they were 
during the last month. This indicates that the long- 
awaited activities are beginning and that the various 
lines of business in the larger cities will feel the effect. 


AXES.—Sales are normal, and prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14.50, and double bit 
axes, base weights, $19.50 per dozen. 

BATTERIES.—Demand still continues 
to be very good, with ample stocks 
from which to draw. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 dry cells, 
case lots at 29 cents each; radio “RB” 


batteries, unit package quantities, 
No. 766, .30 each; No. 764, $1.14 
each; No. 767, bn 44 each; No. 772, 


$2.44 each; No. 770, $3.09 each; radio 
— batteries, No. 771, 39 cents each, 
net 
BOLTS.—Retail sales are slowly im- 
proving, with the demand greatest in 
the country districts. Stocks are well 
filled and prices unchanged. 


from jobbers’ stocks, 


We quote 
Carriage bolts at 


f.o.b. Twin Cities: 





ICE CREAM FREEZERS.—Here again 
the unfavorable weather has retarded 
Retailers are just starting to 
stock freezers and the demand in the 
Prices are 
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PAINT. — Excellent business is 
nati. 
crease in prices. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single bar- 
rels, $1.10 per gal.; turpentine in 
2-barrel lots, $1.02 per gal.; white and 
red lead in 500-Ib. kegs, 16c. per Ib., 
less 10 per cent. 


products. 


Prices remain unchanged. 


These are list prices. 
counts are noted after each group. 


Oil Cook Stoves 














NESCO— 
is = a) nr $9.50 
INO. BIS BS DUTMOTSB.......cccccce 17.35 
No. 213 3 burmers.............- 22.00 
No. 214 4 burners.............. 28.00 
No. 215 & DUPMePrs.......ccccoce 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9 75 
Nesco dealer’s discount, 30 and 5 
per cent. 
PERFECTION— 
i Ee ecw eeeae $17.50 
eo i  ccceeces 22.50 
Se £5 ee 28.50 
Ss. Ot os ace cecenaes 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 





Improving Demand Reported in Northwest— 
Building Activities Expected to Help Business 


(Minneapolis office of HARDWARE AGE) 


(J) tory of the are practically the same in the terri- 


One of 


start at once. 





50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
lists. 


BRADS.—Demand is slightly better 
with the increase in the amount of 
building being started and under way. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—Sales are 
increasing as the season advances. The 
greatest demand is for finishing hard- 
ware for the lower priced houses. As 
in other lines, the greatest demand is 
from the rural districts, although there 
is a very good building movement on 
the way in the larger centers. 
CHURNS.—Call for churns is normal 
for this season of the year. Stocks are 
well filled and prices steady. 


We quote from jobbers’ stocks, 


re- 
ported by the many jobbers in Cincin- 
There has also been a slight in- 


OIL STOVES, OVENS AND WATER 
HEATERS.—Jobbers report that they 
have had a splendid demand for these 
Sales are ahead of last year. 
One large jobber has just put through 
a sizable order for quick shipment be- 
cause of the heavy call for goods. 


Dealers’ dis- 
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PURITAN (Improved Model)— 
No. 42 2 


No. ED. ened b-bd eee wale $17.50 
a, ae oe «ce csuccedosed 22.50 
a 28.50 
Puritan discounts same as Perfec- 

fection. 

Ovens 

NESCO— 
No. 05 1 burner solid door...... $2.10 
No. 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 101 burner glass door...... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door..... 5.70 


Dealer’s discount 30 and 5 per ce nt. 





PERFECTION— 


No. 211 1 burner plain door...... $2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
3 faery 6.15 


Dealer’s discount, on 10 or more, 30 
































and 5 per cent; less than 10, 30 per 
cent. 
PURITAN— 
No. 42G 2 burners glass door....$5.25 

Dealer’s discount, or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Water Heaters 

CC eS ee eee $45.00 
Perfection No. 412.....ccccccces 40.00 


Perfection No. 421 0. 
Nesco discount, 30 and 5 per cent; 

Perfection discount, 30 and 5 per cent 

in lots of 10 or more; less than 10, 30 


per cent. 
Wicks, Etc 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


“eevee eveeeeevneee 


cook 





Building is progressing at a very fair rate, and con- 
tracts are being placed for many of the structures which 
have been held in abeyance for some time. 
in Minneapolis in this respect is the general contract for 
the Municipal Auditorium, for which excavation work will 


Outstanding 


But the greater activities are still in the rural districts, 
where the people have deferred until this year many of 
the necessary repairs and much construction work. 








f.o.b. Twin Cities: Barrel type 
churns at 30-10 per cent from lists. 


COASTER WAGONS.—With the ap- 
proach of the school holidays, sales of 
wagons and other wheel goods shows 
improvement. Stocks have been well 
filled for this demand, and prices are 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each; No. 
63, $7.22 each. Overland coaster 
wagons, 50 per cent from factory 
lists; all steel coaster wagons, 50 per 
cent from lists. 


COPPER RIVETS AND BURRS.— 
Automobile shops are in the height of 
their spring work, and are taking a 
very good quantity of rivets for brake 
band work. Other demands are fair. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs at 30-10 per cent from lists. 
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EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call for this 
class of material is increasing. The 
lack of rains up to the present time 
probably has retarded the demand to 
some extent, especially for repair work. 
Stocks are well filled and prices un- 
changed. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5 in., $5.25 per 100 
 ®. in., 28 ga. conductor pipe, $5 
per 100 ft.; 3 in. conductor elbows, 
$1.75 per doz. 

FIELD FENCE.—Demand is improv- 
ing, with stocks ample for all call. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Grade L hog 
fence, 26 in., $30.38 per 100 rods. 

FILES.—Sales are showing improve- 
ment as mechanics in various lines get 
into the year’s work. Shops and fac- 
tories are taking more of this class of 
goods, especially the automobile re- 
pair establishments. Prices show no 
changes. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60-10 per cent from lists. 

GALVANIZED WARE.— Demand is 
very good for some lines of galvanized 
ware, such as pails and tubs. 
are heavy, and prices unchanged. 

We 

f.o.b. 


quote from jobbers’ stocks, 
Twin Cities: Standard No. 1 
galvanized tubs at $7.25: No. 2, 
$8.; No. 3, $9.20; heavy galvanized, 
No. 1, at $12.30; No. 2, $13.50; No. 
3, 14.70; standard 10 qt. galvanized 
pails at $2.65; 12 qt., $3.00: 14 qt., 
$3.35; stock pails, 16 qt., $5; and 18 
qt., $5.50 per dozen, net. 


GLASS AND PUTTY. — Sales are 
showing some increase as the building 
season gets under way. Stocks are 
well filled, and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per 
cent from list. Strictly pure putty in 
50-lb. drums, $4.85 cwt., and in 25-lb. 
drums at $5 cwt. 


HAMMER AND HATCHETS.—tThere 
is evident some additional interest in 
tools, particularly in the carpénter’s 


lines. Stocks are well filled, and prices 
are steady. 
We quote from jobbers’ _ stocks, 


f.o.b. Twin Cities: Maydole No. 11% 
hammers at $12.60; Plumb, No. HF81, 
$10.50; Riverside, No. 611%, $10.50 
doz.: Hatchet, Plumb’s broad, No. 
2, $14.45; shingling, No. 2, $11.20 
doz.: Plumb’s claw hatchets, No. 2, 
$12.50 doz., net. 
HOSE.—Demand has been exception- 
ally good for hose this spring, the lack 
of rain having contributed greatly to 
the sales in this line. Stocks are still 
well filled, and prices unchanged. 


We quote from jobber’s_ stocks, 
f.o.b. Twin Cities: Competition ™% in., 
at 8%c. ft., Leader; % in., 5 ply at 
9%c. ft.: Good Luck, ®% in., 6 ply, 
10l%ec, ft.; Bull Dog, % in., 7 ply, 138c. 
ft. 


LAWN MOWERS.—Mowers are _ be- 
ginning to move out to the consumer 
at a very fair rate. The season is far 
enough advanced so that the mower is 
a necessity, and dealers are finding 
ready sale for them. Prices show no 





Stocks | 

















changes. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, 
styles A and C, 35-5 per cent; style 
E, 40-5 per cent and style K, 35 per 
cent from list. 


MILK CANS.—Demand is fair, re- 
placement business being a large share 
of the sales. Stocks are well filled and 
prices unchanged. 


We quote from 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans at $2.75; 8 gal. at $3.30, 
and 10 gal. at $3.40 each, net. 

NAILS.—Sales are showing some in- 
crease as the building progresses. 
Stocks are well filled, and prices steady 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 per keg, base, and 
cement coated wire nails at $2.65 per 
keg, base. 


OIL COOK STOVES, OVENS AND 
WATER HEATERS. — Jobbers are 
finding a very good demand for this 
class of goods, the largest call being 
from the rural districts. Lake dwellers 


jobbers’ stocks, 


are buying freely also. Prices are 
steady as last quoted. 
Oil Cook Stoves 
NESCO— 
re ee $9.50 
ee) Re 17.35 
WO. BES S&S WOPMOTR....ccccccccce Bane 
Wo. BEG 4 . DURPMOTB... .cccccccccs 28.00 
SS FO eer 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
Neseco dealer’s discount, 30 and 5 
per cent. 
PERFECTION— 
TO ee ee $17.50 
pe Se er ee 22.50 
Fe ~~ ee re 28.50 
ED eee 39.50 
Perfection dealer’s discount, 30 


and 5 per cent on lots of 10 or more; 
on less than 10, 30 per cent. 


PURITAN (Improved Model)— 








SS ££, POT TST Te Tee $17.50 
WO. SE B WUPMOTB. nc cccccccccscse Bee 
oe. ee ee I 0 6k dr ce dewwes 28.50 
Puritan discounts same as Per- 
fection. 
Ovens 
NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 
Dealer’s discount 30 and 5 per 
cent. 
PERFECTION— 
No. 211 1 burner plain door....$2.50 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door.. 6.00 
Se See ere re 6.15 
Dealer’s discount, on 10 or more, 
30 and per cent; less than 10, 
30 per cent. 
PURITAN 
No. 42G 2 burners glass door... .$5.25 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
Water Heaters 
I i eae ae ie ig gg $45.00 
Perfection No. 412............. 40.00 
Pertection® NO, GBlsivcccccccess 80.00 


Nesco discount, 30 and 5 per cent: 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


cook 
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PAINTS AND WHITE LEAD.—Sales 
are very satisfactory in the paint line 
in all parts of the territory. Stocks 
are moving out rapidly, and the predic- 
tion for an excellent year seems to be 
coming true. Prices are unchanged 
from last quotation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $3.10: second grade house 
paints at $2.25 per gallon, and white 
lead in 100 lb. containers at $14.29 
cwt., net. 

PAPER. — With the increase in the 


amount of building being done, paper 
is selling much better. Stocks are well 
filled, and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin building 
paper in 25, 30 and 35 Ib. rolls at 
$3.25 cwt. 

PLANTERS.—Demand is very good in 
this line, as planting is at its height at 


present. Stocks are well assorted, and 
prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn and 
potato planters at $9.75 per dozen, 
net. 

POULTRY¥ NETTING.—Poultry rais- 


ers are buying at a fair rate, and 
gardeners are also preparing to protect 


their gardens from harm. Sales are 
good, and prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon poultry 


netting at 50 per cent from lists. 


PYREX OVENWARE. — Dealers are 
preparing for the June bride sales, and 
stocks are being drawn on at a very 
good rate. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casse- 
roles, $1.33: No. 197, $1.17; No. 203 
pie plates, 50c.; No. 210, 67c.;: No. 212 
bread pans, 60c.; No. 231 utility pans, 
67c.; No. 12 tea pots, $1.67; No. 2 


2, and No. 36, $2.33 each, net. 


ROPE.—Sales are normal, and prices 
unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 28% cents per pound, base, 


and best grade sisal rope at 19% 
cents per pound, base. 


SANDPAPER.—Sales show some in- 
crease in the past few weeks. Building 
and auto refinishing add to the demand. 
Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 


grade No. 1, $6 per ream, and garnet 
No. 1, $16.50 per ream, net. 


SASH CORD AND SASH WEIGHTS. 
—This class of goods is beginning to 
feel the effect of the building, and is 
selling better. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 79c. lb., and second grade 
sash cord at>47c. Ib., net, and cast 
iron sash weights, $2.35 ecwt., net. 


SCREWS. — Screws are selling at a 
fair rate, the building operations aiding 


in this respect. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flathead bright 
screws 75-15 per cent; round head 


blued screws, 75-5 per cent: flat head 
brass, 70-10 per cent, and round head 
brass, 65-10 per cent. 
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Improved Weather Helps 
Sales in New York Market; 


Prices Are Firm 


Improved weather in the metropolitan area has given 
the hardware business better stimulation. Jobbers report 
active movement in steel goods, garden hose, hose acces- 
sories, and kindred seasonal lines. Prices are very firm on 
spring goods, and staple items are being offered at steady 
quotations. There are a few incidental price adjustments 
but they are relatively unimportant at this time of the year. 

Factory shipments are moving along in a very satisfac- 
tory way. Buying continues to have a very strong, con- 
servative tone. It appears that dealers are not buying 
much, but they are buying more frequently. Collections 
are beginning to show definite improvement. 


Wine Press Prices 
Quoted in New York 


There has been a particularly good| Jobbers’ prices to retailers  f.o.b. 
sale on all kinds of fencing 1n the | New York on wine presses are as fol- 
metropolitan suburban territory. Prices | jows: 


Fencing Demand Continues | 
Active—Stocks Fair 


are apparently firm with stocks only | Boss press, No. 1, $6.70: No. 2. 
fair. $7.50; No. 2%, $10; No. 3, $12.75, and 
Jobbers quotations to _ retailers, No. 4, $16.25 each. 
f.o.b. New York: Boss presses, with hinged tub, No. 
Lawn fence, single, 165 ft. to a roll, 2, $8.60; No. 2%, $11.15; No. 3, $14, 


and No 4, $17. 30 each. 


36 in. high, $13.80 per roll; 42 in. q ; 
(‘rushers, aluminum teeth, $6 each. 


high, $15.50 per roll, and 48 in. high, 
$17.25 per roll. 

Lawn fence, double, 165 ft. to a roll, 
36 in. high, $19 per roll; 42 in. high. 
$20.90 per roll, and 48 in. high, $24.15 
per roll. 

Flower bed guards, 165 ft. rolls, 
16 in. high, $9.49 per roll; and 22 in. 
high, $11.32 per roll. 

Ornamental gates, 3 ft. wide, 36 in. 
high, $3 each, and 42 in. high, $3.15 
each. 


Current N. Y. Quotations on 
Oil Cook Stoves, ete. 


In the demand for oil cook stoves, 
the most popular models are those suit- 
able for summer home and bungalow 
use. Prices are firm in the metropoli- 
tan territory. 

Jobbers quotations to 

f.o.b. New York: 

These are list prices. Dealers’ dis- 
counts are noted after each group. 


Oil Cook Stoves 


Staple Items Selling Firm 


in New York Market 


There is very little change from week 
to week in market conditions on bolts, 
nuts, screws and other staples. These 
are all selling in fair volume, and job- | 


retailers, 


‘Si : y iL Cc ’ , 
bers report satisfactory stocks. Prices | NESCO— 
generally are firm. aS Se eae 
JOBBERS’ QUOTATIONS TO RE- No. Cae mF GUPUNOOD, cccccveces gece: Rae 
TAILERS, F.O.B. NEW YORK: No. 213 3 Dh <. ccescadceat 22.00 
| No. 214 4 burners............... 28.00 
Screws | No. 215 5 burners............... 39.50 
Wood screws, iron bright, flat head, | No. 1102 high shelf only........ 9.25 
7214-3314 ‘per trong , as No. 1103 high shelf only........ 6.50 
Same, iron blued, round head, 70, | No. 1104 high shelf only........ 8.00 
°5 and 5 per cent. | No. 1105 high shelf only........ 9.75 
Same, brass, flat head, 70, 25 and Nesco dealer’s discount, 30 and 5 
5 per cent. per cent. 
Same, brass, round and oval head, | ar 
6744, 25 and 5 per cent. bee 7 
Galvanized, flat head, 57%, 25 and | WO. 12 ZS DUFMETS...... 2.202000. $17.50 
5 per cent. | No 73 err 22.50 
Nickel plated, round head, 60, 25 No. “4 4 Eee. of) 
See. Pere 


and 5 per cent. 
Full packages are extra 5 per cent. 


Bolts and Nuts 


Perfection dealer’s discount, 30 and 
» per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


Bolts.—‘ommon carriage bolts, aoe 
small sizes and large sizes, 30-10 per 
cent. PURITAN (improved M odel)— 
Machine bolts, all sizes, 40 and 10 SS 8 fl errs 17.50 
per cent. No, 43 3 a 
Lag screws, 40 and 10 per cent. pee ee SB Bs oo cee deecevevce ee 
Stove bolts, 75-10 per cent; both Puritan discounts same as Perfec- 
flat and round head. tion. 


Sink bolts, 75 to 75 and 10 per cent. 
Tire bolts, 45 to 50 per cent. 


Step bolts, 33% per cent. . 
Lag screwshields, 80 per cent. Ovens 
Machine bolt shields, 65 per cent. NESCO— 
Prices vary in different sections of No. 05 1 burner solid door......$2.10 
the city. No. 5 1 burner glass door...... 2.25 
Spring cotters, 30 per cent. No. 010 1 burner solid door...... 4.15 
Copper rivets and burrs, 25 per No. 10 1 burner glass door...... 4.40 
cent. No. 020 2 burners solid door..... 5.15 
Round head iron rivets, 55-5 per No. 20 2 burners glass door..... 5.40 
cent: tinners’ rivets, black and tin, No. 030 2 burners solid door..... 5.40 
60 per cent. No. 30 2 burners glass door..... 5.70 





Dealer's discount 30 and 5 per cent. 


Cap screws, 80-10 per cent. 





able loud 





PERFECTION— 
No. 211 1 burner plain door.....$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door. 6.00 
CR CE Gein he ee ie ede eee ».15 


6. 
Dealer’ s discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 


—_——-_—_- —_— 


PURITAN— 


No. 42G 2 burners glass door... $5.25 

Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 


Water Heaters 


DD cccooveceneeedeusesnseeeus $45.00 
Pepsection NG. GBB... cccccccecee 40.00 
POTTOCtIOR NO. GBhsccccesccocerce 0.00 


80. 
Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more, less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 
Discounts same as on oil cook 
stoves, ovens and heaters. 


Current Radio Quotations 


from Metropolitan Jobbers 


The prices quoted in the tables fol- 
lowing are representative of legitimate 
wholesale offerings in the metropolitan 
hardware market: 


JOBBERS’ QUOTATIONS ar RE- 
TAILERS, F.0O.B. NEW YOR 


Radio Receivers 


Chelsea, 5-tube R. F., $35 net: 
Chelsea 6-tube, R. F., $41 net to 
dealers. 

Freshman Masterpiece, 5-tube, list 
price, $60; dealer’s discount 35 per 
cent. Dealer’ s net price, $39. 

Grebe Synchrophase, M. U. 1, 5- 
tube storage battery receiver, or 
same type M. 2, 6-tube dry cell 
receiver, either model less accesso- 
ries, dealer’s net price, $100.75. List 
price, $155. 

Gilffillan Neutrodyne, GN 1, 5-tube 
model, list price, $150: dealer’ s dis- 
count, 40 per cent. Same, GN 2 
model, list price, $120; dealer’s dis- 
count, 40 per cent. Same, GN 3, 4- 
tube ‘model, list price, $65; dealer’s 
discount, 40 per cent. 


Loud Speakers 


Dymac, micrometer, volume con- 
trol, $5.25 each. 

K-E, list price, $18; 
count, 35 per cent. 

Spartan, adjustable, list price, $10; 
dealer’s discount, 40 per cent. 

Dymac, loud speaker unit, $3 each. 

Phonograph attachment, adjust- 
speaker unit. Spartan 
brand, list price, $7.50; dealer’s dis- 
count, 40 per cent. 


Radio Phones 


Spartan head phones, list price, $5; 
dealer's discount, 40 per cent. 

Dymac, No. E-103, $2 each; No. 
G-72, $3.25 each. 

Head phones, list price $6; dealer's 
discount, 33% per cent. 


Radio Tools 
Socket wrench sets, with 3 sockets, 
34c.; with 5 sockets, 50c. each. 
Hand drills, $1.35, $1.54 and $2 each. 
Radio tool sets, $2.15 eac 
Radio drill sets, 72c. eac ch. 
Radio tap and die sets, $2.10 each. 


Soldering Irons 
Copper, tinned, $1.50 per doz. 
Samson, electric, $85c. eac 
Dymac, electric, soldering kit, $1.60 
each. 


dealer’s dis- 


Batteries—A, B and C 


Eveready ‘‘A,”’ storage battery, 90 
amps, $13 each; 110 amps., $15 each. 

Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 

Radio ‘‘B”’ batteries, unit package 
quantities, No. 766, $1.30 each; No 
764, $1.14 each; No. 767, $2.44 each: 
No. 772, $2.44 each; No. 770, $3.09 


Radio “C”’ batteries, No. 771, 39c. 
h. 
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Gradual Improvement in New England Sales— 
Growing Optimism in Retail Circles 


(Boston office of HARDWARE AGE) 


EW ENGLAND hardware sales are slowly yet 
That statement applies to 


surely growing larger. 


N 


tism.”’ 


requirements. 


line between cost and profit. 


narrower spread. 


retail dealer. 


General business in New England appears to be on 


AXES.—Bookings of axes for future 
delivery are somewhat in excess of 
those for a year ago and consequently 
satisfactory. 


We quote from Boston 
stocks: 

Axes.—Without handles, 
$14.50 per doz. net, double 
flint edge with handle, single bit, 
$18.75. Chip Slinger, unhandled, 
single bit, $15.10. Flint Edge, with 
handle, boys’ No. 2, $12.50, house, 
214%4-lb., $12.25. Jimdandy, with han- 
dle, No. 2, $17, house, 2% lb., $10.75. 

BARROWS.—Sales of garden barrows 
so far this season have been compara- 
tively large and jobbers’ stocks 4 are con- 
siderably reduced. 


We quote from Boston jobbers’ 
stocks: 
Barrows.—Wheel, 
stock, steel wheel, 
net; No. 5, $5.75. 


BATTERIES.—The movement of dry 
cell batteries out of jobbers’ stocks 
holds up remarkably well. The popu- 
larity of radio is said to be the funda- 
mental cause for the condition of the 
battery business. 


We quote froms Boston jobbers’ 
stocks: 

Batteries.—Flashlight, 
or more assorted unit 
one shipment, No. 935, 24 to the 
package, 8c. each net; No. 950, 36 
to the package, 91%c. Columbia, No. 
6, in lots of 50, $30.22 per 100. 

Radio.—Dry cell, in packages of 50, 
No. 7111, 29c. each net. No. 6, in 
lots of less than 12, 40c. each net; 
in lots of 12 to 50, $35.22 per 100: 
in larger lots, $30.22 per 100. Cluster 
batteries, 6 to the unit, 12 units to 
the barrel, $1.60 each net; 8 units to 
the barrel, $1.98 and $2.34 each. 


BRACES. — New lists issued by 
Vaughan & Bushnell Mfg. Co., Chicago, 
disclose no change in quotations on 
braces. The demand for this class of 
hardware is quite good, say retailers. 
CHISELS.—Heretofore there has been 
an extra charge of 75c. per dozen for 
beveled chisels. Today the charge is 
$1. Quotations on some numbers of the 
Vaughan & Bushnell Mfg. Co., Chi- 
cago, line of cold chisels have been re- 
duced slightly. 

COTTON DUCK.—Manufacturers are 
out with new prices on cotton duck, 
showing a reduction. The cut is so 


jobbers’ 


single bit, 
bit, $19.50; 


from Boston 
No. 4, $5.50 each 
Wood wheel, No. 


in lots of six 
packages in 


both wholesale and retail business. 
strongest points in the retail situation today is “conserva- 
Nobody is plunging on buying. Practically every- 
body is buying carefully and more in line with current 
There is a tendency among a large per- 
centage of the trade to weed out slow-selling merchan- 
dise and merchandise on which competition draws a fine 
Assortments of certain 
classes of merchandise are being slowly reduced to a 
The jobber is being made to carry a 
larger and larger merchandise load to satisfy the con- 
servative but frequent requests made for stock by the 





One of the 


retail circles. 


small, however, jobbing houses have 
been slow to make any change in their 
lists. 

CROQUET SETS. — A checkup on 
wholesale sales of croquet sets dis- 
closes a considerable increase over the 
1924 showing. Retail dealers say the 
public is evincing more or less interest 
in sets, but actual buying has been 
slowed up somewhat by weather condi- 
tions. 





We quote from Boston jobbers’ 
stocks: 

Croquet Sets. makes. 
51o-in. mallet, ane No. pone ee 
per set net; 8-ball, No. 0, $2.75; 8- 
ball, No. H, 3.10; 8-ball, No. B, 
$3.25; 6-in. mallet, 8-ball, No. N, $4; 
8-in. mallet, 4-ball, No ‘AAW, $4.50; 
8-ball, No. ‘AA, $5.75. 

ELECTRIC FANS.—Interest in elec- 
tric fans is on the increase. Jobbers 


have already disposed of quite a large 
number of them. 


We quote from _ Boston 
stocks: 

Electric Fans.—Black, No. 6, $2.85 
each net; No. 8, $3.60. Ivory, No. 
8, $4.55. 

FENCING.—Jobbers say that sales of 
fencing are “particularly” good. They 
also report it is quite evident that re- 
tail stocks are small and that reor- 
ders are more necessary than was the 
case last year. 

We quote from Boston jobbers’ 
stocks: 

Fencing.—Square Deal, in 10-rod 
rolls, 11 gage, No. 832, $5.50 per roll, 
net; No. 635, $3.40; No. 845, $4.40; No. 
1047, stays 6-in. apart, $7.10; stays 


12-in. apart, $5.12. All prices net, 
Cyclone, from store, 40 per cent dis- 


jobbers’ 


count. From factory, 52 per cent 
discount. 
— —36- in. x " ft., $5 each list; 


2x 3, $5. 48 x 3, $5.40; 36 x 3%, 
$5.20; 42° x 3%, $540; 48 x 3%, $5.60" 
Discount 30 and 10 per cent. 

GALVANIZED WARE.—Of the various 
lines of galvanized ware sold by job- 
bers, garbage cans and watering pots 
are having the largest sale just now. 
The individual retail order calls for a 
comparatively small number of items, 
but a good assoriment of sizes. 

We quote from Boston jobbers’ 


stocks: 
Pails.—Galvanized, No. 1312, $4.86 
to the 


per doz. net: No. 1314, 40-Ib. 





the mend, although there remain some very quiet spots. 
Some of the mill towns are quiet, particularly those fos- 
tering woolen goods manufactories. 
towns are also hard hit, and the coal stove and heater 
business is not as good as it might be. But the fact re- 
mains that there is less unemployment in New England 
than heretofore and people apparently have a little more 
money to spend. 
servative in its buying, 
is endeavoring to secure the most value for its dollar, 
something that has not happened since before the war. 

With general business improving and with more sea- 
sonable weather coming on, there is just ground for the 
note of optimism that is cropping out here and there in 
Shelf hardware wholesale houses are busy 
and on quite a varied list of merchandise have been obliged 
to reorder to keep up with retail requirements. 


Some of the shoe 


The general public, however, is con- 
as well as the retail dealer, and 


doz., $5.40: No. 1514, 50-lb. to the 
doz., $6.96. 

Garbage Cans.—Galvanized, No. 4, 
$1.15 each net; No. 2, $1.60; No. 1, 
$1.88. Underground cans, inside 
can, 14 x 17-in., $10.50 each; 15 x 
22-in., $13. 

Coal Hods.—15-in., $3.64 a doz. net; 
16-in., $5.12; 17-in., $5.50; 18-in., $6. 

Ash Cans.—National FPnameling 
and Stamping line, No. 190; $4.20 
each net: No. 171, $3.50: No. 181, 
$3.88. Other makes, No. 1700, $28 a 
doz. net; No. 1800, $31. 

Watering Pots.—4-qt., $6.25 per 
doz. net; 6-qt., $7; 8- qt., $8; 10-qt., 
$9.75; 12-qt., $10.80, onl 15-qt., $15. 


GRASS HOOKS. — Grass hooks are 
moving, but not in large quantities, as 
it is a little early in the season. 


We 
stocks: 
Reliance, No. 70, $3 net per dozen: 
Lawn King, $6.50: Little Giant, $5.25 


quote from Boston jobbers’ 


Little Giant, adjustable, $6; Little 
Giant, long handle, $8: Komet, $4: 
Kelley Axe, briar edge, offset han- 
dle, $5. 
HAMMERS. — New lists issued by 
Vaughan & Bushnell Mfg. Co., Chi- 


cago, disclose no changes in the price 
of hammers. Hammers are selling 
well in a retail way, and general opin- 
ion is they will continue to for several 
months, at least. 
We 
stocks: 
Vaughan & Bushnell 
16-0z., No. 1114, 92c. each net; 
No. 12, 87e. Ripping, 16-o0z., No. 
11% "92¢.; 12-0z., No. 12R, 87c. 
Pein, 16-02., No. 0, 68ce. Garden City 
nail, polished, 16-o0z., No. 111%, 69c., 
black, No. 111%B, 52c. 
Maydole line.—Carpenters, 
$11.03 per doz. net: No. 138, 
No. 711, $13.65; No. 711%, 
No. 712, $11.81. 
Mechanics’ 
$18.75 per doz. 
No. 72, $13.13. 
Riveting Hammers.—No. 


quote from, Boston jobbers’ 


line.—Nail, 
12-02z., 





No. 12, 
$10. D0; 
$12.60 


70, 
$14.5 Sy Ae 


40, $12.90 


Hammers. — No. 
net: No. 71, 


per doz. net; No. 41, $11.29; No. 42, 
$9.94. 

Heavy Hammers, etc.—Heavy, un- 
der 5 Ib., 50 and 10 per cent dis- 
count; over 5 Ib., 60 per cent dis- 
count. Stone hammers, 60 per cent 
discount; wood choppers, mauls, 60 
per cent discount. 

HATCHETS.—Some of the manufac- 





turers of hatchets are out with new 
price sheets, but so far as can be as- 
certained no changes were made in 
those numbers handled by the jobbing 
houses here. 
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Boston 


& Bushnell 
No. E2, shing- 
broad, $1.70; 
1.44. Garden 


We from jobbers’ 
stocks: 

Hatchets.— Vaughan 
line, supersteel grade, 
ling, $1.33 each net; 
lathing, $1.33; claw, $ 
City blue grade, No. G2, shingling, 
80c. each net; broad, $1.10; lathing, 
$0c.; claw, 92c. Underhill pattern 

vanadium lathing, $2.14 each net. 
HAYING TOOLS.—Haying tools are 
being taken by the retail trade, say 
jobbers, but there has been no snap to 
business so far this season. 

We quote from Boston 
stocks: 

Haying Tools.—Hand rakes, 
bow, two bows, $6.90 per doz. 
steel bow, $7.15. Lawn rakes, 
bow, three bows, $8.75; steel bow, 
Drag rakes, $17. 

Scythes.—-Little Giant, 28 to 
30 to 36-in., 34 to 38-in., 36 to 
$16 per doz. net. Bramble, 


Brush, 

$14.50 per 
brush, $16. 
Round 
Star, $1.35 


quote 


jobbers’ 


wood 

net; 
wood 
$Y. 
32-in.; 
$0-in., 
$16.50. 


doz net; 
$16.75; 
Stones. 
$2.25 per doz. net; 
Ind red, $1.10. Green Mountain, 
per gross; Black Diamond, No. 1, 
$15.20. Chocolate, No. 1, $1.70 per 
doz.; Carborundate, No. 188, $1.95; 
No. 190, $1.95: No. 191, $2.34. 
HOUSE NEEDS.—tThere appears a 
somewhat more active call for elec- 
trical house needs, such as percolators, 
waffle irons, toasters and irons. Prices 
are reported as steady and unchanged. 


OPENERS.—A slight decline is noted 
in some numbers of the Vaughan & 
Bushnell Mfg. Co. line of crate open- 
ers and staple pullers. 


Ienglish, 
West 
$9 


Scythe 





I aughan & Bushnell drop 
forged planes have been reduced in 
price to sell at 75c. over cast iron 


planes over the counter. 

PLIERS.—Some numbers of the same 
line of gas and burner pliers and car- 
penters’ pincers have been reduced 
slightly in price. Plier quotations in 
general remain as heretofore, however. 

We quote from Boston jobbers’ 
stocks: 

Pliers.—lPexto line, 
No. 30, 6-in., $15.67 per 
in., $18.67; S-in., $21.67; 
7-in., $6.07; 8-in., $6.47. 
line, 4%-in., $12 per doz. 
$14; 6%-in. $18; 8-in. 
Devil line, nose, 5- in., 
doz. net; nose, 5-in., $6.85; 
radio, 5-in., $7.85; electrical, 5-in. 
$4.70; button, 8-in., $5.85; combina- 
tion slip-joint, 8- -in. $5; extra heavy 
side cutter, 8-in., $17.7 iD. 

PUNCHES.—Certain numbers of cer- 
tain makes of punches also cost a little 
less than heretofore. 

PYREX WARE.—May and June being 
months of brides and grooms, some 
improvement is noted in the demand 
for all kinds of Pyrex ware, a popular 
line with the givers of wedding gifts. 
SCREENS AND DOORS. — Jobbing 


house reports on the sale of screens 


Cc utting, 
doz. net: 7- 
gas plie rs, 
Scholhorn 
net: = 
$26. Red 
$6.80 per 


side 


fl: it 
round 


Ingenious Hand-Vise Pliers 


A new plier has been invented by 
W. A. Bernard and placed on the mar- 
ket by the William Schollhorn Co., New 
Haven, Conn. The thumb-screw lock 
is said to make it possible to retain one 
or more objects firmly in position after 
the hand pressure is released. It will 
also be found handy for such work as 
filing keys, or wherever it is necessary 
to hold two pieces of metal in a fixed 




















HARDWARE AGE 


! and doors are still not within the classi- 
fication of “cheerful.” As a matter of 
fact, weather conditions have been 
against the sale of such merchandise. 
A few warm days should speed up busi- 
ness, however. 


We quote 
stocks: 

Screen Doors.—No. 241, 2x6, $1.66 
each, net; 2x8, $1.74; 2x10, $1.83; 3x7, 
$1.93; No. 384, 2x6, $2.35; 2x8, $2.46; 
2x10, $2.58; 3x7, $2.69; No. 457G, 2x6. 
$1.99; 2x8, $2.08; 2x10, $2.20; 3x7, 

2.33. No. 557, 2x6, $3.90; 2x8, $4.05; 
2x10, $4.20; 3x7, $4.36. Combination 
screen a and storm door, No. 80, 
es $7.09; 2x8, $7.64; 2x10, $8.04; 3x7, 

Window Screens.—Competitor, 
2, $4.82 per doz. net; No $5.88; 
tiummer, No. 1833, $4. 4: No. 2433, $6; 
No. 2437, $6.50; No. 2837, $7.44. 


on steel shovels 
have been advanced 25c. per dozen by 


from Boston jobbers’ 

















No. 


' manufacturers and jobbers. 


SILVERWARE. 





} 
| 


| 
| 
| 
| SHOVELS.—Prices 
| 


— Silverware, like 
Pyrex ware and electrical house needs, 
is in demand largely for wedding gift 
purposes. Quite a few retail dealers 
in New England are making window 


displays of wedding gifts and securing 
_good results. 


We quote from Boston jobbers’ 
stocks: 

Silverware. — Community Tudor 
plate spoons, tea, $2 per doz.: des- 
sert, $3.74; table, $4;-soup, $4; forks, 
dinner, $4: desert, $3.75: Knives, 
dinner, embossed handle, $4.50; des- 
sert, $4.38; dinner, plated, $11.40; 
stainless, $12.68; dessert hollow 
handle, $10.78: stainless, $12: fruit, 
$4.44. Discount for cash, 2 per cent. 


SLEDS.—Aside from axes, sleds are 
about the only things retail dealers are 
ordering in advance of requirements. 





A sizable business in sleds of all de- 
scriptions is on jobbers’ books. 
STOVES.—AIll styles and makes of 


stoves, particularly those adapted for 
summer use, are moving out of job- 
bers’ stocks. 
Prices to Retailers, f.o.b. Boston 
These are list prices. Dealers’ 
counts are noted after each group. 


Oil Cook Stoves 


dis- 


NESCO— 
ae ee 2 ee... cc ewe eeuats $9.50 
a, eo ee 17.35 
DUO, BES S WUPMOTR. ..cccccccccses 22.00 
mG. SEG 4 BEPMOTH. ccc cccccccl ln SE 
NO. -Z21S & DUPMOTS. ....cccccccecs 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ S00 
No. 1105 high shelf only........ 9.75 
Nesco dealer’s discount, 30 and 5 
per cent, 
PERFECTION 
i Fh ee $17.50 
ee ts ee es eek 22.50 
Os i web es 28 50 
SR Ee rere 39.50 
Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 


less than 10, 30 per cent. 
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PURITAN (Improved Model)— 


De, GE BD WOO ck occ vcccccceccs $17.50 
NO. 43-3 DUPMEFS......cccccccccs 22.50 
No. 44 4 burmers........ccccccce 28-50 


ee discounts same as Perfec- 
on. 


__—— 





Ovens 
NESCO— 
No. 05 1 burner solid door...... $2.10 
No 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 101 burner glass door...... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door ree’ 5.70 
Dealer’s discount 30 and 5 per cent. 
ans gs tte 
No. 211 1 burner plain door..... $2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
EE. a eiitet one bes anna ne ab 6.15 
Dealer’s discount, on 10 or more, 
40 and 5 per cent; less than 10, 30 
per cent, 
PURITAN— 
No. 42G 2 burners glass door... $5.25 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
Water Heaters 
Se ee er ar ee $45.00 
Perfection No. 412.............. 40.00 
Ferection No. 48l....ccseccccec:s 80.00 


Nesco discount, 30 


Perfection discount, 
in lots of 10 or more; 
30 per cent. 


and 5 per cent; 
30 and 5 per cent 
less than 10, 


Wicks, Etc. 


tockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on 
stoves, ovens and heaters. 


TWIN E.—Jobbing prices on twine have 


been reduced approximately 10 per cent 
in common with new lists issued by 


oil cook 


manufacturers. New prices follow: 
We quote from Boston jobbers’ 
stocks: 
Twine.—Hemp, in %-lb. balls, No. 
12, 40c. per lb. net: No. 18, 34c.; No. 
24, 32c.; No. 36, 3l1c.; No. 48, 30c.; 
Marlin, in 1-lb. balls, No. 4%, 22c. 
per lb. net; No. 6, 21c.; in 2-lb. balls, 
No. 8, 18e. 


WEEDERS.—Good reports are had 
from both retail and wholesale hard- 
ware firms on the sale of weeders. 


We quote from Boston jobbers’ 
stocks: 
Weeders.—Carden, No. 82, $2 per 


os a net; fork, No. 300, $3.75; No. 40, 

WINDOW WEIGHTS.—Prices on foun- 
dry shipments of window weights have 
been reduced another $2 a ton. Dur- 
ing the latter part of April a similar 
cut in prices was made. Lower costs 


for raw materials account for the re- 


duction in prices for the _ finished 
product. 
We quote from Boston jobbers’ 
stocks: 
Window Weights.—Foundry § ship- 
ments, per 


weights under 5 Ib., 


ton net; 5 lb. to 30 Ib., 


position for soldering and for gripping 
rod stock that must be rotated while 
being filed. It is said to be an extreme- 
ly efficient tool where several opera- 
tions are to be done without releasing 
the work. 


When the thumb-screw is unscrewed 
the full length there remains a pair of 
powerful, compound leverage pliers 
with parallel jaws, for ordinary use 
around bench or automobile. 
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Sell Nursery Rhyme Sets Now! 


The sets of toy dishes and miniature Nursery Rhyme Sets in their exclusive 
cooking utensils which come in those copyrighted boxes are America’s stand- 
brightly colored Mother Goose boxes ard aluminum toys. The attractive car- 
are always in season. ton, the high-quality toys, the variety 
of combinations to satisfy every cus- 
tomer—these three aids to sales will 
make it easy for you to build up a 
steady, profitable, all-year business 
with this line. 


If you keep them in stock and display 
them you can sell them the year round. 
Every day of the calendar is some 
youngster’s birthday. Fathers, moth- 
ers, aunts, and uncles are forever look- 
ing for something to make some child Why not enjoy this business? Send 
happy. . your order now to your jobber. 


Ask Your Jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U. S. A. 


Makers of Everything in Aluminum 







A Real Coffee-Maker N | 


Here is one f the most popular 
numbers in the Nursery Rhyme 
line—a beautifully made Colo- 
nial percolator, 1-pt. size. Sells 
both as a toy and asa practical 
individual percolator. 
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Cool Weather Retards Sales in Chicago— 
Look for Substantial Improvement Soon 


(Chicago office of HARDWARE AGE) 
AND-TO-MOUTH purchases continue from a re- 
H tail source, with the result that jobbers are being 
rushed with a great many small orders, and gross 
sales are not running into large figures. 

The cool weather has retarded somewhat the sale ot 
spring merchandise, with the result that lawn mowers, 
garden tools, and garden hose are not moving so fast as 
they should at this season of the year. 

The demand for builders’ hardware and building mate- 
rials has eased off a little, owing to the continued rains, 
but prospects for the next few months are very favor- 
able, as construction work bids fair to keep up through- 
out the summer. 


Steel mills in the Chicago district are working to about 
90 per cent of capacity, but their shipments are exceed- 
ing in tonnage the amount of their bookings. Pig iron 
prices were reduced $1 per ton, and are now at $21 per 
ton, Chicago basis. As keen competition for business has 
developed, prices on steel are not quite so firm, having 
been reduced in a number of instances, where a large 
tonnage is at stake. 

A review of the price situation shows that very few 
changes have been made during the past week on staple 
lines, there being an inclination to soften prices a little 
where quantity orders are to be obtained. 

Collections show very little improvement. 


No. 766, $1.40 each; No. 767, $2.62 


AUTOMOBILE ACCESSORIES.—Sales per set; cylinder front door sets, im 
are not up to expectations, although . prt . Battery Chargers.—Apco line, in 
they do show some improvement. CHAIN.—There has been no change in lots of less than 10, $13.50 each, net. 
Ww ’ —_ price since last reported. Sales are Tubes.—Cunningham and R. C. A., 
e€ quote from jobbers’ stocks, $3 list. Discount, 25 per cent. 
f.0.b. Chicago: good. Loud Speakers.—Western Electric, 


Spark Plugs.—Splitdorf, 50c. each; We quote from 


jobbers’ stocks, No. 


522W, $9.50 list. Discount, 30 


regular, 58c. each; Champion X, 45c. f.o.b. Chicago: %-in. proof coil chain, per cent. 


each; Champion Blue Box line, 53c. 


$8.50 per 100 Ib.; 


Tenso, Bull Dog FIELD FENCE.—Prices are un- 


each; A. C. Titan, 58c. each; lots of : re 
"eo, a= eer io : and Brown coil chains, 50-10 per ; 
a cent discount; 00-41% electric changed. A steady volume of business 
Nn. alda wu ¢i 9 75 ‘ ° 
Spot Lights.—Anderson, No. 3280, we a d cow ties, $2.75 per doz. is being booked. 
F pau j r 
, —E. A. Electric (Ford), $4 COPI ER RIVETS AND BURRS. We quote from jobbers’ stocks, 
— = Satisfactory sales are reported. The f.0.b. Chicago: 126-6-12%, $30.38 per 
Jacks.—Ajax No. 6, 90c. each; Na- market continues firm. we rods; 1948-14%%, $45.92 per 
tional Standard No. 21, $1.20 a. a: cenetien ie, ieee saben rods. 
.—Ros 4% -in. cylinder, S Swe. , : ° 
Oy ay —_— — — f.o.b. Chicago: Copper rivets and FILES.—Prices are firm; the demand 
Chains.—Non-skid, dozen pair lots, burrs, 35 per cent discount. is steady. 
10 bee cent discount) Pair lots, DRAIN PIPE CLEANER.—No change We quote from jobbers’ stocks, 
40_per cent discount. : ; , ' f.o.b. Chicago: American files, 60-10 
oa and Soak cach x 3%, pee in price. Sales are up to expectations. per cent off list; Nicholson files, 50 
cord tires, $9.45 each; regular cord, ~* ; ; 4s PD. : cies 
$7.45 each; gray inner tubes, 30 x We quote from jobbers’ stocks, a ae ig poet ee: yO aces files, 
3%, $1.20 each: red inner tubes, 30 eo ea Seske alee Dp on lad 
3%, $1.50 each. ue . _— i 
ee , , : cleaner, in 1 Ib. net cans, in lots of FISHING TACKLE. Retailers are 
AXES.—The demand is quiet. Prices 3 — $2.70 a? doz., - lots of 6 preparing for an active demand, with 
are doz., $2.60 per doz.; and in 12 doz. . . 2 
are unchanged. iia” MEO Gar aoe. the opening of the fishing season ap 
We quote from jobbers’ stocks, Same, in 2 lb. net weight cans, in proaching. 
te ene: hr yng fe lots of 2 re, $4.90 per doz.; in lots 4 
jitted unhandled axes, 3 to 4 Ib., $14 of 6 doz., $4.70 per doz.; and in lots an eman 
doz. base; double bitted, $19 doz. of 12 doz., $4.50 per doz. GALVANIZED WARE ‘The de 
base; good quality black unhandled Hercules tile and porcelain cleaner, for the drop handle tubs is shifting to 
axes, same weight, single bitted, $13 in 1 lb. net weight cans, $2 per doz. the wood grip rigid handles. Memorial 
doz. base; single bitted handled axes, in lots of 2 doz. 
$15.50 to $24 per doz., according to Hercules boiler liquid, in 1 at. can, Day week usually brings peak ge 
quality and grade of handle; specia $3 each: in %& doz. lots, $2.50 each; sno. s shoul ee 
unguaranteed handled axes, $12 per in 1 doz. lots, $2.25 each. P =e pot sales, and dealer . P 
doz., base. Same, in % gal. cans, $5 each; % a full stock on hand. Prices un- 


BASEBALL GOODS. — With weather doz. lots, $4.75 
cans, $9 each. 


each; and in gal. changed. 


We quote from jobbers’ stocks, 


permitting the “sand lot” baseball sea- 
EAVES TROUGH AND CONDUCTOR f.o.b. Chicago: Competition galva- 


ne SS ape, the demand has increased, » j ] f nized aftermade water pails, genu 
and sales are considerably ahead of PIPE.—A very satisfactory volume o on Sieekel Game. weet. GLa) den. : 
h 1: business is being booked. Prices are 12-qt., $2.50 doz: galvanized wash 
those last season. qt., » & ° 
a firm. tubs, No. 1, $6 doz.; No. 2, $6.85 doz.; 
BOLTS AND NUTS.—tThere has been - a No. x $7.76 dos. ; No. 8 galvanised 
: : . e quote obbers stocks, was oiler, Woo rip and handles, 
no change in price. Sales are very sat- f.o.b. Chicago: Single bead lap joint $13.75 doz.; 1-gal. gel galva- 
isfactory. gutter, 5-in., $4.50 per 100 ft.; corru- nized kerosene cans, $2.50 doz.; 5- 
gated conductor pipe, 3-in., $4.75 per gal. galvanized oil cans, galvanized 
We quote from jobbers’ stocks, 100 ft.; plain ridge roll, 1%-in., $4 breast, $7.65 doz.; 1%- bu. galvanized 
f.o.b. Chicago: Carriage bolts, cut per 100 ft.; corrugated conductor el- aftermade baskets, $4.75 doz.; 1-bu. 


thread, 50 per cent discount; small bows, 3-in., $1.36 


doz. 


galvanized baskets, $6.25 doz.; 1%-bu. 
galvanized baskets, $8.75 doz.; galva- 


carriage bolts, rolled thread, 50-10 
ELECTRICAL AND RADIO MER- nized aftermade watering pots, roses 


per cent discount; machine bolts, cut 

smal ‘tonchine Welte, setled tered CHANDISE.—Flashlight, fan and bat- with screw face and base, %%-doz. 

smi achine bolts, rolle read, ; : : . crates, 6-at., 5.70 er doz.; 8-qt., 

50-10-5 per cent discount; all stove tery business is good. Radio parts, $6.25 per rg WO ot. $7.50 per jon: 

bolts, 75-5 per cent discount; lag naturally, at this time of the year are 12-qt., $8.75 per doz.; 16-qt., $9.95 
per doz. 


screws, 60 per cent discqunt. 


BUILDERS’ HARDWARE.—Prices 


not moving to any great extent. 


GARDEN HOSE AND LAWN 


are . : We quote from jobbers’ stocks, . 
are unchanged. Business, both from a f.o.b. Chicago: SPRINKLERS.—Prices are unchanged. 
retail and a jobbing standpoint, IS very Electrical Merchandise.—No. 14 Sales show an improvement. 
good. rubber-covered wire, $7.90 per 1000 
ft.; in 1000-ft. $7.65; No. 18 We quote from jobbers’ stocks, 
We quote from jobbers’ stocks, lamp cord, $14.50 per 1000 ft.; in f.o.b. Chicago: Garden hose, good 
f.o.b. Chicago: 2% x 3% steel butts, 1000-ft. lots, %-in. brush quality, molded hose, -in., 10%c. 
case lots, old copper and dull brass brass key sockets, 19c. each; two- per ft.;: %-in., 13c. per ft.; 3-ply, 
finish, $2.76 per doz. pair: 4 x 4 steel way plugs, 60c. each; in lots of 10, good quality, wrapped, %%-in., 10e. 
butts, old copper and dull brass 49%c. each; one-piece attachment per ft.; %-in., 12c. per ft.; 4-ply, 
finish, $3.84 per doz. pair; heavy plugs, 13c. each; two-piece attach- good quality, wrapped, %-in., 12c. 
steel bevel inside sets, case lots, ment plugs, 12c. each; dry cells, per ft.; %-in., l4c. per ft.; 5-ply, 
$6.75 per doz.; steel bit-keyed front boxes of 50, 30%c. each; less than good quality, wrapped, %-in., 9c. 
door sets, $1.75 per set; wrought case lots, 34c. each. per ft.; %-in., lle. per ft. Lawn 
brass bit-keyed front door sets, $3.25 Radio Supplies.—Radio B batteries, sprinklers, Rain King, $28 doz.; 


Reading matter continued on page 62 
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No garage better than its doorway 


There should be no posts or obstructions. The 
doors should open and close easily, smoothly, 
instantly. When closed the garage should be 
snug as a tight-fitting glove—weather proof. 








“Quality leaves - Anything less than this need not today be 

ats amprint”’ tolerated 
All the way 

through Garage Door Hardware 
Shidente visualizes for you is the ultimate in doorway service. Doors so 
all the Richards-Wilcox line. ; : aa . 
By the same high, approved equipped slide inside and fold flat against the 
ee ee hre wall, out of the way. To close or open them is 
ung P or , 
—safe, durable, trouble- practically effortless. No hesitation, no hitch. 
ee ry Most practical for 2 to 10 doors in openings 
: ouc . ; ‘ . 

with one of our branches lo- up to 30 feet wide. Slzdetite is ultra-modern, 
cated in cities listed below. beyond anything ever before achieved in 
Close, intelligent coopera- ‘ 
tion without obligation. garage doorway equipment. 





AURORA, ILLINOIS, U.S. A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 


Chicago Minneapolis Kansas City Los Angeles SanFrancisco Omaha _ Seattle Detroit 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT, + Winnipeg 


(1139) 
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62 
original fountain sprinkler, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY. — Business 
not very active in this line. 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 


25-in. bracket, 87 per cent discount; 
single strength A, 34 to 4f-in. 
bracket, 85 per cent discount; single 
strength A, all other brackets, $4 per 
cent discount: double strength A, all 
sizes, 85 per cent discount; double 
strength B, 86 per cent discount. 
Putty, pure ades, $3.75 per 100 Ib.; 
commercial, $3.40 per 100 Ib. 


HATCHETS.—Sales are holding up 
expectations. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14. 45 
doz.; medium quality hatchets, No 
2 shingling $7.25 o medium ‘qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


is 


to 


HANDLED HAMMERS. — Prices are 


unchanged, with a steady demand. 


We uote from jobbers’ stocks, 
f.o.b. hicago: Vaughan-Bushnell, 
i6-oz. nail hammers, $10.50 doz.; 
Stanley, $10.50 per doz.; Maydole, 
$12.60 per doz.; other makes, 16-oz. 
machinist hammers, $7.85 doz.: me- 
dium quality, 16-oz. nail hammers, 
$6 doz. 


HANDLES, 
price changes noted. 
good. 


We quote 
f.o.b. Chicago: 
Hay Fork 


from jobbers’ stocks, 





chucked and bored, — grade, 41p- 
ft., $4.50 doz.: 5-ft., 50 doz.: XX. 
4%-ft., $4 doz.: 5-ft.., $4. 80 doz.; X. 
4% ft., $2.40 doz.; 5-ft., $2.80 ‘doz. 

Hay ‘Fork Handi es. B ent, chuched 
and bored, best brade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.: XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
doz.: 4%-ft., 5.75 doz.: XN bent, 
414ft., $4.50 doz.: 5-ft., $5.50 doz.: 
= bent, 41-ft., $3 doz.: 5-ft., $3.40 
Manure Fork Handles. ot best 
grade, 4-ft., $4.75 doz 6-ft.. $5.10 
doz.; XX bent, 4-ft S115 “doz.; 41%4- 
ft., $4.40 doz.; X bent, 4-ft., $2.60 
doz.; 4%-ft., $2.95 doz. 

Garden Hoe Handies.—XX, 414-ft., 
$3.45 doz.; X, 41%4-ft., $2.40 doz. 
Garden Rake Handles.—XX. 514 - 
ft.. $5.25 doz.;: X, ®-ft., $3.25 doz. 
Shovel Il i pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best wfade. 
$7.95 doz.: X grade, $6 doz. 

Spade WHandles.—D handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


AGRICULTURAL. — No 
Sales are very 


HANDLES, TOOL.—Sales are active; 


prices are firm. 


We 
f.o.b. 


quote from jobbers’ 
Chicago: 

Axe Handiles.—No. 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—The demand 
ally good. 


stocks, 
1 hickory, $4 


Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pair: extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66: 
6-in., $2.08; 8-in., $3.56: 10- in., $5.10 
per doz. pair. 


Handles.— 


is exception- 


ICE CREAM FREEZERS.—Sales are 


not very active. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
White Mountain, 1- 


qt., Man 85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.25 list: 6-qt., 
$10.45 list: 8-qt.. $13.50 list; 10-qt., 
$18 list; 12-qt., $21.55 list; 15-qt., 
$25.60 list; 20-qat., my list; 25-qt., 
$42.60 list; Arctic, 1- $4 list; 2-qt., 
$4.60 list; 3-qt., $5. 55 list. 4-qt., $6.80 
list; 6-qt., $8.60 list: 8- -qt., $11. 10 list. 


No change in price. 


HARDWARE AGE 


All the above less 50 per cent dis- 
count. 


INCUBATORS. — Sales 


No price prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Imcubators, 35 per 
cent discount; brooder stoves, 35 per 
cent discount; insulated chicken 
waterers, $5.25 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Sales are unusually ac- 


tive. No change in price has been 
made. 
We quote from jobbers’ stocks, 
f.o.b. Chicago 


Lawn i ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 104-in. 
wheels, $10 each; 16-in. plain bear- 
4-knife, 10%-in. wheels, $8.65 

16-in. ball bearing, 4-kKnife, 
9-in. wheels, $7.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; i6-in., ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS. — The demand is 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nails is now $2.00 for 1-in. 
= longer; $2.25 for shorter than 
-in. 


OIL STOVES.—Sales are fair; 
remain unchanged. 


We quote from 
f.o.b. Chicago: Old 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, 
$28 each list; new Improved Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $45 each list; 
4-burner, $58,50 each list. All sub- 
ject to 30 per cent discount. Lots 
of ten or more are subject to 30-5 
per cent discount. Nesco Oil Cook 
Stoves, No. 211, 1-burner, $9.50 each 
list; No. 212, 2-burners, $17.35 each 
list; No. 213, 3-burner, $22 each list; 
No. 214, 4-burners, $28 each list: No. 
215, 5-burners, $39.50 each iist;: 
No. 1102 High Shelf only, $5.25 each 
list: No. 1103 High shelf only, $6.50 
each list; No. 1104, High Shelf only, 
$8 each list; No. 1105, High Shelf 
only, $9.75 each list. Rockweave 
wicks, 25c. each. Nesco Ovens, No. 
05, 1-burner Solid Door, $2.10 each 
list; No. 5, 1-burner Glass’ Door, 
$2.25 each list: No. 010, 1-burner 
Solid Door, $4.15 each list; No. 10, 
1-burner Glass Door, $4.40 each list: 


jobbers’ stocks, 
line New Perfec- 


No. 020, 2-burners Solid Door, $5.15 
each list: No. 20, 2-burners Glass 
Door, $5. 40 each list: No. 030, 2- 
burners Solid Door, $5. 40 each list: 
No. 30, 2-burners Glass Door, $5.79 
each list; Nesco water heaters, $45 
each list. All subject to 30-5 per 


cent discount. 

The manufacturers of Nesco Oil Cook 
Stoves have four zone price lists, varying 
according to the freight rates. The above 
prices are effective in Zone 1. 


PAINTS AND OILS.—Linseed oil ad- 
vanced 2c. per gallon; turpentine, 1lc. 
The balance of the staples 


per gallon. 
remain the same as last reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 
$1.19 A ws gal.; 5-barrel lots, $1.14 
per ga 

Linseed Oil.—Boiled, barrel lots, 
$1.22 per gal.; 5-barrel lots, $1.17 
per = 

irae lots, $1.21 per 
gal. 

Denatured Alcohol.—Barrel lots, 
60c. per gal.; steel drum, extra, $6, 
returnable. 

White Lead.—100-lb. kegs, $15.75; 
50-lb. kegs, $8; 25-lb. kegs, $4; 12%- 


Ib. kegs, $2.05. 
Dry Paste.—Barrel lots, 7%c. per 


Ib. 
Shellac. oe lb. goods), white, 
$4.55 per gal.; orange, $4.20 per gal. 


English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 


Reading matter continued on page 64 


are good; 


improving; 


prices 
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PYREX WARE.— “Pyrex for June 


weddings” should be the slogan 
every hardware store from now on. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 
doz.; No. 197, $14 doz. 


Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, _ doz.; 4-cup, 
$24 doz.; 6-cup, $28 d 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—The demand 
fair; prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING 


brands. An improvement in sales 


noted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.10 per 
square; best grade tale surfaced, 
$2.35 per square; medium talc sur- 
faced, $1.75 per square; light talc. 
surfaced, $1.10 per square; red rosin 
sheathing, $62 per ton. 


ROPE.—Sales are in very good vol- 
Prices confirmed without change 


ume. 
for May and June. 


We quote from jobbers’ stocks, 
f.o.b. Cee: No. 1 Manila Stand- 
ard brands, 26%c. to 28%c. per Ib.; 
No. 2 Manila, 2514c. per Ib; No 1 
Sisal, 17%c. per Ib.; No. 2 Sisal, 
16%c. per Ib 


SASH CORD. — Sash cord at present 


Sales 


prices is considered a good buy. 
show an improvement. 


We quote from _ jobbers’ 
f.o.b. Chicago: No. 7 
brands, $9.55 per doz. hanks; 
$11.00 per doz. hanks. 


stocks, 
standard 
No. , 


WIRE GOODS.—Sales are very satis- 
factory. Present prices are being held 


firm. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.05 per 100 Ibs.; No. 9 gal- 


vanized plain wire, $3.50 per 100 Ibs.; 

catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ibs:: 80- 
rod spool galvanized hog wire, $3.34 
per spool. Polished fence staples, 
$3.60 per 100 Ibs.; 12-mesh_ black 
wire cloth, $1.90 per 100 sq. ft.; 12- 
mesh galvanized wire cloth, $2. 20) per 
100 sq. ft.: 14-mesh bronze wire 
cloth, $6.25 per 100 sq. ft.; galva- 
nized poultry netting, 55-5 per cent 
discount; galvanized after poultry 
netting, 50-5 per cent discount. 


WHEELBARROWS. — The demand 
steadily increasing. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WRENCHES. — Sales are very satis- 


factory; prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 50-10 per cent discount 
off new list: Stillson, 65-10 per cent 
discount; Trimo, 65-5 per cent dis- 


= 

ou st Wrenches.—Radio and 
a. cal aut. $4; No. 101 Master Ser- 
vice set, $15. 25: No. 202 Heavy set, 
$8.80; No. 303 ‘Ford Master Service 


set, $14.85; No. 404 Universal Socket 
set, $8.75; No. 505B Screw Driver 
set, 3.40; No. 900 Square Socket 
set, $3.70. All Snap-On Wrenches 
less 40 per cent. 


AND PAPER.—Prices are 
firm on the better grades, but some 
price-cutting has been made on cheaper 
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A Flower Picker 
for Everybody 


There has always been a lively market 
for a well-made, handy, little flower 
picker that all could afford. Well, this 
is IT! 


It sure is a nice one. Easy to use; 
cuts the flower and holds it until released 
by the user. 


This is the beginning of the flower 
season. Your jobber has them. Order 
several dozen, put them in a counter 
tray with a 50c. tag, and you can just 
naturally consider them sold! 
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THE WM. SCHOLLHORN CO. NEW HAVEN, CONN. 
At Pair of Pliers For Every Job 




















HARDWARE AGE 








Hundreds of 


associate editors 


contribute merchandising ideas, 
sales and display helps—and give 
feature sales points about merchan- 
dise—in each issue of HARDWARE 
AGE. They are the men who write 
the ads. Their sole aim is to help 
hardware merchants, jobbers, job- 
bers’ salesmen and the “man behind 
the counter” sell more goods and 
make moré money. 


The contributions of these “‘associ- 
ate editors” have the additional 
merit of being written right around 
an actual tool, utensil or line of 
merchandise. They are brief and 
illustrated. 


Are vou and vour employees get- 
ting the utmost value from the sug- 
cestions of these “associate editors” 
every week? For instance, in this 
issue— 


A Display That Will Stop the 


Pee ee Tee ee Page 4 
The Advantage of Selling Well- 

known Brands ........... Page 11 
Simplified Accounting Protects 

Weer TWD oc ow cc cc ccees Page 17 
Toys That Sell the Year 

EE 6645650408 46 Oe CON Page 57 
Making the Flower Season Yield 

Hardware Profits ......... Page 63 
A Sales Tip on Selling Refriger- 

ee ee en Page 69 
Blame Yourself if Sales Don’t 

OO ees ere Page 73 
Know the Construction Details 

of Pumps to Sell Them..... Page 77 
Sell Tacks in Assortments... .. Page 84 


Let These Editors Serve YOU 
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A. Unique Hardware Order 


HE following humorous verse was received 
from one of its customers by The J. A. Van 
Winkle Co., wholesalers and retailers, Pater- 
son, N. J. This verse contained an order for 
goods and the method of presentation so novel 
that we take pleasure in publishing it herewith, 
together with the letter from The Van Winkle Co. 


EDITOR, HARDWARE AGE, 
New York City. 


Dear Mr. Soule, 


We are inclosing herewith for your approval 
an order in the form of poetry sent to us from 
one of our very good customers and personal 
friends of this concern. 

We have asked this man’s permission to have 
same published in one of the most popular hard- 
ware magazines, so naturally our first thought 
was of yours. 


(Signed) The J. A. Van Winkle Co. | 


I am away up here in Yonkers, 
About forty miles from you, 

And I’m going to give you an order, 
Just as I ought to do. 


When I didn’t get it last week, 
I almost had a fit. 

While you were awake on your job, 
I was fast asleep—like Rip. 


I would have given the order last week 
But I had to ask the boss—“a skirt.” 

When dealing with bosses like those, 
With danger we must not flirt. 


“Ten dollars and forty cents for paint,” she said, 
My, how the money goes!” 

“Yes, but this goes on the house, my dear, 
And not upon your nose.” 


“And three dollars for roofing! 
Are you sure it will be red?” 
“Yes, and I'll cover the roof cheaper 
Than I can cover your head.” 


So the argument was ended, 

Again all was calm and still, 
She agrees so gracefully, 

When the old man pays the bill. 


Send two gallons of white paint, 
And half a gallon of green, 
Four pounds of putty to fill in, 
So the nails will not be seen. 


One roll of prepared roofing, 

Filled with grit whose tint is red, 
To keep the roof safe and dry, 

And secure above our head. 


Send it all to Boyle Avenue, 
Near Paterson, in Totowa Boro, 
Give it to Benj. Reid at No. Sixty, 
And your work will be done thorough. 


Send it any time you please, 
Before next Saturday afternoon, 

Mail the bill to the same address, 
And you’ll get your money soon. 
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The Phillip Gross Hardware &© 
Supply Company, 216-220 Third 
Street, Milwaukee, Wisconsin, was 
established in 1868 and claims to 
be “the largest establishment of its 
kind in the Northwest.” Several 
times a year they devote their show 
windows to a display of Vollrath 
Enameled Ware. 





VOLLR 


®Orcan. wis 















A $4200 annual volume 
from a $375 investment 


S be is the regular experience 
of the Phillip Gross Hardware 
&? Supply Company, Milwaukee, 
with Vollrath Enameled Ware. 


They carry an average stock on 
display of $375 and they turn 
this stock, witha markup of 60%, 
about seven times. Here isall they 
do to get this volume of business 
and a gross profit of 1020%: 


(a) One table of forty square feet is set aside 
in the store for displaying Vollrath Ware. 
The best selling items are shown and dis- 
plays are changed seasonally. 

(b) Several times a year a window display of 
Vollrath Ware is exhibited, in the manner 
illustrated. 

(c) About 7,000 “stuffers” are distributed 
throughout the year with their regular mail- 
ings, such as statements, etc. 


These efforts put them to practi- 
cally no sales expense. As Mr. 
Arthur A.Gross says, “‘Vollrath 


comes as near to selling itself as 


TRIPLE COATED 


anything we have in our store.” 


That is because the modern 
housewife wants to get away 
from kitchen drudgery. Vollrath 
Ware is as easy to wash as china. 





Says Mr. Arthur A. Gross, of 
the Phillip Gross Hardware & 
Supply Company: 

“We have carried Vollrath Ware consis- 
tently for almost fifty years, during which 
time we have seen many other lines come 
into the market for a short time, but their 
popularity soon died out. We believe that 
today there isa greater demand for enameled 
ware and especially the better kind than 
there ever was before. The housewife may 
be tempted to try many new things, but 
eventually she will come back to the line 
that gives the best satisfaction. 

“We have found this line une of the nicest 
to handle from every angle; it carries a 
splendid margin of profit, the turnover is 
good and you can show it to your customers 
with utmost confidence. In fact, it comes 
as near to selling itself as anything we 
have in our store.” 











It has three coats of vitreous 
porcelain enamel that produces 
surfaces as hard and smooth as 
glass. They absorb nothing and 
because Vollrath Ware is spot- 
lessly white, stays white and 
looks white, women like to use 
it in their kitchens. Handles and 
spouts cannot come off Vollrath 
vessels because they are gas 
welded, making them one with 
the vessels themselves. 


These are quality points that 
housewives appreciate. Vollrath 
is making them known to women 
everywhere through strong, ef- 
fective nationaladvertising. That 
is why Vollrath is easy to sell. 


Are you taking advantage of the 
money that is to be made in this 
profitable line? 


OLA PL 


WARE 


SEAMLESS 


SANITARY 





THE VOLLRATH COMPANY 


Established 
1874 


SHEBOYGAN, WIS. 
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**not just mop sticks-GEMS”” 


Every stick a GEM in the Arcade Gem line of Mop 
Sticks. Nearly 50 years’ experience in the manufacture 
of these articles, and during that time we have con- 
stantly sought to improve our product wherever pos- 
sible. As a result, our present line is superior in every 
way. Simple, with the simplicity that accompanies 
high efficiency; sturdy, light weight,—they satisfy the 
most exacting demands. 


an: 





NO. 0 GEM 


NO. 1 GEM 
The No. 0 Gem as shown above is the latest in steel head mop 
sticks for home use. All the metal parts are made of steel and 
heavily coppered. Light in weight for the convenience of the 


housewife, but of such strong construction that it will stand up 

under the hardest use. The handle is of polished hardwood, 48 

inches long, and full size the entire length. 

The No. 1 Gem is an old reliable that has been a large seller for 

The head is made of cast iron; the bail and 
Simple in construction, but light, strong and 
The handle is of hardwood, 48 inches long, with 


many 
lever of steel. 
always efficient. 
a waxed finish. 


years. 





This type, our No. 50 Janitor Mop 
Stick, is for extra heavy use, and is 
the most durable made. The action of 
a nut on a screw raises and lowers the 
head, and tightens the mop in place. 
The head is 7 inches wide, and has an 
extra deep opening to facilitate putting 
in the mop. Has a 54 x 1% inch 
hardwood handle with a polished and 
waxed finish. 





NO. 50 JANITOR 


Our No. 5 Brush Mop 
Stick may be used either as 
a mop or as a brush holder. 
Its action is simple, direct 
and powerful. The castings 
used in its construction are 
carefully selected. The han- 


dle is 48 inches long, made 
of hardwood with a polished 
and waxed finish. 





NO. 5 BRUSH 





More Correspondence ? 


(Continued from page 438) 
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old store and putting in a full set of expensive fix- 
tures. I have given your problem quite a little 
thought, and this is my answer. 

“Suppose your store is 25 ft. wide and 60 ft. deep. 
In your letter you do not give me the dimensions. 
Then, as a matter of record, in other stores, it will 
stand that 75 per cent of your customers who enter 
your front door will never get beyond 20 ft. from 
the front door. I am quite sure you will approxi- 
mately admit these figures. This, therefore, means 
that the first 20 or 25 ft. of every store is a selling 
part of the store. Anybody with common sense and 
retail experience will admit this. 

“Now, since this is selling space, because most of 
the customers stand near the entrance when they 
come into a store, it should be used—all of it—not 
as a warehouse, but every square foot for samples. 

“IT therefore would recommend that you and your 
father compromise on this problem; that before you 
revamp the entire store and put in modern shelving, 
you only fix up the first 20 or 25 ft. on both sides 
of your main entrance. This can be done without 
any large expense and without a great deal of 
trouble. 

“Next, arrange in the front of the store items that 
sell by sight. By this I mean that some goods are 
called for by a mechanic, for instance, when he has 
a job that requires the use of a certain tool. He 
does not buy this tool simply because he happens to 
see it. Take, for example, a micrometer. No car- 
penter ever bought a micrometer until he had a job 
that needed the use of one. For that reason, I 
would never put micrometers in a showcase at the 
front door. On the other hand, there are a large 
number of items such as safety razors, old-fashioned 
razors, cutlery and tools of all kinds for which car- 
penters and other people have use almost every day. 
These goods they buy more or less on impulse. 
These are the goods I would put on my sample 
boards in the front of the store. 

“Then, allow me to make another suggestion that 
I have given to hundreds of dealers and that has 
worked out very well. I would get a glass show- 
case, one of those cases with glass all the way 
down to the floor, about 6 ft. long. I would put 
this showcase on casters so it could be easily moved 
around. On the inside of this showcase, near the 
top, I would paste a card with large letters reading: 
‘New Goods’ or ‘New Tools.’ I would fill this 
showcase with all the newest things in the hardware 
line—of course, items that naturally would go into 
a showcase. I would keep this showcase in the front 
of thé store. When customers came in and just 
wished to have a talk, instead of talking politics or 
crops, I would get them over to the new goods show- 
case and show them new items. I would never ask 
them to buy. I would simply call their attention to 
this and that Yankee notion. To be sure, if any of 
them wanted to buy, they would not have much 
difficulty in getting me to take the money. 

“However, I think it is a big mistake in a retail 
store to be too insistent upon making a sale. I know 
I often like to go into retail stores and just chat. 
I can not get out of the habit! I find myself doing 
it here in New York after dinner when I am smok- 
ing a cigar. Usually I have a dollar or two in my 
pocket, and I can buy if I see anything I like! In 
some of the shops I enter, though, they make me 
feel uncomfortable and drive me away because the 
clerks have the manner of: ‘Well, if you don’t want 
to buy, why don’t you get out?’ Now and then I do 
find a clerk who likes to chat about his goods. He 
shows me new items and I find almost invariably 
before I leave the store that I make a purchase. 

“When I was a traveling salesman I used to carry 
a roll of samples of odd goods. I remember in this 
collection I had some Chinese padlocks, a one-armed 
man’s knife, a pair of left-handed shears and other 
curious items of American or foreign make. I found 
my trade liked to look over these articles. Of course 


I was not even trying to sell them. I merely car- 
ried them around to fill in odd moments after I had 





May 21, 1925 

















May 21, 1925 HARDWARE AGE 


finished selling a customer what he needed. Any- 
how, I got the reputation, from doing things of this 
nature, of being odd and different from other sales- 
men. Most other salesmen would not take the 
trouble. 

“Now, I believe, in the same way, if, in a retail 
store there is a new goods showcase, it will be inter- 
esting to your customers. If you happen to be busy, 
or at rush times, you do not have to call attention 
to the case. Simply let this case do its own selling. 
However, my experience is that there is a good deal 
of off time in a retail hardware store when you are 
compelled to entertain a customer one way or 
another, and I think the best way to entertain them 
is to talk about your goods. 

“I suggest that you read this letter to your father 
and, if he agrees with me, that you try modernizing 
at least 25 ft. of your store. It will not cost much. 
It will be only a beginning. If you find it pays, then 
you can modernize another 25 ft. 

“Speaking of women’s trade, I am just wondering, 
since yesterday was Easter, whether you bought a 
quantity of Easter cards and sent them to the wives 
and daughters of your possible customers. I am 
wondering how many hardware stores sent out 
Easter cards. You know, I believe in these little 
attentions. I think they pay. 

“We have a large force of salesmen on the road 
for this house. Now, only one salesman sent me an 
Easter card. Of course there is no reason why he 
should, but just the same, when I received this card 
with the Easter greetings, I thought a little more 
of that salesman. It was a thoughtful thing to do. 
I may be getting old, but I am still pretty human and 
I like to be remembered. That is why I like to 
receive your letter, because it indicates that while I 
have been out of the hardware business fourteen 
years, I am still not forgotten by my old hardware 
customers nor by their sons. 

“Please tell your father that if either one of you 
ever comes to New York, I hope you will drop in to 
see me at my new Office at 

“31 Union Square (corner of Sixteenth Street), 

“New York City. 

“Possibly I should not be working myself, but I 
enjoy the game. We have a ‘business that extends 
all over the world. We think nothing in our morn- 
ing mail of getting orders from Patagonia, Pekin, 
Thibet or Persia. The other day we received an 
order from Teheran in Persia. The dealer inclosed, 
in advance payment, a $10 Confederate bill, $4 in 
United Cigar Store coupons and $5 in real good 
American money. We filled the order just as if all 
the money was good. How can we expect a Persian 
in Teheran to know that Confederate money ceased 
being good after a little event at Appomattox in 
1864? 

“I am very much interested in your experiment. 
Please tell me late? whether you did put in this new 
shelving, sample boards, showcases, etc., and exactly 
what your experience is. 

“TI agree with you, it is a good idea to clean up 
and take a fresh start now and then. It has a good 
effect upon everybody in the business. The world 
does move!” 








What Would Happen— 


if we put a United Cigar Store salesman behind a hard- 
ware counter? From my experience he seems to enjoy 
a state of mind that believes it is rank injustice to let 
you buy only what you came in for. 


If you step up to the cigar store counter and ask for a 
pack of cigarettes he just knows you won’t be happy un- 
less he sells you a carton of the same brand together with 
a dozen pipes and a ton of tobacco.—Forethoughts. 
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Model 600 
E-Z-On $3.00 





$8.00 











Model 640 
Complete 
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Nine Out of Every Ten! 


Ask the next ten car 
owners who come into 
your place if they have 
one on their cars, and, 
if not, why not. Nine 
out of ten—and _ the 
tenth is probably a non- 
smoker — will answer 
either that they hadn’t 
thought of it, or that it 
was too much trouble to 
connect up. You will 
create the desire and can 
explain how easy it is to 
mount, especially the 
E-Z-On at $3.00. Try 
it, and you'll make prof- 
itable sales. 


**There’s a Model for 
Every Car at a Price 
for Every Pocket.’’ 





Model 603 


for 


*Ash 


Dash $5.00 





Model 622 
Receiver $1.00 





Model 634A 
For Tonneau $8.50 





)\" 
Smokir 


fodel 620 


w Set $15.00 


THE CUNO ENGINEERING CORP. 


80 South Vine Street 


Meriden 2 


Conn. 
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MANUFACTURING CO. 


Branch Offices: 
45 WARREN ST. NY.C. 74 W. LAKE ST. CHICAGO. 
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It Can’t Be Done with the 


Present Generation 
(Continued from page is 


POCECELRERCUUDARUROCOLOTECTECCCCRCTECORCLOROR a Ceeaeaee eee 


wont eee ane bs iia on wy maaan of 
today for their indifference to work and their lack 
of respect for it. Blame, if blame is in order, (and 
it is not) should be placed on the brain of the in- 
ventor, who thrust his idea on a world one hun- 
dred, five hundred or a thousand years before it 
was ready to receive it. 

Mass intelligence has not traveled far from 
the stone age, and it isn’t hard to imagine that 
the dinosaurs or the diplodocus would throw a 
real conniption fit if a Ford was to shimmy up 
behind them and blow that ungodly horn. 

Still and all, as Ring Lardner says, it does make 
a difference at home. 

We left mother in the kitchen “setting” the 
bread. Well, she had to go to bed some time, and 
she did a little later—so dog-tired that when she 
finally “hit the hay,” she did a Rip Van Winkle. 

A generation later she is wakened by the alarm 
clock at six minutes to seven. Simultaneously she 
kicks pa out of bed and tells him he has just six- 
teen minutes to get to the works if he expects to 
ring in on time. 

“T laid out your shredded wheat last night, and 
the milk is on the back porch, and you can warm 
up the coffee left over. It’s on the back of the 
stove.” And ma rolls over for another snooze. 

She has a heavy day before her. Two bridge 
parties and an engagement with the hairdresser. 
A marcel wave, maybe a permanent one if she is 
lucky at bridge. 

Pa doesn’t grumble—he knows it won’t do him 
a bit of good, so he grabs his clothes and beats it 
for the kitchen. He can dress while the coffee is 
heating. That’s efficiency. He swallows his “ex- 
celsior,” washes it down with the stuff in the 
coffee pot, and beats it for the shed in the back 
yard. 

He opens the door and discloses to view that in- 
vention which has done more to throw the world 
off its nut than all other inventions combined. 
The Flivver. 

Pa twists its tail, and is off amid explosive 
splutter, roar and rattle indescribable, but he’s 
happy—he likes it that way. 

Ma snoozes longer than she intended. She has 
to hustle to meet that first engagement, so she 
tells the children they can have anything they 
choose for breakfast, from grape nuts to corn 
flakes, if they’ll only get it themselves. 

And children, says she, “I won’t be home for 
luncheon, but I am sure you'll find plenty in the 
ice box.” And with a few more loving words 
about not drinking all the liquor, it’s too expen- 
sive—she departs. 

She puts in a full day, but is not over lucky. The 
last few consolation rubbers wiped out her earn- 
ings, and the permanent wave goes glimmering. 
The marcel gives her time to see her favorite 
screen actor, and on the way home she stops at 
the delicatessen and buys the family dinner. Some 
boiled ham, two dill pickles, a portion of sweitzer 
cheese, a box of sardines, a loaf of rye bread and 


potato salad. 
Noting the time, she murmurs: “Gee! it’s late 
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—I’ll have to hurry or he’ll beat me home.” She 
only speaks of her husband as “he,” and thinks 
of him only as the guy she wishes she hadn’t mar- 


ried. She’s sure if she hadn’t been so hasty she. 


could have married a Valentino or a Thomas 
Meighan. 

Staggering up to the front door, she is met by 
Mazie and Jim, who grumble that “It looked like 
you never would get home—we’re nearly 
starved.” 

“Oh! forget it,” says ma. ‘‘Take these packages 
and set the table quick; he’ll be home before din- 
ner is ready if you don’t hustle.” The children 
obey—they’re hungry, and ma sinks into a chair 
with a sigh of exhaustion. 

“For God’s sake, Mazie, give me a cigarette 
I’m all in.” Mazie lifts her skirt just two inches 
and produces the pack from the top of her stock- 
ing. “Why will you persist in carrying your 
cigarettes in your stocking,’ counsels ma, “it 
looks so vulgar.“ “Oh! ma,” answers ‘Mazie, 
“you're too old-fashioned, and, anyhow, I can’t 
carry them in my hand all the time—can I?” 

Ma looks at the cigarette frowning, and in her 
most severe tone says: “‘My child—why is it that 
you won’t mind me? How many times have I 
told you to smoke Camels? These Fatimas are 
too strong for you.” 

“Here comes pa,” says Jim, and the sound like 
a metal garbage wagon on cobblestones tells them 
that it is true. 

Pa runs the thing in the back yard, and while 
washing his hands at the kitchen sink, daughter 
calls that dinner is ready. 

“T don’t see how it can be ready with all these 
dishes in the sink. Don’t you ever wash any 
dishes?” And ma knows a fight is on. 

Pa looks over the grub on the table, and opines 
that it’s a hell of a dinner for a hard working 
man. “Hard working man!” sneers ma—‘“you 
don’t know what hard work is. If you did the house 
work just one day, you would know something 
about it. You can’t make me believe you work 
hard with the stingy little pay envelope you bring 
home on Saturday night.”’ And for the next half 
hour ma has the floor. 

They finally adjourn to the living room after 
ma has reached the point of tears. Pa loads up 
his pipe and goes to the back porch. 

Mazie finally seats herself at the piano. Mazie 
pounds a wicked treble, but the base don’t hit on 
all , so she uses the cut-out to drown the dis- 
cord. 

” Jim leafs the music and finds a song that suits 

im: 

“Ben Bolt—“The Guy who flung a wicked smile.” 

Oh! don’t you remember, remember who, remem- 
ber what? 

Sweet Alice with the bobbed brown hair. 

She was there, the little bear, almost bare. 

She’d siege with a wiggle when you gave her a 
smile. 

And would soak you on the coco if you frowned. 

This is followed by: 

“T gave you up just before you threw me down.” 

“Yes, we have no bananas.” 

“Every little movement has a meaning all its 
own.” 

“She slipped but only sprained her knee.” 

“T love my wife, but oh! you kid.” 
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Sell Efficient Refrigeration! 











Are You Selling 
Merely Refrigerators 
or Are You Selling 


Efficient Refrigeration? 


HAT the average woman 
actually expects from the re- 
frigerator she buys these days is 
satisfactory food preservation with 
economy in ice consumption. 
Therefore, what she really is 
looking for is efficient refrigeration. 


Efficient refrigeration is pos- 
sible only when a material of high 
insulating value is built into the 
box. That is why conscientious 
manufacturers are placing so 
much stress on insulation—why 
an increasing number are adopt- 
ing BALSAM-WOOL as the stana- 
ard material for this purpose. 

Tests show that BALSAM-WOOL is 
the highest development in practical 
forrg of the insulation principle. This 
means that BALSAM-WOOL will keep 
an ice-box colder with less ice con- 
sumption than will the ordinary com- 
mercial insulators. 

When you sell refrigerators that are 
insulated with BALSAM-WOOL you are 
selling efficient refrigeration and reaping 
the benefits by niaking satisfied cus- 
tomers with every sale. 

A list of refrigerator manufacturers 
using BALSAM- WOOL will be furnished 
upon request. 


Wood Conversion Company 


CLOQUET, MINNESOTA 
Chicago Office: 310 S. Michigan Avenue 


Manufacturers and Distributors 


Weyerhaeuser Forest Products 


Makers of BALSAM-WOOL Refrigerator Car Insu- 
lation; BALSAM-WOOL Insulation for Domestic 
Refrigerators; and BALSAM-WOOL Insulation for 
Passenger, Mail and Street Cars. Also makers of 
BALSAM-WOOL Standard Building Insulation. 
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Waren a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know what he 
wants and who know how to 
provide for those wants. 








Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 


MECHANICS & METALS 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 




















Im a Mechanic-/ know 

am am 
Yh Biade with the Repulat 

» . e € epulation y . 


STAR HACK SAWS 


CLEMSON BROS.inc — Middietown.N Y 





The skilled mechanic, profiting by his long ex- 
perience, uses great care in selecting his tools. 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU 
ABOUT HACK SAWS. WRITE 
FOR BOOKLET. 











Mazie’s boy friend then called, and the song 
service came to an end. 

Ma slipped over to the neighbor’s to keep her 
hand in with bridge, and Jim sneaked away in 
pa’s flivver to a roadhouse, where he knew a girl 
who knew the bartender, who for Jim’s half dol- 
lar and the girl’s smile, would slip them a drink 
of booze with only a trace of wood alcohol in it. 

Mazie and her boy friend now being alone 
turned on the phonograph and danced. Danced 
the “Bunny Hug,” the “Grapevine Twist” and 
the “Shimmy Wiggle.” 

Dad looked in the back door and knew they 
were dancing, because he could hear the music. 
Had he been deaf, there likely would have been 
a tragedy. 

And so it goes. We have progressed from 
“Home sweet home,” to “I love my wife but oh! 
you kid.” 

From the best place on earth, “be it ever so 
humble,” to a place to go when you can’t go any 
place else. The old home taught, by example, 
the love of labor, the dignity of labor, the reward 
of effort, and the simplest of its teachings was 
that “whatever was worth doing was worth do- 
ing well.” 

Today the example set at home is to slight 
everything, short-cut everything. If it is worth 
doing, do it the easiest way, but nothing is worth 
doing if you can evade it, and certainly nothing is 
worth doing well. 

This spirit of short-cut, and to do less, is not 
confined to the employee. We employers are 
prone to find fault with others for doing what 
we ourselves do. 

The ‘‘boss” doesn’t work like he did a genera- 
tion ago, either. The employer of yesteryear 
who would have played golf an afternoon or two 
a week would have been looked upon as a loafer. 
Why even the man who took one vacation a year 
was a disgrace to any industry. 

Human nature is pretty much the same, 
whether it occupies the president’s chair or pushes 
the porter’s broom. If the “Colonel’s lady” and 
Judy O’Grady are sisters under their skins, it is 
equally true that the Colonel and his lackey also 
have a close relationship hidden under their hides. 

Work is no longer the greatest virtue. The 
greatest desire is the “pursuit of happiness.” 
True, it seems to be overdone. Seems ever to have 
become a sort of drunken orgy of excesses. 

From the viewpoint of the conservative, it looks 
like the world has a perverted idea of what con- 
stitutes happiness, and yet, perhaps, it’s all be- 
cause the generations past have had such a small 
acquaintance with her. 

Perhaps we can help the most by giving more 
thought to the general adjustment of business 
with business, less selfishness, less competition of 
the old price type, to the casting of the beam from 
our own eyes. We have got to adjust our busi- 
ness to meet the conditions thrust upon us—we 
can’t adjust conditions to meet business. 

If we can’t pay as good wages as other indus- 
tries pay, it’s a fault of the business—not of the 
employees. If we can pay as much, then we ought 
to be able to secure as good talent and by a process 
of selection, we ought to be able eventually to se- 
cure a force of employees who already are in- 
spired with the spirit of cooperation and who 
with fair treatment will maintain it. 
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How One Merchant Lost an Op- 
portunity to Retain Local Trade 


ECENTLY a hardware dealer in a small 

agricultural town in one of the north- 

western states wrote a letter complaining 
bitterly about the unfair tactics employed by a 
certain fence manufacturer who sells his pro- 
duct direct to the farmers. The specific charge 
was that this manufacturer had flooded the 
dealer’s territory with catalogs, the front cover 
of which bore the caption in large type, ““Here’s 
How I Save You One-Third on Fencing, Gates, 
Steel Posts and Barbed Wire.” 

According to our dealer friend, “this is a 
misleading statement that appeals to every 
buyer if he thinks he can buy $200 worth of 
fence and posts where it would otherwise cost 
him $300. He figures that he would have $100 
to spend for radio or some other luxury.” 

On page 17 of the same catalog under the 
heading, “Here Are My Low Prices on Steel 
Fence Posts,” are quoted the following “‘72-in. 
angle iron posts, 3414 cents; tee posts, 401, 
cents; freight prepaid on 30 posts or more.” 
The dealer states that his regular selling price 
on 72-in. angle iron posts is 27 cents and on 
tee posts is 38 cents, and he wants to know how 
he can overcome such competition. 

Then he closes his letter with the rather 
radical suggestion that the mails should be 
closed to advertising like that of the offending 
fence manufacturer. If that dealer would only 
see that manufacturers catalog and statements 
in the right light, he would probably realize 
that instead of having cause for complaint it 
was an opportunity. After the manufacturer 
had the farmers in the territory all enthused 
about saving a third of their fence money, the 
dealer should broadcast his plan to save them 
still more. The dealer’s prices were lower than 
the mail-order firm’s, but apparently he was 
keeping it a secret. Instead of closing the 
mails to advertising, why not use them to do 
his own advertising? 

Certainly a beautiful opportunity to wallop 
Mr. Mail Order Competition one right between 
the eyes was lost. | 





Tax Facts 


Every manufacturer must add his taxes to the selling 
price of his product. 

Every merchant must add his taxes to the selling price 
of his goods. 

Every farmer must add his taxes to the selling price of 
his produce. 

Every builder must add his taxes to the selling price 
of the building he constructs. 

Every railroad must add its taxes to the selling price 
of the passenger tickets and freight charges. 

Every landlord must add his taxes to the rents of his 
houses. 

Every clothier must add his taxes to the selling price 
of his garments. 

It makes no difference whether it’s labor, or materials, 
or service that is sold, the taxes must be added, and they 
are! 

Unless taxes are added to selling price all industry, 
farming and business would have to cease. 

Decreased taxes mean lower cost of living.—Allith- 
Prouty Co. 
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Every Housewife Wants a 


Union WS-50 Dish Drainer 


Let us send you a sample of the popular WS-50 

Dish Drainer. Place a few dishes in it and put 

it on the counter where it may bt seen by your 

customers. You'll soon see the need for an ade- 

quate stock of WS-50’s! Don't sell your sample. 
Ask Your Wholesaler 


Union Steel Produets Co. 


Albion Michigan 
U. S. A. 














J \ 
Has Your Catalog 
A Personality 


Who would dream of sending out a sales- 
man who did not know his story, who was 
untidy in appearance or who wore grotesque 
clothes. 


Good appearance and effective presentation 
are really more important in a catalog than 
in the living salesman. Your catalog must 
be right the first time. It cannot talk back 
or tactfully meet objections. . 


Your catalog has to do much more than 
merely present pictures and prices of mer- 
chandise. It has to have a force which 
might be called personality. Lacking this 
it becomes a mere price list that can neither 
interest or instruct the prospect and lacks 
the final pushover force that clinches sales. 


You will find that personality of the right 


sort makes your catalog a better sales 
medium. 


\ ( 


Catalog Department 
Brooklyn Daily Eagle 


305 Washington Street, Brooklyn, New York 
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Letters of Bill ClarkK—Window Scout 


Bill Clark, of Martin G Clark, Hardware Retailers, Sets Dotwun Some of His Impressions 
of Spring and Summer Displays in a Series of Letters to His Senior Partner 


NEW YORK CITY. 
Sunday. 


“DEAR MART: 

“Got a lot of buying tips from my calls on the hard- 
ware jobbers and manufacturers. They all seemed 
pleased to see me. Sunday I got an invite out to a 
friend’s home in Brooklyn. He lives in Flatbush, 
which he says is badly abused by these vaudeville 
actorines. Gosh! Mart, I never saw so many swell- 
looking houses and such nicely laid out streets in all 
my natural. You know that select summer colony 
out at Ridgetown, with the beautiful bungalows and 
big houses? Well, a lot of Flatbush is just like it. 
Along that beautéful boulevard known as Ocean Ave- 
nue you are lucky to get an apartment the size of a 
chicken coop for one hundred bucks a month. Before 
diving into the subway, in which I am all confusion, 
I snooped along Flatbush Avenue. It is one of those 
neighborhood shopping center sort of affairs, and 
nearly every store sells real stylish women’s clothing. 
I am almost ashamed to admit how many of those 
frilly lingering windows that caught my wicked eye. 
If we dressed up our women folk in such pretty things 
our_ bank balances would look kinda sick. In my eyes 
for these things I almost passed the hardware store 
display of Snyder’s. Too bad if I had, for you would 
have fits if I only showed glass door knobs in our 


window. Mart, old fellow, you stick too close to your 


own home town. Traveling, they say, is so eddifying. 
I know you like to see everybody who passes our part 
of Main Street, but that opened back window will have 
to go. This display space costs us real money in rent 
and we have simply got to trim down our underfoot 
and overhead. Snyder’s had one of these wall-board 
screen contraptions with as many side wings as one 
of Zed’s ducks. This screen was papered with blue 
paper with a stone-like finish. Those things that are 
called dehawleys (it’s a French word) in the etti- 
quete books, but which are known in our society as 
lace paper mats, were thrown on the screen pane!s 
like a beautiful flower bed. One of the glass door 
knobs was attached to each mat. The middle panel 
was naked except for this sign: 


““*Nothing will dress up the appearance of 
your home and add to the attractiveness of 
your new residence than door knobs. We have 
them in unlimited quantities.’ 


“Educate the folks—that’s what we’ve got to dbo. 
Our citizens are always buying new devices for their 
automobillys and falling for the latest styles in the 
mail-order catalogs. Their homes they treat like 
homeless orphans. ’Tain’t fair, Mart. That’s where 
a window like this one helps. To resume, as they 
say in the French, more of the glass door knobs were 
set out in opened cartons on pedestals, with more of 


them on the floor over those lace paper mats. How 
is business these days? Miss the old store, but things 
are going to hum like a bee when little me (poetry) 
gets back. Hobnobbingly yours, 
“BILL.” 


DANBURY, CONN. 
Tuesday. 
“DEAR MART: 

“Thought I’d stop off here between trains to see 
what I could find. Big cities have the same effect on 
me as the everlasting round of pork chops that Al 
serves at his restaurant in name only. Nice little 
burg with plenty of farmers shopping to liven things 
up. There’s a hardware feller here who’s worth 
watching. Meeker is his name. His windows are as 
amusing to me as the movie captions in the comedies. 
Rural folk are not so blazay (another French word I 
picked up) as those big-city guys, so we might try 
tickling their funny-bone in getting ’em to buy. It 
works with Meeker and it ought to work with us. 
There was nothing about the lay-out, a technical word 
that Walter loves to use when he wants us to take 
larger ads in the Bugle, to make one come hither. 
Simply tools of all kinds grouped like a sassiety func- 
tion on the crépe paper floor. For the love of Pete, 
Mart, turn over all the dealer helps to me. You treat 
’em like a lot of junk and they cost the manufacturers 
real dough. I ought to know, having been taken into 
the confidence of some of the hardware manufacturers 
in the big cities. I was shown bills for hundreds of 
dollars for this cut-out, hundreds of dollars for that 
showcard. This money is splurged for our benefit as 
well as theirs. Meeker had some of these dealer helps 
in his window and they helped brighten up things. 
Meeker is a clever guy to juggle words the way he 
does, and there are the notes of the cards I took: 


“*You tell ’em, chisel, you’ve got an edge up.’ 

“*Tt’s all right to come in here without knocking, 
but you’re sure to need a hammer some time.’ 

“*You ask us for anything. We’ll give you a 
square deal.’ 

““*The old saw says, “God gave us faces, but we 
can pick our own teeth.” ’ 

“*You tell ’em, augur, we’ll do our bit.’ 


“T’ll tell you, Mart, if I could write such funny bits 
like these I’d become a movie caption writer. I got 
your wire asking me to return P.D.Q., because you 
want me to put in some of those smarty windows I’ve 
written you about. I’ve an itching to do them myself, 
so expect me on the 6.10. I'll warn you now, Mart. 
This isn’t the last trip I’m going to take, and when 
these ideas are all gone, me for the suitcase and the 


open road. Captionally yours, 
“BILL.” 
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WARREN HARDWARE STORE FIXTURES 


— 
== 





Blame Yourself If Sales Don’t Increase! 


If contemplating changes 
in your store, our cata- 
log of Warren Fixtures 
will be sent upon request 


NEWS ITEM 


C. F. Wooley, 2937 
Archer Ave., Chicago, 
Illinois, have just in- 
stalled a complete equip- 
ment of Warren Fixtures 
in their store. 


Let’s be specific. What you want is more sales—business growth. Are you pre- 
pared for it—are you planning for it—or just wishing? 

Show people you want their business by equipping your store to give better and 
quicker service; reach out for more sales by displaying merchandise where cus- 
tomers can see, compare and buy. Take a page out of the experience of other live 
merchants, and install Warren Fixtures. 

Proper growth calls for intelligent planning. To insure easy expansion a stand- 
ardized fixture should be used. Warren “Sectional” Fixtures permit expansion | 
either in length or height—and made into a new layout within a few hours. 


Even though you may not plan new fixtures now, it would be worth while to have 
a Warren Suggestive Floor plan. What are your problems? 


J. D. WARREN MFG. CO., 159 N. State St., Chicago, Illinois 


———— 








YOU CAN START WITH A SECTION AND ADD OTHERS AS YOU NEED THEM 


























RINGCO The Years Bear Witness 


Tumbler and Soap Holder | to the Longevity of Brass 





No. 03767 White Finish 
No. 3767 Nickel Finish 


What Nature builds and beautifies, Time eventu- 
ally destroys if the “gifts to man’ cannot resist the 
effects of corrosion and decay.: 


Brass is one of the few metals that do not submit to 
the ravages of Time or bow to the will of the ele- 
ments. Its life and endurance are practically ever- 
lasting. 

Bathroom Fixtures are built on a foun- 

INGC dation of solid brass. Their bright 
Heavy Nickel Plate and White Enamel finishes add 
beauty to durability and lend a touch of refinement 
to their surroundings. 


It will pay you to feature them to your trade and 
cultivate a permanent repeat business. 


If your Jobber does not 
carry ‘Ringco” Fixtures 
we are prepared to make 
immediate delivery from 
our complete stocks of 
both finishes. 


» Why not let us send our 
catalog showing our 300 
high quality fixtures? Our 
nearest office will mail you 
one for the asking. 

















AMERICAN RING COMPANY San Francisco, No. 116 New Montgomery St. 


; Chicago, No. 29 E. Madison St. 
Connecticut Boston, No. 170 Summer St. 


Waterbury 





Branch Offices: 
New York, No. 2 Hudson St. 
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Advertising Is Both a Science and a Profession 


woodworking industries. Among the 
more active of these which were near- 
ing completion were office furniture and 
equipment, grocery paper bags, tissue 
paper and carton containers, warm air 
furnace parts, drop forged wrenches, 
tacks, glass sidewalk lights and pre- 
pared roofing. All of these had brought 
their programs to a point where they 
were ready to submit the proposed re- 
ductions to the producers as a whole. 
Surveys were begun during the quar- 
ter, the report shows, to determine the 
existing variety and demand in alumi- 
num ware, automobile tires, bright wire 
goods, vegetable and fruit cans, hos- 
pital chinaware, highway cable guard 
rail fittings, poles and sterling silver 
ware. The division’s attention was 
called during the quarter to the possi- 
bility of simplification in a large num- 
ber of fields ranging from contract 
forms for coal sales to biscuit pack- 
ages and from dry cell batteries to 
freight cars and mining equipment. 


Status of Trade Associations 


The Department of Commerce has 
received from the National Industrial 
Conference Board a copy of the results 
of the study recently concluded by that 
organization on the subject of the eco- 
nomic activity and legal status of trade 
associations. That “unrealized possi- 
bilities” lie in the future development 
of trade associations is the concluding 
statement of the board. 

It is through the medium of the 
trade association movement, the board 
believes, that a properly balanced pub- 
lic policy, avoiding the extremes of 
“unfettered, unregulated competition” 
and “authoritative control of industry 
under bureaucratic forms” may be 
evolved. In the development of public 
policy toward business there is danger, 
on the one hand, of engendering waste 
and ill will “by a purely individualistic 
policy,’ which on occasions has pro- 
duced “such a degree of mastery, often 
by the least scrupulous, as to disillu- 
sion the most confirmed of laissez-faire 
enthusiasts.” 

On the other hand, in the view of the 


(Continued from page 45) 


ping and discouraging business by too 
much restrictive legislation. It is here, 
the board says, that the value of the 
trade association makes itself felt. 
Pressure of group opinion is charac- 
terized in the report as a more effective 
and flexible regulative force than rigid 
coercive legal measures. It is through 
the cooperative self-imposed business 
standards and practices promulgated 
through the trade associations, always, 
however, safeguarding the essentials of 
competition, the board believes, that 
the “ideal but elusive mixture of free- 
dom and regulative authority in the 
realm of business may be achieved.” 


More Clashes in Trade 
Commission 


UCH interest attaches to the ac- 
tion of the Federal Trade Com- 
mission during the past week in 
dismissing its complaint against the 
Michigan Wholesale Grocers’ Associa- 
tion, its officers, executive committee 
and members. The respondents were 
charged with “using coercive methods 
in attempting to force manufacturers 
into guarantees against price declines.” 
The commission’s announcement 
states that Commissioners Thompson 
and Nugent “dissented and will later 
file a memorandum of dissent.” It will 
be noted that these two commissioners, 
who make up the insurgent minority of 
the board, are evidently preparing for 
another onslaught upon the commis- 
sion’s new policy which forbids pub- 
licity in advance of thorough investi- 
gation and in cases in which complaints 
are dismissed for lack of adequate 
proof, as in this particular instance. 
It would be a mistake, however, to 
assume from the action taken by the 
commission in this case that it pro- 
poses to abandon its crusade against 
the practice of guaranteeing against 
price declines. On the contrary, it can 
be stated that it is the purpose of the 
commission to pursue this matter at 
least until a court decision is obtained 
upon the point as to whether the prac- 





board, there is the hazard of handicap- 


Bullock No Longer 


Represents Sands Level 


Sands Level & Tool Co., Detroit, 
Mich., announces that C. E. Bullock of 
Chicago no longer represents this com- 
pany in the midwestern States. 





Power Units, Inc.. Formed 
by Don W. King 


Don W. King, formerly with the 
Johnson Motor Company, South Bend, 
Ind., has organized the Power Units, 
Inc., Jackson, Mich., to build and mar- 
ket a motorized hand lawn mower to 
be known as “Bob-A-Lawn.” The 
company expects to begin production 
this spring. 








Paint Salesmen Elect Perrine 
President of New Orleans 


Club 


L. F. Perrine was elected president 
of the New Orleans Paint Salesmen’s 
Club at a regular meeting held April 
21. The Partial Payment Paint Plan 
was discussed following the election of 
officers. 


New Wholesale Distributor 


The Handy Hardware House, Inc., 
has been organized with $100,000 capi- 
tal stock and will act as hardware dis- 
tributor at Whiteville, N. C., with post 
office address Vineland, N. C. 











in guaranteeing their retail customers 
against a decline in price after the 
goods involved have been sold is tan- 
tamount to a violation either of the 
antitrust laws or of the statute creat- 
ing the trade commission. 


Guarantees Constitute “Unfair Com- 


petition” 


The commission has contended that 
a wholesaler or a retailer who receives 
a guarantee against price decline from 
the party from whom he purchases 
merchandise holds an important ad- 
vantage over a competitor who buys 
goods without such’ guarantee. This 
advantage, in the opinion of the com- 
mission, amounts to unfair competi- 
tion. 

During the course of an extended 
“trade practice submittal” held by the 
commission, representative business 
men, while conceding that the practice 
complained of gave an advantage to 
the parties receiving the guarantee, 
contended vigorously that it was a per- 
fectly legitimate advantage in no way 
contrary to public policy and certainly 
not an infraction of any statute. In 
order that the practice should amount 
to unfair competition under the law, or 
even at common law, it was insisted 
that an instance would have to be cited 
in which a manufacturer or wholesaler 
guarantees one customer against price 
decline while refusing to provide an- 
other customer with the same safe- 
guard. 

In the case just dismissed by the ma- 
jority of the commission the minority 
members, Messrs. Thompson and Nu- 
gent, are understood to take the posi- 
tion, not only that the practice com- 
plained of is against the law, but also 
that there was ample proof in this par- 
ticular case that it had been resorted to 
by the respondents. It is expected that 
in their dissenting opinion the two mi- 
nority commissioners will proceed to 
ventilate the entire controversy and 
thus. still further accentuate’ the 
strained relations existing between the 











tice of manufacturers and wholesalers | 


ent time. 
be extended to Detroit, 


majority and minority of the commis- 
sion, which for several weeks past have 
been acute, 






New Household Cleanser 
Placed on Market 


The Britton T. & S. P. Company, 
Cleveland, is placing a new household 
cleanser on the market known as Day’s 
Liquid Pine Cleanser. Distribution is 
being secured in Cleveland at the pres- 
This fall the campaign will 
Pittsburgh, 
Cincinnati, Columbus, Toledo and other 
large cities.” 


Co. 


Neptune Hardware 


Moves to 70 Duane St. 


The Neptune Hardware Co., New 
York City, has moved from 80 Warren 
Street to 70 Duane Street. 
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Puts Oil 
in Any 
Crankcase 
Quickly, Easily and Accurately 


[THOUT funnels, with- 

out loss of time, without 
muss or trouble, and with one 
operation, the Brookins Meas- 
ure quickly and easily serves 
any car with from one to five 
quarts of oil. For drain pit 
service, it’s indispensable. 






There is a size to fill any 
crankcase with one filling of 
_ the measure. There is a flexi- 
ble metal hose that readily 
reaches any oil intake, a posi- 
tive thumb-valve control that 
starts and stops the flow at 
will, a specially designed lip 
that allows the measure to be 
filled to the brim without spill- 
ing. 








Car owners like the Brookins 
because it gives them quick 
service, clean service, and be- 


show price = — . 
per gallon and quantity roe Mi po cause it permits them to see the 





Brookins Price Chart. 


to twenty gallons. Complete price -1 ‘ 7 ' P 
wae tn Gk ai mnie tle kind and grade of oil they’re 
fits on pump. Order from your getting as it 1s drawn from a 
000eT. 

properly marked pump. 


Wherever oil is used or sold 
you'll find it easy to sell Brook- 
ins Measures. Made in one, 
two, four and five quart sizes. 
Sold by progressive jobbers 
everywhere. 





Brookins Gasoline Can carries 
any distance oe = or 
splashing. Has a flexible metal ° 
The Brookins Mfg. Co. 


hose that puts gasoline in any gas 


tank without a funnel and without i , 
waste. Made in two and five gal- 342 Xenia Ave., Dayton, Ohio 


lon sizes. Order from your jobber. 


j f \ 
SERVICE STATION EQUIPMENT 
EE 





Brookins Measures are Service Station Treasures 



























































REPUTATION 


What we offer the Dealer in 
Hollow Screws is the built-up 
sale of the best known article 
—not just something that ought 
to sell. 


The extra strength of the cold- 
drawn screw is familiar fact to 
the men in shops. The spe- 
cial heat-treatment, the un- 
breakable quality, date far 
back in factory experience. 


But the sale that has grown 
from these things—from the 
years of promotion and service 
—is an asset the Dealer can 
annex to himself in a day. 


Practically speaking you will 
take over sales, rather than 
stock. You'll take over a Rep- 
utation—with a following. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Pacific Coast Distributor: W. J. McRae; 
320 Market Street, San Francisco, Cal. 
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“Is Your Wrench Turnover Satisfactory?” 


The number of times a year a dealer turns his wrench stock, 
depends largely upon the quality and assortment of the sizes 
of wrenches he carries. 


Increase your turnover by increasing your stock—carry all 
standard sizes of Coes Wrenches from 6 to 21 inches. 


Your Jobber will keep you supplied. 


Send to us for Catalog. 


COES WRENCH COMPANY 


“In Business Since 1841” 


W orcester | Mass. 
Selling Agents 

Bo Ga Tey GE Gwe ov cc ceecs 29 Murray Street, New York 

John H. Graham & Co....113 Chambers Street, New York 

Fenwick Freres...........- 8 Rue de Rocroy, Paris, France 














vy 
- 3 + 
Perfea 
WMH. HAH 


The Customer Who Leaves It 
To Your Judgment 


ATUL LAU MULAN A 


When it is left for you to decide—you become not 
the “Judge’’—but the Defendant! It is your trial, 
so to speak, and “‘Perfect”’ is a Character Witness. 


You will not only make a sale. Your decision will 
bear weight. When a customer says, “I’ll leave it to 
you to send the best,” he is going to tell his neigh- 
bors all about the merits of his selection. Even if 
you did send “Perfect”? Screen Cloth, he will claim 
the credit for his good judgment. Make the sale 
and let the credit go! 


Your Jobber Carries “Perfect.” 


UVUHONHUNU LAAN 


AMV TUNLUGUNLAI AULULULIULEAUFULULLULULEDGUOUIOLNUVONUOLU)HVLUOERUULUOUG¢E00H0GNAULVOGUEYOVUNUOAQUUOLOOUYOUGRLUUIVNUCUOLEOgGOKUUEVLVOIUONVOGULIOONAYHOHRUUE0UHOOHOIAUIUOOVNVOAOLVOULONUUGUS.NUONLEUOSUO 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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Rivets Pipe Couplings 
Roofing Nails Scratch Brush Wire , 
‘ 4: 
| Trade Mark 
. / 
THE BRIDGEPORT SCREW CO. } 
Bridgeport, Conn. 4 
Bridgeport Progress Exposition, May 30th to June 6th 

Representatives: 

stunene’ he: Cac Beal Wyeetens, Loe Aniiuive, Seattle ; 


\S 


ated arene erent edo Yo Soe tay ee SEUSS EEEESESESESESESESESSSSSSSSESSSSSSSSSEES SEU bette ete bebe 





\ 








‘o> — 





TE Wok =\ MAND AND POWER PUMPS FOR ALL USES 
\BESY77 
QZ 


a 






















STRAIGHT-LINE PUMPS 


You can’t fail to interest your trade in the 
exceptional features of construction of 
Deming Straight-Line Pumps. Here are a 
few points selected at random from a 16 page PL. 
booklet which you should have to thor- 
oughly understand the sales possibilities in 
these pumps: 


1I—STRAIGHT-LINE CONSTRUCTION of bearer 
prevents side play of piston rod, thereby reducing 
friction to a minimum and assuring unusually long life. 


2—PERFORMANCE: Will deliver water at spout: 
force it through back outlet to house, barn, and out- 
buildings or when furnished with air compressor can 
be used for pumping into compression tank. 
3—-LUBRICATION: Pinion shaft and crank shaft 
run in bath of oil. 

4—OPERATION: Deming “Straight-Line’’ Pumps 
operate by hand, windmill, gasoline engine or electric 
motor. With pneumatic tank, electric motor and 
switch, an excellent water system is obtained. 


Get your share of the Deming “Straight- { a 
Line” sales. We will gladly tell you how to §& as 
start. ) ruc encvoseo 


The Deming Co., Est. 1880, Salem, O. 


GUIDE RODS 






ea STON ROOD 










HAMBER TURF 

























LARGE BASE COVERS WELL CASING AND 
KEEPS OuT SURFACE WATER 





TOP OF WELL CASING 
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CORBIN 





SCREW 


PRODUCTS 





Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 


ers, Register, Sash and 
Ladder Chains. 


NIRATARA DAS ROROREYY 


g\ | | 


We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 














TEGCO 





=(;lass Hardware== 


This new modern merchandise 
creates new and profitable business 
for you. 
Genuine Hand-Cut Glass Door 
Knobs 


(Design patent applied fer) 





Cut actual size of 24%4" 
The knobs are mounted in solid cast 
brass shanks with wrought or cast 
brass roses. 





No. 721B Orystal 

No. — Opal 
At a glance you can readily see the advan- 
tages and beauty of these door fasteners. 
The above “NEW’ goods are made in our 


own factory. They are of the highest qual- 
ity glass and the very best of brass trimmings. 


For sale by all leading jobbers in U. S. 
and Canada 
Write us for name of nearest distributor. 
Manufactured exclusively by 


Technical Glass Company, 


Incorporated 
2050 East 48th St., Los Angeles, California 
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American Brand 
“The Recognized Leader” 


Satisfactory service to the 
consumer, year in and year out, 


has won for GALVANOID 


the pre-eminent favor of the 


trade. 


It is heavily zincked after 
weaving by our modern elec- 
tric process. Then a transpar- 
ent coating of varnish is baked 
on. This protects the attrac- 
tive finish, and adds to the 
firmness and durability of 


GALVANOID. 


Your trade will appreciate the 
even mesh, uniform finish and the 
long wearing satisfaction of GAL- 
VANOID. 


We can now assure you of 
prompt shipment of your supply. 
If your jobber cannot’ furnish 
GALVANOID, advise us and we 


will see that you are supplied. 


Do not accept substitutes. Look 
for the red-lettered tag. 


We alsa manufacture AMERICAN 
BRAND Painted—Bright Galvanized 
—Bronze—Copper—Special grades 


for particular requirements. 


American Wire F abrics Corporation 
subsidiary of 


Wickwire Spencer Steel Co., Inc. 
General Offices: 
41 East Forty-second Street, New York 
Western Sales Office: 208 South LaSalle Street, Chicago 
Worcester Buffalo Philadelphia Cleveland Detroit 
San Francisco Los Angeles Seattle 
SSR ARR anc REARDAN N RL EEE IAS RT EIR IERIE SR ee 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by the 
use of efficient machines, 
the hearty cooperation of 
satisfied employees and 
specialization, the Tubular 
Rivet and Stud Company 
has for 50 years manufac- 
tured rivets that are the 
recognized standard in 
their field. 


KHAKI 
TUBULAR RIVET é& STUD 


COMPANY 


BOSTON 


Coast Represeniatiwe 
J. T. MeDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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Write today for 


The New Catalog and Prices on these and the 
many other articles of Builders Hardware included in 


The SHELBY Line 


MANUFACTURED BY 


The Shelby Spring Hinge Company 
Shelby Ohio 


—~§ 
, 
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Sales Representatives Wanted 


In a recent issue of this paper under the classification of 
“Sales Representatives Wanted,” were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go”’ for 


hardware salesmen, doesn’t it ? 


And by this same reasoning it looks as if these concerns 
reckon that men know where to “go’”’ to find these oppor- 


tunities. 


It’s a good paper that serves the trade “‘both ways,”’ isn’t it? 
Try it and see. Address— 


Hardware Age, 239 West 39th St.,New York 


‘‘Classified Opportunities Section”’ 
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10-inch Oscillator 


Three-speed switch in base; 
adjustable oscillating mechan- 
ism. Base and body dull 
black ; blades dull brass. Cord 
and plug. Can be used as a 
wall fan. 


List Price, 815.00 


8-inch and 
10-inch 


~ FANS 


**‘Universal”—for 110 volts A. C. or D. C. 


For thirty years The Emerson Company has 
been making electric fans. And those fans are 
noted everywhere for quality and long life. 
Many an Emerson has run for 15 to 20 seasons, 
and more. 

Northwind Fans, 
and guaranteed by [merson, 
have been for ten years the 
best answer to the demand 


for real fans at popular prices. 
A husky 8-inch fan, a 10-inch 
oscillator—they sell on sight! 
And there’s a good margin of 
profit. 


also made 


100 Northwind Distributors! Write us for name of nearest. 


The Emerson Electric Mfg. Co. 


2018 Washington Avenue 


50 Church Stree 
© Crarch Srecet ST. LOUIS, MO. 





S-inch Northwind 


Finished all over in light mat 
switch in 


brass. Two-speed 
base, cord and plug. Can be 
used as a wall fan. 

List Price, &7.50 


Send for “Profits on 
Fans,” our book tell- 
ing all about the 
Northwind line. 





WE PAY THE FREIGHT 


Lncatenter — N.Y. 
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With the famous Yankee Ratchet. 
watch. 
New Chuck holds any bit (Round, Square 
Shank) accurately, and can’t loosen. 

finished like a precision tool. 






SIZES 
8-10-12 and 14” 
COUNTER DEMONSTRATOR 


order. Helps the 
Better phone or write your jobber 


braces, if specified on t 
himself. 





New “YANKEE” Double Packing PHILADELPHIA, PA. 


the NEW Y ANKEE” 


Ratchet Brace No. 2100 


Works like 
Unbreakable, — Dust-proof, — Moistureproof. 


Made and 


Never a brace like it. 


This is furnished (free of charge) with every three 


NORTH BROS. MFG. CO. 


or Taper 


-_= 


user sell 
at once. 
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and genuine— 





You Must Get Turnover 


Turnover is a big factor in merchan- 
dising today. 

Capital must not be tied up in articles 
that turn slowly. 

The Builder’s need and acceptance of 


DIETZGEN STEEL TAPE, 
PLUMB BOB and RULE is ex- 
tremely important to you. It is your 
assurance of steady sales-turnover- 
profit. 

This handsome oak counter tray, sent 


the 


Butt Beveled Edge 


Write for our catalog and prices 


EUGENE DIETZGEN CO. 


Chicago New York E EN Philadelphia Washington 
New Orleans Pittsburgh [)! == Milwaukee Los Angeles 116 
San Francisco ne wee Factory at Chicago 509 E. Hennepin Ave. 








Drawing, Surveying, Mathematical Instruments & Materials, Measuring Tapes | Minneapolis, Minn. 


Regular Beveled Edge 


with your first assortment order, will . : Also 
help you. It makes sales—it helps Bow Frames ~~ 
convince the customer that you sell zeene Oe “Biter” A 

° maker's Tools er xes 
the finest in tools. Anvils Cabinet Scrapers 


Broad St., N. 


Torches and Stoves 
OVER 400 TYPES 





SWEDISH PANSAR FILES 


Circular Cut—Flexible-Tanged 
Half-Round—Bastard—Smooth 


eS 
ESKILSTUNA CHISELS 


Made in following styles: 


Socket Chisels 
Razors 

**Banco’’ Scythes 
Hoes 


Barking Spuds 


Order from your jobber today, or write 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


7. 
Coristine Bldg. 


Montreal, Can. 

















Growing demand tor 


terial and skill. 





No. 1111—6 inches Wide Heel Cut Back 








W. oe Tools 


is the result of our use of choice ma- 





Wm. Rose & Bros., 


Selling Agents 
Wiebusch & Hilger, Ltd. 
New York 





Sharon Hill, 
Pa. 








They try it 
They buy it 
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No. 232, % in. 





No. 234, 1g in. 


the rubber head from 


ELASTIC TIP CO. 





- 


U 





Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 


pulling off. Write for full information. 


370 Atlantic Ave., Boston, Mass. 
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BOLTS NUTS WASHERS 
RIVETS SPIKES 
PLAIN AND UPSET RODS 
HARROW TEETH, HINGES 


WAGON IRONS 
SINGLETREE TRIMMINGS 
FLOOR HOOKS 
CAR FORGINGS 
GENERAL FORGINGS 
ANCHOR SHACKLES, CHAIN LINKS 
POLE LINE MATERIAL 
COTTON TIE BUCKLES 
BAR STEEL, CONCRETE BAR, ETC. 
“TYRONE BRAND” 
PICKS, MATTOCKS, GRUB HOES 
CROWBARS, WEDGES 
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General Office and. Works, Pittsburgh, Pa. 
Eastern Office: 50 Church St., New York City 


—— 2 


_ Pacific Coast Office: Monadnock Bldg., San Francisco, Cal. 





~(CHICAGO) ~~ 
SPRING HINGES 











to 
Door Casing 
without 


_ Hanging-strip 





Simple 
and 
Economical 





Type 9001 


The “Simplex” is designed for Simplicity and Econ- 
omy in application; requiring no jamb strip and only 
one mortise cut. It conforms to all standards of 
construction such as lecation of screw holes, length 
of mortise cut, distance between axial centers, size 
of springs and barrels, etc. 








Chicago Spring Hinge Compan. 
CHICAGO NEW YORK 


™e . 























Bronze and Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 
part. 

And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 


Spargo Wire Co., Rome, N. Y. 
eee 
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Superiorities Galore 
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Write for Details 


GY } The biggest gas range idea in years. 
f Combines in one unit the kitchen 

} f §©6cabinet and gas range, affording 
(/{ ff space below for storing foodstuffs, 
# § §=©pots, pans, etc. Foodstuffs cannot 
| | § spoil because Kab Range and Kab 
| Range only (through exclusive pat- 
B ented construction) insures against 

it. Has every modern gas range 
advantage—fifteen selling features. 



















Write for catalog and complete information. 


The Ohio State 
Stove & Mfg. 


“Arawana” Hammocks 


Company 
a te - P VEN prosaic hammocks are susceptible 
 Pesseer to radical and outstanding improvement 
tienen, O. | —if thought is devoted to their design. 
Thought has been applied to “Arawana”™ 
for catalog HA 5 


Write today aasling . 
5 | Hammocks, consequently they are far supe- 
rior to the common run. 


These superiorities make them more easily 
sold and more thoroughly appreciated in 

service. Your Jobber's salesman will explain 
them when you ask for ““Arawana” Ham- 
mocks. 


The I. E. Palmer Company 
Middletown, Connecticut 


NEW YORK OFFICE 
334 4th Ave. Corner 25th Street 











KAB-RANGE 


Reduce Your Tack Assortment 50% Without Limiting 


The Practical Range of Sizes 


PRACTICAL Seda? CONVENE 6 Cartons of Our Tacks Will Do It - 
HOUSEHOLD 

TACK ASSORTMENT Put Up in Fancy Display Boxes 

At the Price of Plain Boxes 




















Insist on Getting Them From Yeur Jobber 


THE SUPERIOR TACK AND NAIL CO. 
DERBY, CONN., U. S. A. 























May 21, 1925 HARDWARE AGE 85 


Quick Turnover! Anchor ny Brand! 
+ Ball Bearing Clothes Wringers 


Bicycle Guarantee 


a ee ees Ga 4 66 4 eerdnca eeu eae 5 Year 
" Send for Price List 


LOVELL MANUFACTURING CO. ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World 
Boston, 52 Pearl St. Chicago, 52 E. Lake St. New York, 86 Warren St. 
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Your best business getter 
Thousands 


—is the value that’s built into the products you 
sell—value that satisfies your customers—that 
brings them back tospend more money withyou. 
of Farmers, Builders and Landscape Gar- 
deners every vear buy this practical 
Farm Tool 


That’s the kind of business that nets you more 
(Not a Complicated Engineering Instrument) 



















profit—that wins customers—that builds repu- 
tation and business. 

The Ney line of Dairy Barn Equipment and 
Haying Tools gets business for you—and keeps 
it—because Ney gives 100% value for every 
dollar your customer invests. 


| 
Tie up with a business-getter. | 
| 
| 













It’s just what they need for draining, terracing, 
marking out building sites, etc. At its moderate 
price, it sells without effort. 


Are you neglecting this profitable field? 
Send for literature and window display. 
KEUFFEL & ESSER CO. 


NEW YORK, 127 Futon Street, General Office and Factories, HOBOKEN, WN. 3.’ 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
| 818-20 $. Dearborn St. 817 Locust St. 30-34 Second St. & Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying instruments, Measuring Tapes 


INC) 1) | ae 


LEVEL 
A GUIDE TO BETTER BUSINESS 


Ifeller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 






THE NEY MANUPACTURING CO., Canton, Ohio 
ABLISHED 1879 
Manufacturers of mm Barn Equipment and Haying Tools 
including Stanchions, Stalls, Pens, Litter Carriers, 
Water Bowls, Ha y Carriers, Hay Forks. Puneve. Hay 
Knives, Barn r Hangers and Hardw e Specialties 


Minneapolis, Minn. «+ CANTON «+ Council Bluffs, Iowa 















~/ 
at 
ox “fo 





— 

















Every one of the scores of beautiful pictures and every line Cc 
of the reading matter is designed to increase sales in oupon 
Hardware Stores. . 

; Sak , , —_ Ww. C. Heller & Co. 
Many of the interesting problems solved in modernizing 
over 2000 Hardware Stores are made clear. Always the Montpelier, Ohio 


Dealer writes, ‘“‘You have increased my sales.’’ 

The display difficulty that has baffled you has probably al- 
ready been solved in one of these many Hellerized stores. and without obligation on my 
It need bother you no longer. Ask for your copy of part the reference book on 


Reference Book No. 27-A a 
Hardware Store Fixtures ad- 


W. el HELLER & CO. onrscroniliag Hardware Age 
Main Office and Factory: aia 
700 Wabash Ave., Montpelier, Ohio ; 


Eastern Display Room: 
20 Vesey St., New York City 


Please send without charge 
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Avoid Substitutes 


Look for the name “UNIVERSAL” on the 
Hose Clamps you buy— it is there for your 
protection. 

Good material—good workmanship—square deal- 
the which Universal 
Clamps have 
gained their repu- 
tation being 
dependable in 

every way. 


ing—are standards on 


for 
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In addition — you get 


bite tal ~ 
J) Teel elel ei ei alats 


_ the Universal Leak 
io TR eteieielelele . < 3 
| Preventive features 
— | wieletaleldie ‘6 ; 
. the “Bead” and the 
co? te} tele sé 
ss Sahm Scores between 
Ldidhe, ES OTe! Holes,” which pro- 
bate ie eG vide a clean, quick 
ot wel e break-off. 


rr F 


& 2 







One size—l1 to 3 in.—is 
adjustable to fit any hose 
of any size. For occa- 


ao me meen it 
eS, 


© 1922 sional needs of small hose 
Patents Granted We Make a Junior clamp 
March 20, 1917. ~~4 to 1% in. Specify 
March 1, 1921 (Universal Hose Clamps. 


Look for the name and 
trademark. [t is your 
guarantee. 


oGF, i a 9 @ ele 


Universal Industrial Corporation 
Hackensack, N. J. 
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Shoe Lasts and Stands 


MADE ABSOLUTELY 
OF Slaw GUARANTEED 
SEMI-STEEL A 
ene = BREAKAGE 


a 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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Wood Screws, Machine Screws, 
Cap Screws, Set Screws, Stove 
Bolts, Sink Bolts, Hanger Bolts, 
Nuts, Rivets, Burrs, Specialties 


oF ¥$ 
Z| 


RUE economy in the selection of Screw or Bolt Products 
consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 
accuracy. 
























REED & PRINCE MFG.CO. 
WORCESTER, MASS.,U.S.A. 
WESTERN BRANCH arCHICAGO-I21 NORTH JEFFERSON ST. 








‘ 











Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 


All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the fourth issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 
issues. 


HARDWARE AGE 
239 West Thirty-ninth Street, New York 
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Boat Oars 


The season for boating 
is at hand. Crown 
Brand Products are 
made of the finest tim- 
ber obtainable. 











Write at once for 
sizes and prices 














Manufactured by 


DE GRAUW, AYMAR & CO. 


Established 1827 
34-35 SOUTH STREET NEW YORK 
FACTORY: PLAQUEMINE, LA. 


Oo setliam eee 





BOMMER 
ARE THE BEST 


Sell the Best 
HARDWARE 





0 For Hard-wear 
For more than 48 years 
oO {oma Bommer Spring Hinges have 


maintained their leadership and 
ce) proven their superiority over all 














times, because they have been 
kept up with the times whenever 
improvement was possible. 


others. 
ti S | They have kept pace with the 


Ci 






SPRING HINGES 


Replenish your stock with Bommer. 
They are in universal demand—are 


quickest to sell—easiest to apply and Oo E24 oO 
the most satisfactory spritg hinges fe) @ 
made. {oom 
Your Jobber handles them. (e) @ 
Send for New Catalog 47. It is a fs fe 
big help in ordering. 0 e 














Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 
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PRINTED IP IN 1 — WHEN OPEN PERFORATION oO 
PATENT — 
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to Keep 
a —\\ Records 
i je rE CAIN BACK OF 
: pera —_—_ BOOK These handy dup- 


licating record 
books take the 
guess-work out of 
business — save 
time, reduce costs, 
avoid disputes. 
Keep a permanent 
record of every 
business transac- 
tion — simplify 
business routine. 
They are so wide- 
ly usedin business 
40 Different because there is a Zion Duplicating 
Standard Book for every type of business and 
ocume because they possess many desirable 
features that other books do not 
There’s a Simplex have. Many hardware dealers prefer 
Duplicating Form to have us make up special books 
for every business bearing their own firm name. 
purpose — Purchase 
Orders, Shipping 
Orders, Remittance 
Receipts, Oredits, 





Ask your stationer or write us for 
prices and full details. 


INSTITUTIONS 
LZ I O & INDUSTRIES 


Office Supply Dept. (Wilbur Glenn Voliva), Zion, Ill. 








A Brand 
Of Poultry Netting 
That Makes Friends 


SUPERIOR 


Our Superior Brand Poultry 
Netting is different, it 
makes friends and holds 
them. 


Made in 2”, 1%”, 1” and %” 
mesh, in standard rolls of 150 
lineal feet. Galvanized before 
and galvanized after weaving. 
In ordering please state which 
kind is desired. 


We solicit the business of those 
who want dependable Poultry 
Netting at prices that insure 
satisfactory profits. 


G. F. Wright Steel & Wire Co. 


Worcester, Mass. 
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IWAN POST HOLE DIGGERS 


Always sell the best. Order from your jobber by these 
names. GENUINE IWAN AUGER, Invincible Digger, 
Eureka Digger, Perfection Digger, Hercules Digger, 
Vaughan Auger. 


IWAN BROS., Manufacturers, SOUTH BEND, IND. 











STAY-WET 


Paint & Varnish 
Remover 


IT IS THE QUICKEST 
AND MOST POWERFUL 
VARNISH AND PAINT 
SOFTENER MADE. 

Its widespread popularity and 
big sale carry conviction. 

It is reasonably priced, car- 
ries a good profit and sells 
readily. 

Ask us for quotations, ELIA 


RELIABLE PASTE CO. Pen 


3223-25 Cottage Grove Avenue 
Chicago, Illinois 


Dry Paste—Paint and Varnish Remover—Calcimine 


— 
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TACKS 


ALL KINDS 


TTTTYT YY 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 

















Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, lil. 


Ice Tools and other equipment 
for every ice handling purpose. 
A large stock always on hand 
to ne ue meet your re- | 


i c noes 
Wy ease = 
ors 











THERE’S MONEY FOR YOU 
IN THE HANDY SLICER 
Profit Makers Are Always Welcome 
Handy Fruit and 
Vegetable Slicer 
No. 6-S 





It slices all kinds of Fruits and Vegetables 
in an infinite variety of fancy and attractive 
designs, absolutely A ~ Breve waste. Apples, 
pears, bananas pipe apples and other fruits 
sliced with a “Handy Slicer” prepare a 
dessert excellently and quickly. Once used 
for slicing apples for pies it will be consid- 
eres d invaluable, 

otato beets, radishes cucumbers and 
set fibro us vegetables become tender when 


sliced ‘‘lattice’”’ fashion. 


HANDY THINGS MFG. CO. 
LUDINGTON, MICH. 























SUNBEAM 


CABINET/ \HEATER 


This modern heating plant requires no basement, yet it heats the entire 
house. It takes up little space and is as attractive as a fine plece 
furniture. Write today for our dealer proposition. 

THE FOX FURNACE COMPANY 
Largest Makers of Heating Equipment 
ELYRIA, OHIO 

















Watch the Weekly Market Reports 


in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end. 




















SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 


to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you’l] be reasonably sure to find a 
reliable salesman to represent you. 
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; Scaffold Bracket aan 
Fixtures 


od na 

Packed in handy, attractive, 
fiber boxes for Dealer Dis- 
play. One pair, two pair, 
half dozen and dozen in box. 
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Orville E. White 


Distributors 
The Lansing-Company 1000 Bauch Bldg. 


Lansing, Michigan Lansing, Michigan 


























An EXP ANSION SHELL Casement Holder No. 35 


With a Sure-Dependable Hold 

Superior advantages: is ‘(3 i 

Age, (aa This Holder is intended for use under the most 

(2) Burying its jawe in the sides of the exacting conditions and is furnished in brass or any 
of the ordinary hardware finishes; never in steel. 





_ 
a 


(3) = "Wateenettene Laboratory test it 
holds unti] the bolt or the material, 
into which it is placed breaks. 

(4) When properly set it will not come 


It permits the window to open a little beyond right 
angle; about 100 degrees. 


(5) Guskly installed. The Friction is adjustable so that the resistance 
“at te wae a y ethan gh required to hold the sash can be set to suit even very 
(2) No waste from broken or misfitting small light sash. For use on sash not over 2’ 6” x 

7’ 0”. This device requires a space of only 7/8” 


parts. 
i ti ff q 
(3) Vibration does NOT affect it between the sash and screen. 


Made in two types for 15 sizes of bolts. 
Practical in any Solid Material. 





A trial] order for testing will soon con- 
vince you. THE OSCAR C. RIXSON CO. 
Samples on request—No charge. Send for Bulletin No. 55. 4450 CARROLL AVE. CHICAGO, ILLINOIS 
THE PAINE COMPANY NEW YORK OFFICE, 101 PARK AVE., N. Y. 
2951 Carroll Ave. Chicago, Ill. 
33 Warren St. New York City, N. Y. 




















YOUR CUSTOMERS WANT American Steel & Wire 


The LOWELL Company 
q . 
Clothes Line Chicago, New York, Boston 
. ] Denver, Birmingham, Dallas 
Ree U. 8. Steel Products Co. 
=" — i te Mai San Francisco, Los Angeles, 
> know——because people from Maine Portland, Seattle 







to California are writing us asking 
where they can get Lowell Reels. BARBED: Ellwood Glidden Am Glidden Am s 
: ! a x : ° . Special, 
ogg te i ne Raat Bay oe Waukegan, Baker Perfect, "Ellwood Junior, Lyman. 
market for the nationally advertised poo INSULATED. FENCES: Amorican Galv'd Nails. 
. Lowell Reels. National, U. S., Banner. Steel Gat , 
TWO STYLES Green Enamel BANNER (former! Arrow) STEEL. ‘POSTS. 
White Enamel CONCRETE REINFORCEMENT 
a a eA ma ' BALE TIES: Old reliable brands. 
rdery from your jobber, or write direct for prices. TELEPHONE WIRE. 
THE HOGE MFG. CO., 215 Fulton St. Wane fer every purpose. 
4 on St., New York Quick Delivery. Write us for selling plans. 























IDEAL LINE A X 
oS ~.. Vacation Shoes 
ROLLING STEP LADDERS = aS need stout soles 
. ‘ —recommend and sell 
— Prompt G 
are 25% Shipments 
lower than 
any other We make | 
Rolling a ” _TRADE MARK HEC. 
Ladders Shelving. “ ] Half Soles — Heels — Strips 
on the = J 
Market. Sa) Outwears Best Leather 2 to 1. 
oe a — or can fee a. women, chil- 
facti dren 
| emma Ste Request. (See page advt. next week) 
PANCO CO. Chelsea, Mass. 





SUCCESS FURNITURE CORP. CAGncene y 


St. Louis (Kirkwood), Mo. 
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POWERFUL 
DEPENDABLE 


EVEREADY 


COLUMBIA Order from your jobber 
Dry Batteries Manufactured and guaranteed by 


NATIONAL CARBON CO., Inc. 
they last k ¥ New York San Francisco 


RELIABLE 





\WILLIAM 


SILENT SALESMEN 





J. H. WILLIAMS & Co. 
“The Wrench People” 
New York 

















— all’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 





4301 Warne Ave. 
St. Louis, Mo. 





The New Britain Machine Company 


Socket Knocked Down 
Wrench Bench Legs 
Sets In Cartons 
New Britain Connecticut 

















Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass. U. 8. 


New York Office ~ ~ - - 350 Broadway 
Chicago Office ~ - - 189 West Madison St. 





MASCO 
PRODUCTS 





STRATTON Pisin o gnameled in 
HANDLES 


For Small Tools, Utensils Electrical Goods, Etc. 
Enameling, both baked and air dried. 











STRATTON MFG. CO. Stratton, Maine 











Wright’s Jennings 
High Grade 
Auger Bits 

The Conn Valley 


a o. 
Centerbrook, Conn. 
uo. & A. 
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CRECOITE 


Tools You Can Sell 
With Confidence 


Write for Catalog H 






Broad Hatchet 


MARION TOOL WORKS, INC. 


Marion, Indiana 























No. 12 COMPOUND LEVER SHEAR 


Evenly distributes cutting strain by 
lever action. Used on multiples of 
thicknesses in metal 
work. Capable of cut- 
ting 18 Ga. easily. Made 
of Drop Forged Crucible 
Tool Steel. 






Write for prices. 
BARTLETT MFG. CO. 430 E. Lafayette Ave., Detroit, Mich. 


Robertson “Horse Shoe Magnet’ Hammers 


Ne ea magnet wane oes 
e n position for driv- ee 
ing. Awarded the Silver Medal pee 


(the highest offered) at the Panama- Pacific Exposition. 
Good profit. Write for price lst. 


Name and design trade marks registered U. 8S. Pat. Off. 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 







































METAL WARE 


Sheet Steel 
Household 


ROOFINGS 


and and other 
Cooking Ware Sheet Steel 

NAILS BUILDING 
WIRE PRODUCTS MATERIALS 


Pat Your Needs 
up to Wheeling 





Conductor Pipe 


Put Your Needs 
up to Wheeling 
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Keeps vou informed at all times 
ot the Net Cost on approximately 
30,000 items of Hardware 


SO Warren St.. New York 


Masback Hardware Co. Inc.. 














THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant 
1000 MILITARY RD., BUFFALO, N. Y. 


“6Lass “JT .EXS NOX” cutters : 


QUALITY SPEED be 
UNIFORMITY _ SERVICE 


“The Toots in Lhe Paid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


BROWN & SHARPE TOOLS 


mal No rly LOO Ye ars [} ere Has Been No 


Substitute for Brown & Sharpe Quality 
e « 
Seid fo Nopprall fool ( atalog Vo “Pa 


BROWN & SHARPE MEG. CO. 
PROVIDES 2 | \ 











a 
Says this advertiser,— 
se are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in _, publication, and we oe _* as ow 
- Fa t for anything connected wi e 
ware business, HArpware AGE is, without a doubt, 
the t best cation fer advertising.”—J. H. Yewdale 
& Sons Co., Milwaukee. 
It pays to use the Classified Opportunities Sec 
tion of Harpwarge Acz. 
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Add to your Sales Force, but Not to your payroll 


BUFFALO Chicago 
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FOR S' i ‘NER BITS One of the Most Remarkable Tools for Wood 

Working Ever Invented for Brace and Machine 
The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bor any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. Tt is seleechie an came 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined fer cere- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, 












ELT ET CE 


THE PROGRESSIVE MFG. CO. --- TORRINGTON, CONN., U.S.A. 



























TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 





Belt Punches Arch Punches 
Spring Punches _ Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather SASH Ofe)°3a 


Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
The above tools will please your customers, as well as our famous Round Clothes Lines, Masons’ Lines, Shade Cord 


ae See Sue. Awning Line, Dumb Waiter Rope, et 
Remember we have had 99. years of successful manufacturing experience, & : ate ope, etc. 
employ only skilled workmen and use the finest quality of materials in 
making our products. 
We stand back of every tool we make. Try us. Write for Catalog BRAIDED CORDS - COTTON TWINES 
and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Send for catalog and samples 




















No. 32 Torch 
Improved 


For many years the No. 32 ‘Torch has 
been the favorite with mechanics 
everywhere as a quality tool. It has 
recently been improved and is now 
fitted with a more powerful burner, 
producing over 300 degrees more heat, 
burning high or low test gasoline per- 
fectly, which places it in the lead of 
all single needle Torches. No, 32 is 
always dependable for indoor use or 
outside work, under the most severe 


For Radio Fans Or Auto Owners 


This little 19 pound Rock Island Vise has the 
“Strength of Gibraltar” and is just right for radio 
and automobile work, as 
well as general home re- 
quirements. 


Made with swivel base and  , 
3% in. jaws which open to CO ae 
4 ins. Attractive bright : 


me DE TRO Mich USA 





ps gl . mer conditions of wind and weather. Job. 
eae 4 8 8U a rices. n 
a fn aii iar be foracataog. 
oughly. = CLAYTON & LAMBERT 
Write for trade-prices. MFG. ’ 
ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS Ady Gus fata utes DETROID MICH US. A. 
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Known as both Adjustable “S’” Wrench and Nut 
Wrench. Good seller for general use. Also rec- 
ommended for places where a Monkey Wrench is 
not practical. Keystone Quality throughout. 
Malleable handle. Forged-Steel Jaw. 6 sizes: 
4 to I4 in. 






Two styles =~ | ~ 
of shanks;s—— > = 
three threads for © 
boring all woods — Write for Discounts, 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 











| Russell Jennings Mfg. Co, 


| Chester, Conn. © 









| 











A Faster Selling Mop Offers More PRIEST’S CLIPPERS 


Profit and Quicke r— hoon spenien 
ce Q r Turnove Desi the d 
nvince yourself by selling SQUEEZ-EZY. i 8656. sho 
The mop that wrings by a twist of the pny ae hig 
handle. Keeps hands out of water. Saves our ver NO. 00 18 a Dig 
time and back-bending. seller for home use. 
SQUEEZ-EZY MOP CO., INC. American Shearer Mfg.Company 





New Orleans, La. Nashua, N. H. 
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An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Box Number Address. 





**Box’’ 





4 
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y 4 Vi) Ti, fy YUfiy 
) 4 Y, “sy V a “ Wh fy 
Z 7 0/1/77 VIL) 7 VWSVF/ MN f4 Mh yp, VII 44, 
Set Solid, Minimum 50 WEEE: vc cvcccccvcesccececscocecee dee 
Hach .06 


additional word.... 

All Capitals, Minimum 50 words..... 

De Ds WSU ccosesoecoencocestecoesesesesoeos 6D 

tional Seees 

4 insertions, 10% off; 8 in 
Remittance Must Accompany Order 

50% off the above rates for Positions Wanted Advertisements 


Bach addi 





May 21, 1925 





e*eeneeeeeeee ee eevee eeee 4.00 


eeeeeeeeveeeeeeeeeeeeeeeeeeeeeeeeeee eee 5.00 
inch. e*eeseeeee eeeeeeeeeeeee 4.06 
15%: off 





Business Opportunities 








FOR SALE 


Cement Coated Wire Box Nails 


Bee GED sw cedceccosseess 4d 
GOO = Seer es 
450 e ‘genserehscasaneewe 5d 
g50 ”- ceuendcuseneseane 7d 
Plain Wire Nails 
BOS BESS «ccncvens 7d Box 
1200 ~ 2-een teas 124d Common 
Above Nails are in our’ Brooklyn 


Warehouse. 
Low prices will be quoted on any, or 
all, of the above quantities. 


J. K. Larkin & Co., Ine. 


253 Broadway, New York 











FOR SALE—STOCK AND FIXTURES. Up- 
to-date, old established hardware store in a grow- 
ing and prosperous Pennsylvania town of 35,000 
population, also the county seat with a large rural 
trade to draw from. The store was equipped less 
than a year ago with the latest Warren Fixtures. 
Stock will invoice about $20,000.00. Address 
Box G-601, care Harpware AcE, New York. 


HARDWARE, PLUMBING, HEATING, 
TINNING BUSINESS for sale in a live manu- 
facturing town of 6000, sixty miles from New 
York in the heart of Orange County. Main auto 
mobile highway passing through. Will take $18,- 
000. Rent cheap. Address Box G-602, care of 
Harpware Ace, New York. 








FOR Hardware, housefurnishing and 
sporting goods business. ‘stablished 50 years 
on Main St. of a live town of 5,000 inhabitants. 
Stock at inventory, store and dwelling for rent 


SALE: 








or sale. Unusual opportunity for live man with 
small amount of cash. Address N. S. Miller, 
Emaus, Pa. 

EXPERIENCED YOUNG MAN WITH 


CAPITAL wishes partnership in live established 
retail hardware business in Northern New En- 
gland, New York or Pennsylvania. Address L. 
W. LYMAN, Mount Kisco, N. Y 


OUICK, BIG PROFITS! Every car owner 
will buy! Fast selling fool-proof auto accessory. 
low cost. First interested firm gets patented 
auto spring lubricator, dies, raw and_ finished 
stock, cuts, New York State Charter, valuable 
trade name, for $6,500 cash outright. Family 
death followed by illnesses. Factory connection 


eliminates overhead. Oilers shipped from plant, 
packed, to customers. Ford sets 50c, sell for 
$2.25: other cars double. Wholesale distribu- 
tion through jobbers very simple. Address [Tox 
G-619, care of Harpware Ace, New York. 


—_———— 








% 1s | 

We have special facilities for bending 

and forming steel tubing in size up to 

1” OD. Our equipment is also especially 

adapted to machining small cored mal- 
leable or forged steel parts. 

Where the above material is required 

in polished and nickel plated finish, our 


facilities for doing this work ourselves 
on a low cost are very favorable. 
We have complete marketing connec- 


tions for products of this character if 
necessary. 
Your inquiries will receive prompt at- 
tention, and quality and workmansh'p 
are guaranteed, 


Hand'e Bar Company 
SHELBY, OHIO 
Established thirty years 


Chicago 




















Business Opportunities 


Sales Accounts Wanted 





FOR SALE—Sheet metal shop, 12 years in 
Minnesota town, manufacturing an established 
line of ventilators. 250 barn cupolas alone one 
year. Also do job work. Equipment and stock 
invoicing about $2,500. . Will sell for $1,500 
cash. wner leaving city. Operating here can 
be moved anywhere. A real bargain worth in- 
vestigating. Address Box 7115-A, care of Harp- 
ware AcE, Otis Bldg., Chicago, Il. 


Help Wanted 


SALESMAN WANTED—To sell door hang- 
ers; must be experienced in this line only. Give 
particulars as to experience, age, salary expected. 
Address Box G-598, care of Harpware AGE, 
New York. 


WANTED—EXPERIENCED MAN _ FOR 
BUILDERS’ HARDWARE DEPARTMENT 
IN WESTERN PENNSYLVANIA TERRIT- 
TORY, CAPABLE OF HANDLING LARGE 
WORK AS WELL AS RESIDENCES. MUST 
BE ABLE TO READ PLANS. ONE FA. 
MILIAR WITH CORBIN LINE PREFERRED). 
BEST OF REFERENCES REQUIRED. AD- 
DRESS BOX G-604, CARE OF HARDWARE 
AGE, NEW YORK. 


EXPERIENCED SALESMAN WANTED for 
New England States to sell the well known and 
advertised line of cannon ball door hanger ma- 
terial, hardware specialties and wheeled goods. 
Also experienced salesman wanted for Maine and 
Northern New Hampshire to sell our well known 
and advertised Star line of dairy barn equipment 
and hay tools. Salary, pene and opportunity 
to make a bonus. HUNT HELM FERRIS & 
COMPANY, Post Office Box 231, Albany, N. Y. 

















HARDWARE CATALOG COMPILERS - 
We need one or two first-class, experienced, 
competent hardware catalog compilers. Good 


pay and steady position if make good. Address 
with reference. Box G-620, care of HarpWare 
Ace, New York. 


Positions Wanted 


HARDWARE EXECUTIVE (retajl) with 
twenty years’ successful Western experience in 
merchandising hardware and kindred lines, now 
managing large hardware business, contemplates 
change. He would like to come in contact with 
reliable Eastern corporation that is desirous of 
opening Western distributing office. Highest pos- 
sible references. Address Box G-612, care of 
Harpware AcE, New York. 


POSITION WANTED—Position with ar up- 
to-date hardware company, where ten years’ ex- 
perience in the general hardware business would 
be appreciated and mutually enjoyed. ave 
had five years’ experienc in buying and three 
years of store management. Thirty years of 
age, married and can furnish excellent refer- 
ences. Address Box G-618, care of HarpWaAre 
Ace, New York. 


HARDWARE BUYER—Have been associated 
with large wholesale hardware jobbers in South- 
ern and Middle Western States and have the abil. 
ity to take full charge of a general line as head 
buyer and sales developer. Twenty-five years’ 
experience. Fifty years old. Highest business 
references as to qualifications. Address Tox 
G-614, care of Harpware Ace, New York. 




















Sales Accounts Wanted 


REPRESENTATION WANTED—Manufac- 
turers’ agent with established trade and New 
York office, calling on department stores, chain- 
store syndicates, jobbers, and retailers, desires 
factory representation of kindred lines for the 
Metropolitan district. Hardware preferred; elec- 
trical specialties also considered. Address Box 





G-592, care of Harpware Ace, New York. 








Manufacturers 


Sales agency with men constantly 
traveling New York, New Jersey, 
Connecticut, Pennsylvania, Mary- 
land and Delaware can handle an- 
other reputable line in the Hard- 
ware or Automotive jobbing field. 
Commission basis. 

Knowledge of your line and co- 
operation assured through periodical 


- 


Visits to tactory. 


A. A. BOCK CO., INC. 


New York, N. Y. 


Flatiron Building 

















MANUFACTURERS, ATTENTION—What 
have you to offer a responsible sales organiza- 
tion with Twin Cities warehouse service? One 
capable of handling a consigned stock and 
render real service to the wholesale and retail 
trade in this northwest. Fifteen years in busi- 
ness. Address Dox G-621, care of HARDWARE 
AGE, New York. 





LIVE WIRE SELLING ORGANIZATION 
desires exclusive agency New York, New Jersey 
and Philadelphia, good manufacturer of hard- 
ware or household specialties, Well-established 
with jobbing trade, and selling retailers by wa 
of missionary work. First class references. Ad. 
~~ Box G-616, care of Harpware Ace, New 

ork. 





Sales Representatives Wanted 


SPECIALTY SALESMAN, calling on hard- 
ware and radio jobbers, to handle specialty of 
unusual merit on commission basis. To experi- 
enced and successful salesmen exclusive territory 
will be assigned. State full particulars regarding 
field covered and give references. Address Box 
G-608, care of Harpware Ace, New York. 








SALESMAN—TO REPRESENT large manu- 
facturer of garbage cans and pails in State of 
Florida. Straight commission. Give age, experi- 
ence, lines now handled and references. Address 
Box G-613, care of Harpware Ace, New York. 





SALESMEN—We have several openings for 
high caliber salesmen, experienced and_ success- 
ful, to sell an old established line of tools and 
razors to the retail trade. Exclusive territory. 
Commission proposition. Can be carried in con- 
nection with other lines. State territory covered. 
—— Box G-596, care of Harpware Ace, New 

ork. 





A GOOD SIDE-LINE FOR TRAVELING 
SALESMEN. Several experienced men wanted 
to sell a well-established, advertised felt weather 
strip to hardware and house furnishing whole- 
salers. Commission basis. When writing state 
experience and territory. Address Box G-617, 
care of HARDWARE AGE, New York. 








SIDE LINE SALESMEN_ wanted to sell 
staple line to retail hardware and general store 
trade. No samples to carry. Pocket list. Well 
advertised line that sells freely and in volume. 


Well known in the trade. Commission only. 
Write to Sales Manager, 525 Ada _ St., 
Chicago, stating territory you cover, lines han- 
dled and references. 





Let Us Help You Word 


Your “Want.” 
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| This is the open 10c packet customers ask for | 
It Must Be _ Advertised for 
PUREE TORCH | ane origina 
A TURNER No. 45 p25 re 
O. Strong Crystal Lise 
Gl Bhead ai / Great Demand 
No other torch gives your trade such working ad- ass eadcs : Good Profits 
vantages, nor offers you such selling advantages. with sharp 
Some of the Turner patented features are Automatic Attractive 
Safety Valve, Superheating Burner Baffle, that gives tool-tempered 
400 degrees more heat with less fuel, Twin Needle ‘. Counter 
System that prevents orifice trouble, Seamless Brass Steel Points . 
Tank and Pistol Grip handle. KFBARLESSLY Displays 
GUARANTEED. Order from your jobber. Include 
Turner Plumbers’ Furnaces. 


Send for late catalog. 


The World’s Largest 
Manufac- 









rm a Hangers 





Push-Pins 












Edgewood Ave., Sycamore, Ill., U. S. A. ene Pe me wn **Glass Heads-Steel Points’ . The Hanger with the Twist 
New York: The Turner Brass Works, Fire Pots and Braz- To “ Hang Up Things ” in Homes, Offices 
108 Charlton St. ers. and Schools. Ask your Jobber. 











, Phila., Pa. 





Moore Push-Pin Co. (Wayne Junction 

















































































































a # en nn ne en eee ne nin nie ne ee nie nie ene ee ee ne Thal 
3 CUSHION 
: EAGLE 
* a 
‘ : TIRE | 
" , , 
: STROP =; 
., = L 
* s 
: DRESSING A 3 
. Insure perfect shelf service for any line of mer- 
". LIF chandise. Deep tread steps, properly spaced, with 
‘, . | if convenient full length handholds on both sides of 
" |_t4 ladder permit mounting or descending with ease. ° 
Made b . | _§) Both hands free to remove or replace stock without 
| od : ‘wi qnaeee et ae. Cushioned — Trolley — 
ruc eels eliminate noise and prevent vibra- 
the Wor]ds largest _ +" en Resetion oo simple os A. B, aA Utilize 
“aif small space. ake top shelves safely 
: Razor Siri Op Manutfacfyrer - 8 ’ available for stock purposes. One 0. 
a") PRICE PER DOZ.IN DISPLAY CARTON $1.25 lg Ae od maa 
. WRITE FOR OUR STROP CATALOGUE = —_— a — 
= KOKEN COMPANIES. * ase. Circular on 
"s SAINT LOUIS, MO. poqueds. 





























THE GENUINE UNIVERSAL 


PUNTERS SIFTER} | pay opp APPING 


The Standard of the World Since 


‘a CARY MANUFACTURING CO. 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio Manhattan Bridge Plaza, Brooklyn, N. Y. 









Imitated But | 
Never Equalled 
































“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Co., Mortpelier, Vt. 
Sales Dept. 
1015 Union Bank Bldg., Pittsburgh, Pa. 


| The “TORREY” 


. J. L. THOMPSON MFG. CO. 
American Can Waltham, Mass. 


Tubular and Bifurcated 


—-RIVETS= 


ELEVATORS 












American Can Company 






























y ’ a 
A Real Man’s Razor ey oy DUMBW AITERS 
Send for Catalogue of Full Line Babs tn all Oouies. Write for our catalog 
J. R. TORREY RAZOR CO. Syracuse Stamping Energy Elevator Co. f[ 
WORCESTER, MASS. Cc 211 New St. Philadelphia 





o. 
Syracuse, New York 

















Easily first in the manufacture of 


Tools for Stone-Working 
Send for our Catalogue—FREE 
TROW & HOLDEN CO. 


Barre Vermont 


MILK BOTTLE CAPS 


Sell your Dairyman his caps. 
Jobbers Prices. 
OHIO BOTTLE CAP CO. 
Box 613 C Piqua, Ohio 


ELEVATORS 


and Dumbwalters 


fer Heuse, Store or Warehouse. Write 
fer particulars. State your require- 
ments as to size, capacity and lift. 


The SIDNEY ELEVATOR Mfg. Ce. 
Sidney, Ohle 


“—— Asee 


Scythes since 1912. Axes since 1880. 


RIXFORD MitifSincateve. 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonvliile, Mass. 


LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 


a eeetiommneteindeare amedieneeenie ee set ton coecemeneeienemetine eaten ea 
PRE Aa ARNE eg. 
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INDEX TO ADVERTISERS 











THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. DPvery care will be taken to index correctly. 


Ne allowance will be made for errors or failure to insert. 
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Bommer Spring Hinge Co................. 87 
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Brooklyn Daily Eagle (Catalog Dept.)..... 71 
Brown & Sharpe Mfg. Co................. 90 
Burroughs Adding Machine Co............ 17 
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Chicago Spring Hinge Co................. 83 
Clayton & Lambert Mfg. Co............... 91 
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BE 76 
Connecticut Valley Mfg. Co............... 90 
Continental Wood Screw Co............... 84 
CR 78 
Cene Engineering Corp.......cccccccccces 67 
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ee Gs ae. Bs. Gin ccc cccvccocecces 90 
ee See, eee GE GM... once vcecsecsucsés 87 
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Dietmmem Co., BGmeMe....ccccccccccccccccs 82 
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I 83 
Emerson Electric Mfz. Co., The........... 81 
Ee 93 
F 
SI i ell 86 
Federal Rubber Co. of Ill.................. 90 
Fowler & Union Horse Nail Co.......... 90 
ge eer 88 
G 
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H 
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Hartford Rubber Works................... 16 
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International Silver Co...................- 2 
i a eed eeeh ee 88 
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Jennings Mfg. Co., Russell................ 91 
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EE ee 91 
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L 
EE eG 85 
Ludlow-Saylor Wire Co................... 76 
M 
McKinney Manufacturing Company........ 26 
I on eee keene esdsees 90 
SE. EI Gin cc cccccccecovcsces 90 
NS Ms i eee eeeneeeee% 90 
Maydole Hammer Co., David.............. 11 
Mechanics & Metals Nat’l Bank........... 70 
Meyers, Fred J., Manufacturing Co........ 93 
Moore Push Pin Company................ 93 
Myers & Brother Company, F. E.......... 93 
N 
National Carbon Company................ 90 
National Enameling & Stamping Co...... 1 
New Britain Machine Co.................. 90 
Co cc tenes beebaneewesee 85 
North Bros. Manufacturing Company...... 82 
oO 
ee ee Cr Ce... pobetunecansnenue 93 
ee 84 
Oliver Iron & Steel Company............. 83 
is: Ce Divcccceneoevencsoesses 91 
P 
Ee PR 89 
CT a ae 84 
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ee GR ee . . 5s wtibbiececedes 23 
Progressive Manufacturing Company...... 91 
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Reed & Prince Mfg. Co...............ce00; 86 
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Richards-Wilcox Manufacturing Company... 61 





Rixford Manufacturing Company.......... 
er 
MD in. pcccvecesoveueestes 
Rock Island Manufacturing Company...... 
ae cu cevecosetuseséouee 


Samson Cordage Works................... 
Sand’s Level & Tool Company............ 
a ence che neenseeese nes 
Shelby Spring Hinge Company............ 
Sidney Elevator Mfg. Company............ 
NE SE 
Simonds Saw & Steel Company........... 
En 6 cece eb see tee se bedees seed 
Squeez-Ezy Mop Co...........cccesesscees 
Standard Crayon Mfg. Company.......... 
Sterling Wheelbarrow Company........... 
Stewart Iron Works Company............. 
Stratton Manufacturing Company......... 
Success Furniture Corp................... 
Superior Tack & Nail Co................. 
Syracuse Stamping Co., The.............. 


T 


Technical Glass Company................. 
Thomson Mfg. Company, Judson L....... 
Torrey Razor Company, J. R.............. 
Tewer Mig. Company. .....ccccccccccccccs 
Trow & Holden Company................. 
Tubular Rivet & Stud Company........... 
eS IS Sinddcewsseve ccesccees 


Union Hardware Company................ 
Union Steel Products Co...........ccccce0. 
U. S. Clothes Pin Company............... 
Universal Industrial Corp................. 


V 


Vaughan & Bushnell Mfg. Company...... 
Vollrath Company 


Walden-Worcester Co., Imc................ 
Warren Mfg. Company, J. D.............. 
SOUND ETE Gis ccc ccccccccceesss 
Weyerhaeuser Forest Products............ 
Wheeling Corrugating Co................. 
kd oa SES Sb cane eteeeds ee 
Wickwire Bros. 
Wickwire Spencer Steel Co., Inc........... 
Williams & Company, J. H................ 
Wooster Brush Company.................. 
Wright Steel & Wire Company, G. F...... 


Y 


Yale & Towne Mfg. Company............. 
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Zion Institutions & Industries............. 
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—. ATABOY-BARO | 
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It Weighs Only 30 Pounds—Load Strength 1000 Pounds 














* 
Cr’ Nia Mr. User 

What do you think of that old woeden garden barrow you have 

at home—does it squeak and rattle same as always—and 
There is a Real Service doesn’t it give you a lame back to think of pushing it? Re- 
connected with Sterling member when your boy fell over with it, loa@ and all? 
Barrows, which _ includes 
Immediate’ Deliveries f 

ediate ‘reries from . . 

opened ~seaeenines Mr. Merchant 
8 Sterling Warehouses. ._ An 
inquiry directed to the You can now offer your neighbor a wheelbarrow which don’t 
Closest Branch will bring squeak, can’t break, and is not a mankiller. A wheelbarrow 
you Prices, Catalogue and which any member of the family can wheel. 
Complete Information. l i 





Write For Catalogue and Dealer Prices 


There Is a Sterling for EHvery Purpose. 
We Have Added A Warehouse Stock At Philadelphia, Pa. 


‘ 


~~, 


Sterling Wheelbarrow Company 
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Twelve men weighing 2040 pounds tugged 
and strained but never budged a bristle! 
This was a Wooster Brush and the bristles 
were put in to stay in by the Foss-Set 


process. Illustration shows the ‘‘Fayed,”’ 


a Wooster Foss-Set Brush, ex- 
cellent for house painting and 
general work. 


“The Better the Brush, the Better the Work” 


Lo a 
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ve Points To Tell Your Customers 
= about FOSS-SET Brushes 


dinates Customers of yours are seeing Foss-Set brushes featured 
this month in Wooster National Advertising and here ; 
are selling points to tell them. 


~ ag 








| The bristles don’t come out. 


D Foss-Set, the permanent setting, is guaranteed. Foss- 
Set is used only in Wooster Brushes. 

Foss-Set Brushes can be used in any finishing ma- 

terial. 

4 They will not swell, burst nor pull apart—nothing 

will injure the setting. 

Foss-Set Brushes are made by manufacturers who 


have made good brushes for 74 years—and know 
how! 


4 


é 
ed 


Jt 


Remember, Wooster Brushes are one of your profit lines. 








Show this to 
vour salesforce 


nemmaeree THE WOOSTER BRUSH fo 


uable informa- ' ) 
tion for them Since 1851-One Family -- 


gl wf Ove idea Batter Bruits WWOOSTE, 


WoosTER BRUSHES 


FOR PAINTING ~ VARNISHING ~KALSOMINING 














